





Since 1888 


SLAY MARER 


Has consistently 


produced a 


complete 


line of fast selling 
profit building padlocks. 
TODAY... 
as always... 
there is a 
Slaymaker Padlock 
in every size and grade 
to meet every conceivable need. 


‘‘MAKERS OF THE WORLD’S MOST 
COMPLETE LINE OF PADLOCKS”’ 
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Famous Trade Marks for Wooster 
Pure Bristle Brushes: 


Shasta 
Friendly Painter 
M, P. Falcon 
Lindbeck 
Foss-Set 
Ted-the-tester 

All of the above are trade names 


registered in the U. S. Patent Office 
by the Wooster Brush Co. 


poscouction of Wooster’s famous lines of pure bristle 

brushes during 1948 has surpassed all previous records. 
This is an unusual accomplishment particularly in view of 
the limited importation of Chinese bristle, and the unstable 
condition of foreign bristle markets. As always, the 
Wooster name continues to appeal to brush buyers who 
want top quality painting tools. 
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Here’s a Six=-Shooter that’s 
hotter’n a pistol, pardner! 





For “sure-shootin’” selling, do your aiming with the 
Silver Six—six YALE Padlocks that just can’t miss. 


We picked out the padlocks that people seem to take; 
to most, and hung them on a big silver-and-blue dis- 
play board that hits the customers right in the eye. 


Six different models—three different price levels, 
A fine opportunity to sell your customers higher-grade, 
YALE Padlocks on which your profit is bigger, too! 





Ask your jobber about the “Silver Six” —also about 


stle the free window and counter displays and those new 
‘ds. silver-red-and-blue boxes that people say are the bests 
of looking boxes in the hardware business. 
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the 

” THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD, CONN., U.S. A. 
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LOOKING FOR POWER KING TOOLS 











13,193,439—that's the circulation each month 
of Power King advertising this season in the 
magazines shown below. 

All of these 13 million readers, of course, are 
not actively looking for Power King tools now. 
But they'll be looking af them — month after 
month— reading about the advantages of 
owning a home shop equipped with easy-oper- 
ating, precision built Power King tilt/arbor 
bench saws, lathes, spindle shapers, drill presses, 
band saws, jig saws, jointers. 

They'll learn of the useful articles they can 
make for their homes . . . the money they'll 
save ... the fun they'll have. And they'll see 
how the low PK prices help them set up their 
own Power King home shop at low cost to share 
in all these benefits. 





There's a tremendous market for home shop 
tools among these readers, and Power King is 
out to sell them. The biggest, broadest adver- 
tising program in home shop tool history is 
spearheading this sales campaign. There are 
plenty of profits in it for you who join up with 
Power King now. 

The Atlas-Power King franchise in your terri- 
tory may still be available. Write today for 
complete information. 








ATLAS PRESS CO. 


1156 N. PITCHER ST. 
KALAMAZOO, MICH. 
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STRONGER because they’re 


















...all the way through 


Steel itself is strong ... laminated steel is strong- 
er—all adding up to the superior strength of 
Master Padlocks! Built like a bank vault door! 
Steel plate upon steel plate, each cut out just 
enough for its part of the mechanism — united 
under pressures up to 300,000 Ibs. To the 
selling power of Master’s unique laminations, 
add the precision-built locking mechanism, pure 
cadmium plating, and prices in the range peo- 
a ple want to pay. No wonder Master Padlocks 


aps sell easier! Order from your jobber! 
Ww 
Ps Make sales faster with 


. ~ Master PETITE 


Master's new No. 3...im- a 


proved 6 ways... attractively i 


packaged ... one of the world- 
famous “Secret Service” series 





- + « @ typically outstanding 
Master value . . . $1.00 retail. 









EVERY ONE AN OUTSTANDING VALUE 


Pe) 


Master Jock Company, Milwaukee. Wis. Welds Leading Padlock Manufacturers 
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PRODUCTS 


SHOVELS SPADES SCOOPS 
FORKS HOES RAKES 
POST HOLE DIGGERS 


1. A complete line of shovels, f 
Spades, scoops, forks, hoes J 
and rakes. 

2. Aggressive leadership in- by 


sures most appealing product 
design and merchandising 
advantages. 


3. ‘‘Ames’’ brands are known 
and preferred throughout 
the world. 


PARKERSBURG, W. VA. AMES BALDWIN WYOMING CO. NORTH EASTON, MASS. 
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Tere is no 
excuse no 
able in plentiful suppl wor ating substitutes, Gy 
Pentine (in can «Pn % "ew low prices, oe. Turpentine is avail. 
busine . or bottles) on the erever you see G6 
$5. 19's th, jeb, you know the : um Tur. 
Painter knows 


No substitute con do the wort 
and there is n° excuse - - 
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-_ ntine penetrates the = oe eat 
me loo vse tine when painting 
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s of the we mn 

oe 10 pointing contractors 

< own homes. Best for clean 
heir 
—_ for the at-FA Seol ae 
genvine Gum Turpentine. 


AMERICAN TURPENTINE FARMERS 


wherever pe 


int is sold. 


ASSOCIATION + Genera! Offices: Valdosta, Ga. 
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ADS LIKE THESE TO HELP YOUR SALES AND PROFITS |‘ 
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A GREAT CAMPAIGN IN THESE ORE than 68 million advertisements like those shown above are nei 

appearing in the most powerful national magazines and farm papers do 

POWERFUL MAGAZINES in the country. Let this great advertising campaign work for you. Fl 

Stock plenty of Gum Turpentine at the NEW LOW PRICES made possible -_ 

Life... The Saturday Evening Post by this year’s big crop from the great pine forests of the South. Display dit 

... Better Homes & Gardens... Gum Turpentine — the original, standard paint thinner preferred by 9 ne 

Sirti tie . . . in Geek out of 10 ponsiong contractors and most home owners. se 
P Don’t confuse Gum Turpentine with wood or sulphate turpentines, 01 

- + + American Weekly . . . New with disguised substitutes. NOTHING TAKES THE PLACE OF GUM TURPEN 

York Times Magazine... Parade rinE! Only Gum Turpentine is made from the living pine tree. Only Gun tr 

... Pathfinder ... Ladies’ Home ‘Turpentine is nationally advertised in powerful consumer magazines. a. 


Journal... House & Garden... 
House Beautiful . .. Farm Journal 
. + The Progressive Farmer... 
Capper’s Farmer . . . Successful 
Farming ... Country Gentleman 
. . - Hoard’s Dairyman. 


8 


Packed in handy 5-gallon and 1-gallon tin containers and in conver 
quart, pint and 8-ounce bottles. 


Ask your distributor for Gum Turpentine bearing the AT-FA Seal of 
Approval. 


AMERICAN TURPENTINE FARMERS ASSOCIATION 


General Offices: VALDOSTA, GEORGIA 
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Hammer, nails and baling wire took care of most 
farm repair jobs in dad’s day. And he spent a lot 
of time with hammer in hand. A modern farmstead 
depends on iron and steel to keep it running. 
Hammer and nails are still mighty useful, but this 
new tool is needed, too... a tool to join metals. 
The easiest, quickest and by far the strongest 
method of joining metals is by electric welding. 

Dad didn’t hire a carpenter for his repair jobs, 
neither does the modern farmer hire his welding 
done. He does it himself with the Westinghouse 
Flexarc Farm Welder. He saves 
ing his own on-the-spot 


mak- 
repairs . . . recon- 
ditioning worn tools and implements “better than 


money 


new” by hard surfacing . . . strengthening and 
remodeling old farm machinery . . . even building 
new equipment. 

He wastes no valuable working time in hurried 
trips to town for repairs, or in waiting for repair 
parts to arrive. 





HARDWARE 


AGE, NOVEMBER 18, 1948 





teres ae T00/ *OR A NEW FARM ERA! 


Winter is the Welder selling season. One demon- 
stration sells. Put the electrode holder in a farmer’s 
hand . . . let him see how easily and quickly he 
can weld the first time he tries... and he’s sold! 

Westinghouse offers the farm dealer a full line 
of electrical products that are year-round fast 
sellers. Some rich territory is still open and you 
may qualify for a valuable Dealer Franchise. Use 
the coupon to inquire, 


J-91735 


JUST OFF THE PRESS. A 12-page illustrated 
book that describes the proper application 
and use of Electric Farm Welders. Send 
coupon for your free copy. | 


ration 
yinghouse Electric wenn nt HAT 
Wes : Electrification 
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. UTS BROT Ive 
Se Meu NEEROUND' Model 
™ ANOTHER FIRST ¢( 

IN OUTDOOR JUGS 





@ PORCELAIN INTERIOR 
White porcelain, acid resistant, 
enamel interior. 

@ NEW PATENTED TEMPSEAL 
STOPPER 

Exclusive ‘‘Tempseal'’ stopper 
patented July, 1948. 

@ THERMETICALLY SEALED 
Two-piece construction prevents 





thermal dissipation. Regular Little Brown 
& FIVE QUART CAPACITY Jug. Available in | 
Surveys show that this is the and 2 gallon size, 


ideal size. ‘'Yeeround'’ model faucet model. 


built in five quart size only. 
LITTLE BROWN JUGS are of all-steel construction with white, acid 
resistant, porcelain interior. They have a patented sanitary stopper 
with special valve that allows free pouring from spout or faucet 
without loss of heat or cold. Two piece construction, that is ther- 


metically sealed, prevents temperature loss. Beautiful, lustrous, 





baked enamel finish. ' Regulor Little Brown 
Jug. Available in 1 


gallon size, spout 
model. 


DISPLAY ALL MODELS OF LITTLE BROWN JUGS 
. « « WATCH YOUR CUSTOMERS LOOK AND BUY. 


Your jobber has them — order today. 


NATIONALLY KNOWN AND ADVERTISED 
New Jug dis- 
play stand 


MFG. BY. Dallents 


through your 
" jobber—ask 
him. 
® Pe 
_ LITTLE BROWN ‘CHESTS— 
3101 E. MURRAY ST. A allerape nd = a Rag a 
i insyla- ! j 
MACOMB, ILLINOIS tion. Special aluminum Jabout two sizes and / 


container included for | models. 
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Langley will call on 
over 2'4 million of 
your customers 
this Christmas 











This Christmas Gift Ad 
appears in the November 
and December issues of 


Y | Sports Afield 

Vv Field and Stream 

¥ Outdoor Life 

v Hunting and Fishing 
¥ outdoorsman 


a combined circulation of 


2,630,257 











Here’s how to make Christmas sales faster . . . 
make greater profits. Take advantage of this 
powerful selling campaign that makes ten mil- 
lion reader impressions for you. This national 
advertising will stimulate your customer’s desire 
—effective local tie-in advertising will bring 
them to your store to buy. Retailers through- 
out America are increasingly aware that it pays 
to advertise Langley Field Tested tackle. You 
say “Here it is. Come and get it.” 


For information contact your local jobber! 
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MAKERS OF FIELD TESTED FISHING REELS 


660 SECOND AVENUE 
SAN DIEGO 1, CALIFORNIA 


19148 
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See how easy it is fo make) at 


Complete new Promotional program makes it easier than ever | to me 
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Local Advertising 


Tie-in with current national promotion by 
using pre-tested Congowall mat 





* °° advertisements in your local newspaper. 
National Advertising Wide variety of hn es and sizes > - run 
Cash in on the spectacular sales-building “as is” or as part of your regular format 
national advertising of Congowall. ... all yours free of cost. Also free radio 
Double-page—full-color—bleed spreads commercials, give-away folders and easy Ls 
... now running in LIFE and to-follow instruction sheets. 





COUNTRY GENTLEMAN ... reaching 
the most fp as eager-to-buy 
third of all families in America! 











DO IT NOW! Ask your Congoleum-Nairn wholesaler for full details on 
all of these “bring ‘em in” merchandising ideas—or write direct 10: 


First with the finest floor and wall coverings 


© 1948, Congoleum-Nairn Inc. KE! 
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added sales with CONGOWALL 


Trademark ® 









to merchandise America’s greatest low cost wall covering 


Extra Profits 


for every floor and wall 
covering dealer 








Stn Sh Se i 


IT'S EASY AS 
ABC 
(Om Vases 


CONGOWALL 


ae 











Point of sale displays 
Free giant streamers and posters to tell 
customers where they can buy the 
Congowall they’ve been reading about. Use 


New panel displays 


Dramatic new in-use demonstrators! 12 


them for windows . . . and to add color pean ed seg 4 compact enough for 
and punch to interior displays. Also free to eas han ling—each large enough to show 
you... 15” x 22” easel cards with ‘life size’”” combination of Congowall 


wainscot, cap strip and upper wall. Yours 
at the amazing way-below cost price of $3.80 
per set of 4. Here are a few of the many 
ways they can be used to enhance claliows 
permanent displays or vacant wall space. 


Congowall room decoration ideas in color. 














letails on 


us| (CONGOLEUM-NAIRN INC. & 














KEARNY, N. J. MAKERS OF NAIRN LINOLEUM + NAIRN ASPHALT TILE * CONGOLEUM * CONGOWALL 
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Speed Sales! 


Boost Profits! 


Increase 
Store Traffic! 


...use this new 


merchandising packet 


\ for Libbey HEAT-TREATED Tumblers 


e Here are newspaper mats, radio 
scripts, window and store display 
details, demonstration plans, sales- 
training material, pictures of suc- 
cessful store displays...all this and 
more has been packed into this new 
Merchandise Packet for Libbey 
Heat-Treated Tumblers. 

All the skill of Libbey sales, pro- 
motion and display experts in usable 
form...ready to work for you. It’s 
yours with your order of Libbey 
Heat-Treated Tumblers! 

Remember, Libbey Heat-Treated 
Tumblers last from 3 to 5 times 





NEW! IMPROVED CARTON FOR LIBBEY HEAT-TREATED TUMBLER 


e Greater sales appeal 
e Tells “bounce” story at a glance 


LIBBEY GLASS 


e Brilliant, eye-catching colors 


e Tie-in with LIFE advertising 


TOLEDO I, OHIO 


longer than ordinary tumblers . . 
are featured in regular advertise- 
ments in LIFE .. . are pre-packed 
to save you handling time. . . and 
they’re backed by the famous 
Libbey guarantee: “‘A new glass if 
the ‘Safedge’ ever chips.” 

Contact your nearest Libbey 
branch office, or write, directly to 
us, for further information. 





Ss 





HEAT-TREATED 


Piast % 1948, Libbey Glass, Division of Owens-Illinois Glass Company, Toledo |, Ohio 
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BS... 
rertise- 
sacked 
. and 
i Just what I wanted . . . a Wear-Ever Pressure Cooker! And 
mous Santa proved he’s smart because here's a gift that keeps 
zlass if on giving . . . free time away from cooking chores. . . 
tastier, more tempting meals . . . and welcome relief to my 
, hard-pressed food budget. It makes economy cuts of 
iibbey meat deliciously tender and saves fuel too. And that patented 
tly to Snap-Tite cover makes pressure cooking safe and simple. 


From now on . . . thanks to Santa cooking will be fun 


Your favorite store has Wear-Ever Aluminum Pressure 
Cookers in two sizes: a 4-Quart size and the big 7-Quart 

> cooker (illustrated) that’s fine for big families and serves 

‘ double-duty as a home canner during canning season 

, Be a smart Santa too and make a hit with the 

{ “boss” of your kitchen! 


WEAR°EVER pressure Cankers 


se! be ata THE ALUMINUM COOKING UTENSIL COMPANY, MEW KENSINGTON, PENNSYLVANIA 


R OVER 


ALUMINUM 


¢ 





TRADE MAKE 
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SELL nationally advertised 















MORE 
satisfied customers 


MORE 
profitable repeat 


and you sell business 
the finest o/MORE 


sales volume with 

the world’s finest 
stove mats 

CHROME QUEEN 


wats raciego i /MORE 

Xmas sales with 
Aristo-Mats, the 
practical Xmas gift 










MORNING 
ON STOVE—CHROME QUEEN GLORY 


Aristo-Mats are easy to sell because they are nationally advertised 
Aristo-Mats are easy to sell because they are top quality, precision built 
and approved by GOOD HOUSEKEEPING and PARENTS’ magazines. 
Only Aristo-Mats have exclusive features such as safety-ringed Kant-Kut 
corners and “Quad Coat” process. Only Aristo-Mats come in a range 
of sizes to fit all stoves and a selection of patterns to fit every kitchen. 
Aristo-Mats are guaranteed not to chip or peel and to retain their mirror- 
like beauty indefinitely. 

MORE THAN 100,000,000 READERS SEE 
ARISTO-MAT NATIONAL ADVERTISEMENTS 
IN LADIES’ HOME JOURNAL +» WOMAN’S 
HOME COMPANION - BETTER HOMES AND 
GARDENS - GOOD HOUSEKEEPING - PAR- 
ENTS’ « McCALL’S » WOMAN’S DAY +» HOUSE 
BEAUTIFUL - GUIDE FOR THE BRIDE - GRIT 
AND DAILY NEWSPAPERS. 


For further information regarding other patterns, PARENTS 


see your local jobber, distributor, or write yee 
Canadian Representatives: Show Rooms 


TRIARINAE The D.G. CLARK Agencies 11-104 MERCHANDISE MART 


\& LONDON, ONTARIO, CANADA CHICAGO, ILLINOIS 
> 


-_ PHOENIX TABLE MAT COMPANY 
¢, 





1315 West Conaress Street . Chicago 7. Illinois 
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“That's it!” saysGawge. - 38 
the familiar little sales- . -# 
man who appears in. 
every advertisement. : am 
aa 












“Yes sir,” your customers will say, “Let 
Gawge do it” when they see this familiar pack 
age back on your shelves, for Gawge has re- 
turned trom the wars bigger and better than 
ever — full of vip, vim and the same old “never 
say die” spirit. Your customers will remember 
1. C. U. as the most popular metal cleaner 
available for 36 years. They will want it for 
cleaning brass, copper, nickel, chromium and 
other polishable metals. They will remember it 
for its sparkling permanent lustre. 


“THE LIVINGSTON CO. 


NEW HAVEN, CONN. 












I. C. U. IS EQUALLY GOOD FOR MARINE AND AUTOMO- 
TIVE USE. YACHTSMEN, MECHANICS AND HOUSEWIVES 
ALL WILL WELCOME THE RETURN OF GAWGE TO THE 
FAMILY HOUSEHOLD. 












NEW HAVEN. ¢ 
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1 FASTEST COOKING SPEED 

and better control. 

With new Super-Heat, 
easy-to-clean, Monotube 

Thrift Units. 





LARGE TRU-BAKE OVEN 
with new Push-Button 
Automatic Pre-Heat 
Cut-Out and Automatic 
Recessed Flood Light. 


THERMO-CHEF AUXILIARY 
OVEN with automatic 


time-and-temperature 





control for baking, 
roasting and stewing. 


a AMAZING 
AUTOMATICOOK 
for “absentee” 
cooking and baking. 












OVERSIZE, THERMOSTAT- 
CONTROLLED WARMING 


CABINET — the only cabinet 
large enough for both 


food and dishes. 


TEL-A-SWITCH PANEL 
WITH SIGNALITES 
simplifies selection 

of proper control, 





cence acerca 











avoids wasted current. 






FOR FAST TURNOVER 


YOU HAVE NOT JUST. ONE...NOT TWO...BUT 


SIX SENSATIONAL SALES-CLINCHERS 


IN UNIVERSAL’S No. 7808 
“SPEEDLINER” ELECTRIC RANGE 


gO hae ox> ~~ 









For hard-hitting, competitive 
selling, you've never had an elec- 
tric range in your store that gives 
you so much “reserve” selling pow- 
er, such a wealth of sales ammuni- 
tion. With just three sensational 
features . . . its super-fast “Super- 
Heat” Units, its time-and-tempera- 
ture-controlled “'Thermo-Chef” and 


FOR QUICKER TURNOVER—TURN TO UNIVERSAL 


IT’S THE NATION’S FASTEST RANGE! 





~ oF 



























large ‘“Tru-Bake” Oven... you'll 
have competition.on the run. Then, 






you can really “pile up the score” 











with one sensational feature after 
another. Push this sales- making 
Universal Speedliner Electric 
Range —in your ads, in your win- 








dows, on your sales floor—and “‘out- 







feature” your competition. 
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IN RANGES...IN WATER HEATERS 
FOR “PLUS” FEATURES 


IT’S UNIVERSAL ALL THE WAY! 


MODEL FOR MODEL, you're way out in 
front with Universal. In every range, 
from the sensational Bantam‘‘Plug-In” 
Range right through to the big Uni- 
versal de luxe Two-Oven Range, you 
have more quality, more value, more 


features to talk about. You have the 
one line and the only line that enables 
you to sell all of the market...nine 
feature-packed ranges that meet the 
demands of every customer, every 
home, every pocketbook! 


.-- You'll Be Way Ahead In Selling Power, Too, With 


AMERICA’S MOST COMPLETE WATER HEAT 


PROVE IT TO YOURSELF. Com- 
pare Universal’s Automatic 
Electric Water Heater Line 
with any line an the market. 
Compare it for length. You 
have Round and Square types, 
High Boy and Table Top Mod- 
els, Capacities from 20 to 86 
gallons. You really have the 
features, too... rustproof, 


streamlined cabinets... 300 Ib. 
test Monel Metal tanks...cost- 
saving heat trap... immersion 
type Super-Heat Elements... 
cold water baffle plate ... and 
for longer life, Universal 
Water Heaters equipped with 
the sensational mew rust-pre- 
venting Magnesium Anodic Rod 
carry a 10 year Warranty. 








... FEATURES TALK! 








ES. 


TMs 


Houst Berit 





-.- And Universal backs you year ‘round with 


HARD-HITTING CAMPAIGNS AND PROMOTION THAT REALLY WORKS! 


@ Big, Attention-Pulling Ads in Top National Magazines ¢ Broad, Strong Newspaper Coverage 


e Consistent, Penetrating Radio Advertising e Complete, Full-Powered Point-of-Sale Support 


~ 


+ 


UNIVERSAL ° 


* 


.- 


f 
i 
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\For FAST turnover 
and G000 profits... 


Feature 


the DAISY Line 


DAISY 


DOOR WEDGE 





dois ¥00d 


§ ALSO Feature 
DAISY 


BLUE RIBBON 
RUBBER SOLES 






DAISY KITCHEN SPOTULA 
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Daisy Rubber Goods have been money makers 





lant 
=. for nearly 40 years ff 
On this page are some of the many fine, fast-selling Daisy items that for ” 
This is Rubber Sole time. Keep many years have been big money makers for Hardware Stores and Hardware 
: Departments. They are necessities in constant demand by homemakers. 
mass display Blue Ribbon Stick- ' ; . r 
If you are not now carrying the Daisy Line of household rubber goods, write © 
On Rubber Soles on end counter at once for prices and listings. Daisy items have been used for nearly 40 
all winter. Fast turnover—good years and are recognized for their quality. Doubt 
uble- 
profit—and big value for cus- HARDWARE JOBBERS—Send for "Daisy Line" le ft 
+ ices. se 
tomers. catalog pages and current prices eens ee 
a of 11/ 16 
Also display Daisy Rubber Heels. Schacht Rubber Manufacturing Co. See 


HUNTINGTON DEPT. H INDIANA 


The DAISY Liste is the Quality Line 
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Kimble Glass 








Kimble Glass Bar No. 70-C, No. 71-C 


_..in the “under $122 market — 


e Two attractive items head the new Kimble — vidually packaged, including chrome-plated 


Glass Bar line. Carefully designed to satisfy screws. Your cost allows you a generous profit 

your most discriminating customers, they're — margin. 

priced to sell in volume. Kimble crystal Glass Bar No. 70-C, full 18" 
Full °4" thick ...smoothly curved bent towel space, priced to retail at 89¢; No. 71-C, 

ends with spun-on chrome fittings...indi- full 24" towel space, priced .to retail at 98¢. 





QUALITY FOR LOWEST-PRICE TRADE, TOO! 
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Double- purpose Glass Bar, No. 62-C. Adjust- Bent-end Glass Bars. No. 18-C and Button End Bars, No. 10-C and 
able fittings allow using full length or with 24-C. No. 18-0 and 24-0. Sturdy, No. 10-0. 18" towel bars, in 
room for washcloths at ends. Full 24" length high-grade and attractive, crystal or either crystal or opal glass, 
) of ''/)¢" crystal glass. Substantial nickelled opal. Modern, strong fittings. Your sturdy metal fittings. Priced to 
A httings. Your cost permits a retail of 45¢. cost permits a retail of 25¢ to 39¢. retail at 15¢ and 19¢. 


{ GLASS BAR FOR EVERY PURPOSE 


KIMBLE (,ZLASS POLEDO |. OHTO 


Division of Owens-Illinois Glass ¢ ompany 
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NOW a A new Spray designed for RECTANGULAR 





Shown about 
2/, actual size 


No. 30 
“SURE-GRIP” 
CLINCHING 
HOSE MENDE? 


“SURE-GRIP” 
CLINCHING 
HOSE COUPLINS 





LAWNS! 


No. 111 
Lawn-shaped sprinkler 
64," x7'/," solid brass with 
3/," cut thread hose fitting 






Saves water... saves money... saves the clothes 
of passersby. Here's a sprinkler that covers every 
inch of lawn with a fine mist spray ... yet keeps 
the sidewalks dry. No gadgets or moving parts to 
break. Absolutely safe with children or pets around 


It's a Melnor exclusive, so ask for it by name. 


COUPLINGS - MENDERS - SPRAYS 


Top-Quality Hose Accessories at Rock-Bottom Prices! 


Why stock up on higher priced items when you can sell more of 
Melnor? Here's the line that's designed to meet the growing 
demand for dependable lower priced hose accessories. And the 
Melnor line meets the test for quality too. Every piece is made of 
solid brass . . . many with heavy cadmium plating for extra rust 
resistance. If you don't have these in stock, ask your wholesaler 
about them today. Why pay more? Your customers want to pay 
less! Write for free Catalog No. 049. 





"You'll sell more with Melnor’ 


ELNOR 


METAL PRODUCTS CoO. 


112-114 Lafayette Street * 254 Canal Street * New York City 


MANUFACTURERS OF GARDEN HOSE FITTINGS SINCE 1929 


22 
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Jacobsen dealers can get an added share of this year’s 
big Christmas buying through a timely promotion plan 
featuring Jacobsen Power Mowers as Christmas gifts. 


Advertising will appear in leading national magazines 

suggesting that the family give Dad a Jacobsen power mower 

for Christmas, Appealing messages such as the one shown at right 
will appear in December issues of : 

SATURDAY EVENING POST (December 4 and 1) 

HOLIDAY 

HOUSE BEAUTIFUL 


BETTER HOMES AND GARDENS 


And here’s the merchandising tie-up. Cellophane wrappers 
for the Jacobsen Lawn Queen or Bantam, together with an 
attractive display card, are available to Jacobsen dealers. These 
make an effective and striking window display. In addition 
dealers will be supplied with colorful circulars to hand out 

or mail prospects. 
The Jacobsen franchise is valuable. It includes 
not only the best known and most widely accepted 
power mower line — but also a merchandising 










program to give you a year-round market. If 
you are not a Jacobsen dealer, there may be a 

franchise available in your territory. You can 
) still participate in this Christmas program. 
. For complete information write 


us at once. 


SUBSIDIARIES 
Worthington 
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Merey CHRISTMAS and a 
happy new grass-cutting experience. 
Dad. You're going to enjoy guiding 
a dependable, smooth-running 
Jacobsen Power Mower on your & 
lawn next spring — and many mora 


p seasons to come. 


It’s so simple to handle even the 
youngsters can run a Jacobsen with 
ease — that is, if Dad lets them — be. 
cause he's going to find out as thou- 
sands of others have that Gress 


t Cutting Is Fun With A Jacobsen. 


Give this useful gift this Christmas 
It not only makes a wonderful pres 


= ent but also assures Dad of aJacobsen 


power mower next spring. See your 


@ Jacobsen dealer now or write us. 


JACOBSEN BANTAM — An all-aroun i favorite 


@ for smaller lawns. 18-inch cutting width 


—, Price $122.50, f.0. b. factory 
: x \ { JACOBSEN LAWN QUEEN — a fe 
J \ " nation-wide choice for [B 


larger suburban and 
country lawns. 20. 
inch cutting width 
Price $145.00, f. o. b 





MANUFACTURING COMPANY * Racine, Wis. 


Mower Company, Stroudsburg, Pennsylvania 
Johnston Lawn Mower Corporation, Ottumwa, lowa 


te 
an 














N : THE 1949 


MIRACLE 
41 GRASS SHEAR 


Most spectacular performing Grass Shear ever offered. Try 
this shear on our special sample offer and see why words 
cannot describe its amazing performance. 


SPECIAL DEALER OFFER 


To any dealer mailing $1.00 we will deliver postpaid one 
pair 1949 Miracle Grass Shears for trial purposes only. 
Suggested retail price $2.50. Slightly higher on the 
West Coast. 



























VALUE 


“Yes, I have used them and want you to know I con- 
sider them the best buy since Peter Minuit bought 
New York from the Indians for $26.00. The Miracle 
of it is you give so much more than you claim.” 









DELUXE EASY WORKING 
A lady writes, “I have arthritis in my hands, but 
LONG the Miracle works so easy I can still trim my 
HANDLE grass.” 
GRASS 
SHEAR HEDGE 
SHEAR 


Nothing like 
it on the 
market. 


Our serrated 
edge shear is 
the fastest cut- 
ting shear 
made. 





m~ 
| a 
SALES REPRESENTATIVES 
WEST COAST CANADA 
Charles G. Putnam Company Dorken Bros. & Company 
2598 Taylor Street 408 McGill Street 
San Francisco, California Montreal, Canada 
KEISER MFG. CO. READING, PENNA., U.S.A. 
For 50 years leading makers of quality grass, sheep, horse and hedge shears. Also the oldest exclusive manufacturers. 
PENNSYLVANIA NEW JERSEY NEW YORK SOUTHERN STATES NEW ENGLAND STATES 
Hessenbruch Company Wm. G. Hubbard E. H. Funke Henry Keidel & Company C. F. Barchfield 
600 Spruce Street 1087 Plainfield Avenue 41 Union Square Baltimore, Md. 57 Fuller Avenue 
Darby, Pa. Chatham, N. J. 
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ERE’s a hand you can bet the limit on. And with Cyclone 
| “Red Tag” Hardware Products, you never have to bluff. 
You can be sure of their selling power because of their national 
reputation for quality materials, expert workmanship and 
LAWN FENCE long service. . 

iy When you stock and display the Cyclone line, you build up a 
group of satisfied customers. So be sure to keep orders with 
your jobber covering your normal supply of U-S-S Cyclone 


a, 


—— 
Sst omelant id mela 











4 Lawn Fence, Screen Cloth, Hardware Cloth, and Catch-All 
Dy, Baskets. He will make every effort to provide your full share 
of these fast-selling products, some of which are becoming 
more readily available. 
Y : CYCLONE FENCE DIVISION 
HARDWARE CLOTH AND; “ peraieet 
: (AMERICAN STEEL i] COMPANY) 
WIRE SCREEN CLOTH Waukegan, Illinois - Branches in Principal Cities 
Nia ee OR United States Steel Export Company, New York 
a UNITED STATES STEEL 
) STATES 
ield 
venue , 
—= U-S-§ CYCLONE “Re?7¢7" HARDWARE PRODUCTS 
o\e Reqjag 
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In all parts of the country, alert dealers are using the Related Selling Plan 
by CARBORUNDUM to boost abrasive turnover. The plan is simple and 
effective. It forces the customer to associate abrasives with items requiring their 
use. This is done by displaying abrasives next to related items...and by tagging 
edged tools to remind customers to “Keep It Sharp”. This results in a substantial 
number of extra sales and profits mount rapidly. 





It’s easy to put this profit-making plan into operation in your store. Your jobber’s 
salesman can supply the abrasive products you need and we will send you a sup- 
ply of the “Keep It Sharp” tags. It won’t take long to discover why other stores 
are so enthusiastic about this fast-turnover plan. Don’t miss out on easy extra 
profits. Call your jobber now. The Carborundum Company, Niagara Falls, N.Y. 


Abrasives by CAR 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Compan) 
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“KEEP IT SHARP” tags are the key 
to the success of Related Selling 
by CARBORUNDUM. Tied to edged-tools, 
they help you sell an abrasive every time you 
sell an item which requires sharpening. Order 
a liberal supply today from the Merchandising 
Division of The Carborundum Company. No 
charge, of course. 


TRAT MARK 
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The Right Gloye for Eve 


HOT MILL GLOVES—For steel 
and tin plate handling, or 
wherever protection is needed 
against heat. Long wearing. 
Extra large to slip off easily. 
Styles 8854 (inseam), 8855 
(outseam). 


Photo courtesy of Calico Division, American Cyanimid Co. 


Buiia your work glove sales on the solid foundation 
of Riegel quality. Riegel Work Gloves are the best you can 
buy...comfortable, durable and economical...qualities made 
possible by complete Riegel control in one plant, from raw 
cotton to finished glove. No other work glove is made in 
this manner. 

Riegel Work Gloves are nationally advertised 


to your best customers and to the consumer 


4 Riegel 
WIARON EUAn)\ WRITE FOR FREE CATALOG 
WORK GLOVES and list of distributors, to 


Riegel Textile Corp., 342 


work gloves Sex As Madison Ave., NY 17, N. Y. 
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A trade-mark does not make a product. 
The product must have proven its worth 
before the trade-mark which identifies 
it can be given favorable recognition. 
The esteem in which the symbol of the 
trade-mark is regarded will increase 
as the years roll on, if the product's 
standard of quality is maintained —even 
more so if quality has improved. 


The diamond-enclosed AW B which is 








nino the trade-mark of century-old Whitman 
you can & Barnes carries greater prestige than 
es made ever before, for the fineness of the. prod- 
—_— ucts it symbolizes is most highly regarded 
wherever drills and reamers are used! 

nade in 
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MILESCRAFT MASON’S HAND TOOLS 











#22A Cement Float 
4,” thick, lightweight, hard alumi- 
num plate. 12” long X 414” wide. 
Packed 6 per box, 10 lbs. per box. 





+24A Cement Corner Tool 
Size 6” long X 114” wide on each 
face. Packed 12 per box, 12 Ibs. 
per box. 





#33A Curbing Edger 
Size 6” long X 35%” wide. 
radius, 114” depth. Packed 12 per 
box, 17 lbs. per box. 


a 


#25A Cement Edger 
Size 534” long X 234” wide. 3” 
radius, ¥” depth. Rounded ends. 
Packed 12 per box, 12 lbs. per box. 








#23A Cement Jointers 
Size 8” long X 134” wide. Depth 
of cut 14”, width of cut 34”. One 
end turned up. Packed 12 per box, 
14 lbs. per box. 





#28A Cement Jointers 
Size 6” long X 4” wide. Depth of 
cut 34”, width of cut 34”. One end 
turned up. Packed 12 per box, 18 
Ibs. per box. 


+26A Cement Groover 
Size 534” long X 234” wide. Depth 
of cut 14”, width of cut 34”. Both 
ends turned up. Packed 12 per box, 
12 Ibs. per box. 





#31A Long Narrow Edger 
Size 8” long X 134” wide, 3%” 
radius, 34” depth. One end turned 
up. Packed 12 per box, 15 lbs. 
per box. 
































#37A Corrugating Tool 
Size 6” long X 434” wide. 10 cor- 
rugations. Packed 6 per box, 10 
lbs. per box. 


SOLD THROUGH JOBBERS ONLY 


All Milescraft cement tools are made of close-grained, fine, grey iron. The 
working surfaces are polished, buffed and rust protected. Handles are 


fully-seasoned hardwood, finished with glossy stain. 


MILES MANUFACTURING COMPANY 


10409 MEECH AVENUE 
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Get the FACTS in this Free Book! ‘css vou'stuc ruse snnes 


Your reputation, the goodwill of your customer is at stake every ALUMINUM METAL AND 

é Aiea ST adie Callas Pgeoeayion at MASONRY PAINT 

time you sell a can of paint. That is why you'll like “3 for 3”. : 

: : Oks ° ° —hard-drying, durable, water- 
You and your customers get the correct aluminum paint for ites, ah wien db & 
each type of job, and brilliant results on wood, concrete, or prevent cracking and peeling. 


For steel, brick and concrete— 


tal, indoors or out. A 
metal ind t hard surfaces, indoors and out. 


These aluminum paints are now being offered by many paint 
manufacturers. Each type is made with the best aluminum 


pigment—Alcoa Albron Pigment—and so identified on the ALUMINUM HOUSE PAINT 
label. Alcoa advertising is telling your customers what these —rich in oil, full-bodied, to pro- 
. . , . : ‘ 9 Be . duce an elastic film that clings to 
paints will do. Why not cash in on this program? Establish weed, cements and eatveth 
yourself as the source of supply for these quality aluminum paints. with it. For priming or finishing all 


Get the facts in “Paint It Bright”. This well-illustrated 24- weather-exposed lumber. 


page booklet includes aluminum paint coverage tables . . 
answers important questions on aluminum paint . . . suggests ALUMINUM ENAMEL 


new uses... and recommends the correct type of aluminum —heat-resistant, satin-smooth, 
chrome-like, fast-drying. For 


paint for the job. like, fas: 
decorative interiors, touch-up 





Address: Paint Service Bureau, ALUMINUM COMPANY OF wath, Gul eutectan of tasted 
America, 1984 Gulf Building, Pittsburgh 19, Pennsylvania. surfaces indoors. 
és 
\ot This Sh; 


ao ALUMINUM PAINTS 


MADE BY MANY PAINT MANUFACTURERS USING 
ALBRON ALCOA PIGMENTS 


HARDWARE AGE, NOVEMBER 18, 1948 3 














LONG PROFITS 


and 


CONTENTED CUSTOMERS 


Sell these items 
To HOME-OWNERS: 








FOR RENEWING FOR MIXING AR 
ASBESTOS CONCRETE pte 
SHINGLES HYDROXIN. An integral liquid “(ee pomaeee 


ASBESTOS-LITE is a com- 
pound for restoring old, 
weather beaten shingles. 
Applied either by brush or 
spray. It leaves a durable, 
rock like surface that is 


completely weatherproof. 





compound to be used in the 
making of water repellant con- 
crete. Mixed with cement it 
speeds up hardening. . . . Resists 
freezing until setting takes place. 

. . The result is that concrete is 
more dense, water tight and will 
not scale chip. 


Ideal for cement-plaster, mortar, 
dustless floor finish, control of 
water seepage, grout work and 
all concrete work. 


“HYDROXIN’ 


re 
ATER. Le ONO Ve 


tun 
RU STREET VING 
8 ATER REPEL - 
RET, 
+ MEPLER TEN BREEN 


1 oe CRORE 














FOR CONTROLLING 


For the farmer or city home 
owner with the problem of 
moisture penetration or 
stopping water seepage 
thru porous masonry Kay- 
Tite is in a class by itself: 
Can be applied easily with 
brush or spray. 





WATER SEEPAGE 
KAY-TITE PRIMER. This 


compound conditions non- 
porous surfaces so that reg- 
ular KAY-TITE may then 
be applied. This primer 
adheres to any painted or 


unpainted surface. 





IN 8 COLORS 


SPANISH BUFF 


KAY-TITE NOW 


BRICK RED ROSE CREAM BUFP 


KAY-TITE HAS GIVEN MORE THAN 
20 YEARS OF SATISFACTORY PERFORMANCE 


At Your Wholesalers or Write 


KAY-TITE coOmMPANY 


WEST ORANGE, NEW JERSEY 


GREEN & BLUE 


WHITE GRAY 











—— 
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AMERICAN RENTAL 





Now—more profit than ever for 
you in floor sander rentals 
—with this sensational new 
American! 


Designed especially for the 
rental trade! New “‘pack- 
age unit construction” 
enables you to put ina 

new motor and fan pack- 
age unit, if needed, with 
no loss of rental profits. 
More new features in- 
clude—smart beauty styl- 
ing...light weight (89 
Ib.) for easy carrying, 
easy handling .. . exclu- 
sive safety-grip switch in 
handle with positive off- 
on control...heavy duty 

1 H. P. motor .. . Com 
pletely enclosed and prac- 
tically tamper-proof . . . direct 
vacuum dust collection ... vacuum cleaner type 
bag... quick change of paper... eight 

inch drum... American-built depend- 

ability. Send coupon for more details or 
FREE demonstration. 
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Just remove 6 screws and you can put in a 


new motor and fan or drum unit in a few 
minutes—never an idle hour while your 
sander is being serviced! 








18, 1948 | HARDWARE AGE, NOVEMBER 18, 1948 33 
















a 
Bs 


. , « 


7a PENNVERNON Sapo ust window sass” 


That's the surest way of having satisfied customers. And it will help you make more 
friends; increase your business. For, when you sell “Pennvernon,” you sell a quality 
product which meets the requirements of good sheet glass. Its visional properties 
are excellent. And it has a brilliant surface finish on both sides of,the sheet whick 
makes it possible to glaze either side out. Remember, when your customers have to 


replace broken panes, sell them “Pennvernon” — not just “window glass.” 


F. 
PENNVERNON & winpdow GLass 


PAINTS + GLASS + CHEMICALS + BRUSHES - PLASTICS 


PITFTFSBUR® H PLATE GLASS COMPANY 
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2 New Speed-Grits Sanders 
by Behr-Manning 


Here are two smart new household tool items that combine everything 
“in the book" that spells volume and repeat profits: First, the instant 
appeal of true usefulness — real, foolproof, efficient magazine-loaded, 
hand sanders for finishing wood, furniture, plaster, metal, plastics, or 
paint. Second — the powerful eye appeal of beautiful, indestructible 
plastic in five rich colors — red, blue, yellow, green, and black. Third — 
choice of two sizes, #12, with a sanding area of approximately 7" x2", 
and #6, 5""'x 134". And every sander sale wins a repeat customer for 
profitable refill business. 

These smart new Speed-Grits Sanders are a ''must'’ for every carpenter, 
painter, homecrafter, householder or housewife — and they're priced 
to sell at $1.25 for the #12 or $1.00 for #6. Smartly packed in new 
Barney-the-Bear display cartons, of 5— #12's or 10 — #6's, they cost 
the dealer $4.06 and $6.50 respectively. Ask your jobber 

to include a carton of each of these new profit-building 

Speed-Grits Sanders next order — or use the coupon. 


BEHR-MANNING - TROY, N. Y. 





e QUALITY COATED ABRASIVES SINCE 1872 
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i 1908 Plant of ree ‘ rok 


n yy Ges ad 
Word’ 4 Largest Producer G ud Qintisher of £12 Casting 


PLANTS IN: CHICAGO, ILL. » GRAND RAPIDS, MICH. » TOLEDO, 0. + POTTSTOWN, PA. + BATAVIA, N.Y. 
iN 





Executive Office 


386 FOURTH AVENUE 
NEW YORK 16, N.Y. 
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WHO EVER HEARD OF A STEEL 














Frankly, nobody... until September, 1948. 


Yet, it has been known for years that women do as much, 
if not more, measuring than men! The picture of the lady 
of the house fishing out a snarled, wrinkled cloth tape is 
familiar to everyone. From here on in, that picture is 
destined for a fast fade-out. 

Why? Because based on the combined reports of dealers, 
salesmen, surveys, and on opinions from women 
everywhere, women need and want a better, neater, more 
accurate measuring instrument. 


LADY'S MAN RETAILS 
AT ONLY 


$]00 


(Fair traded) 







LADY’S MAN, nationally ad- 


a ao oe oe LADY’S MAN is your perfect bid for this tremendous market! With LADY’S MAN 


Television Station WPIX, is you offer a NEW, 72” FLEXIBLE STEEL TAPE MEASURE DESIGNED ESPECIALLY 
quickly becoming familiar to FOR WOMEN. It's ideal for sewing, knitting, home decoration measurements, 
over 8,000,000 women. and for ALL general household measurements. From its porcelainized snow- 
white blade to its gaily colorful, smooth Tenite case .. . LADY'S MAN is packed 
with feminine appeal! 

LADY’S MAN has every feature women want in a measuring tape: 
Extremely flexible steel blade ; 

Porcelainized, snow-white finished blade 

Won't stretch, twist or wrinkle 

Easy to use Ground curves and irregular surfaces 

Case fits neatly in purse, pocket or sewing kit 

Choice of three modern colors — pastel yellow, blue or red 





DEALERS! Get in this market now! Christmas gift buying will 
boom sales. Order your supply of LADY’S MAN today... . 
especially packed for you in assorted colors, six to a box, with 
self-contained, attractive counter and window display. 











MASTER RULE MFG. CO., INC. 
201 MAIN STREET e WHITE PLAINS, N. Y. 
General Field Sales Office: 

105 W. Adams St. * Chicago 3, Ill. 
BRANCH: P. O. Box 1587 Cakland, Calif. 
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Previewing 
Alco-Lux 


It’s the wonder paint! 

It’s oul 

It’s flat 

It’s semi-gloss 

It’s gloss 

It’s one-coat 

It’s buttery to brush 

It’s quick drying 

It’s most washable 

It’s good for years 
...and—il’s beautiful! 


Dealers’ Note: Alston-Lucas “‘Since 1848” is pleased to give 
you this preview of Alco-Lux for all interior painting work. 
Alco-Lux is being announced nationally starting with the 


September issue of Good Housekeeping. 
It’s the most amazing paint coating ever devéloped. 


For further information about exceptional prices and territory 


available, pin this page to your letterhead and mail to: 


Alston-Lucas Paints 


Lyons, Illinois + Oklahoma City, Oklahoma 


Allanta, Georgia * Worcester, Massachusetts 


Alston-Lucas Paint Company 
—A DIVISION OF THE— 
EAGLE-PICHER COMPANY 
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HERE’S A 
PAINT BRUSH DEPARTMENT 


in TWO FEET 


OF SELLING SPACE! 








= Oe up your paint brush sales this modern, up-to-date way . 
a hard-hitting display ...a well-rounded stock . a 

in a minimum of counter space! Available in a variety of 
assortments of varnish 
and wall brushes 

in standard, 
competitively 

priced styles. See 
your wholesaler for 
Star Dispensers. 

Star Brush 
Manufacturing 
Company, Inc., 


Boston 18, Mass. 


give 


Star 

WoOIl k 

ny Sales-Getters 
Permanent... all 
metal... nickel 
plated . . . colorfully 
attractive... 





compact, requiring 
only 23”x 9” 
counter space... 


“loop"’ design 


ond varnish brushes. 


_), ji) {/ 
Yn ff pith YZ) 


No Shed...No Streak...No Spatter 





SALES RETURN $37.80 
your cost $25.20 


PROFIT $12.60 


reduces pilferage. Assortment No. 1 — Paint and Varnish Brushes 
ite ; Suggested 
Write for details on ! Contains Bristle Length Retail Price Each 
other dispensers 4 doz! 6. 25c 
2 doz. 1% “6 29 
for other popular 1% doz. 2” F 49 
Y2 doz. 22” 69 
assortments of wall Y% doz. 3” 24" 98 


Burgundy and Clear Handle Colors — All Pure Chinese Bristles, Double Thick. 
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AD-A-DISPLAY 





ADLOCKS 


—- can be | romrs  RereUGCRa TORS 
| tay with —- : i WCHCLES 6 OUTFLE OMES 
other ma it possible : | 
10 AD-A Ribu AY @s your 


screws, a: ny screw eyes 
furnished for hanging. 





CUNDIN 


SELLS 














B9 — Seven “quick sellers” 
in the Corbin line. 








Each padlock Conpiw PaDiOcaS foe 


ine 





—— 














dh i Lo B7 —Three of the famed B8 — Long shackle padlocks 








TPoh 





























Sesamee Combination Pad- for pumps, refrigerators, 
locks. bikes, etc. 


ly new — it's flexible — it’s unique, and it will 

move padlocks right off your shelves. You add a display 

panel to suit your stock and your space requirements. Ad-A-Display 
Padlock Merchandisers are FREE. You pay only for the padlocks. 


Available immediately. 
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“Bora 1820 -Sttt Goung Strang 
iy DED scoren WHISKY 


IT’S NEW 
IT’S VALUABLE 


IT’S 
Reel a 
.--The Most Complete Full Color 


Guidebook on Decal Nameplates Ever Published 


-: 


Ness 


Manufacturers! Executives! Meyercord, world’s 
largest producer of decalcomania, offers this brand- 
new ‘Mark-It’’ Manual on Decal Nameplates /ree. 
Twenty full-color pages. New Decal developments. 
New application techniques. Information vital to 
every business. This handy reference book shows 
how America’s leading products are Decal-marked 
by Meyercord—to save time labor, material . . . to 
provide colorful brand recognition . . . permanent 
product identification with nameplates that se//! 


The new “Mark-It’’ Manual shows hundreds of 


durable, washable Meyercord Decals. Nameplates, 
trademarks, instructions, charts, diagrams. . . all 
sizes, colors, designs. Application is simple at 
production line speeds on all basic ‘product 
surfaces, curved or flat—on metal, glass, wood, 
china, plastics, leather, rubber, crinkle—even on 
poultry. Tells how and where leading manufac- 
turers use Meyercord Decals, for lasting adhesion 
despite vibration, acid, fumes, hard use and wear. 





Executives! 
WRITE FOR YOUR COPY TODAY! 
The new Meyercord ‘‘Mark-It’’ Manual on Decal Name- 
plates is available to all executives, FREE. No obligation. An 


invaluable handbook. To obtain your copy, simply write on 
your business letterhead. Please send inquiries to Dept. 11-11 


andor Member Lithographic echnical Prundals 
TheeMEYERCORDZ 


World's Largest Decal Manufacturer 
CHICAGO 44 ILL 





2, 
* 


5323 W. LAKE ST 


ADVERTISE ¢« IDENTIFY « WITH MEYERCORD DECALS 


HARDWARE AGE, NOVEMBER 18, 1948 


DECORATE e« 


41 

















3-qt. Pistol-Grip Whistling Tea Kettle... Gand 
8-cup Coffee Percolators...1, 2 and 3-qt. 
Covered Sauce Pans...1% and 2-qt. Double 
Boilers . . . 4-qt. Covered Sauce Pot... 5%-qrt. 
Dutch Oven. . . 8, 10and 12-in. Covered Skillets. 
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Revere Ware enjoys an increasing 
demand all the time. This means in- 
creased sales for you. This demand is 
stimulated by our immensely powerful 
advertising campaign—big, full pages, 
in four colors, in the country’s most 
important publications. No other line 
gets such magazine support. Customers 
come to your store pre-sold, asking for 
Revere Ware by name. 


Revere Ware turns buyers into repeat 
customers. Because Revere Copper-Clad 
Stainless Steel Ware is so beautiful, so 
well-designed, so satisfactory, simple and 
safe to use. These “Kitchen Jewels” make 
“waterless” cooking easy, even for a 
novice. They are indestructible. In every 
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way, Revere Ware is a quality line that 
identifies your store with quality products. 


Revere dealers who have really mer- 
chandised Revere Ware with their own 
advertising, window and counter dis- 
plays, demonstrations, etc., have secured 
simply amazing results. Sales per square 
foot have been increased to 20 or 30 
times more than the national average. 
Yes, sir! If youare interested, we'll furnish 
you the facts on as many cases as you 
like where the volume of sales on Revere 
Ware ranges from $2,000 to $3,000 per 
square foot! 

Get back of Revere Ware. It means 
bigger volume, higher profits, more 
money. 


the. line thet bullies 
YOUR FROFTS/ 


13 





SPACE-SAVING 
SALES -W 


igi 


STAINLESS STEEL 
CATALIN HANDLES = 





PLUS A COMPLETE ASSORTMENT OF FAST-TURNING 
STAINLESS STEEL KITCHEN TOOLS 


@ ATTRACTIVELY-STYLED DISPLAY—In beautiful @ SPACE SAVER—Complete assortment of stainless 
hard maple, natural finish. steel can be displayed in less than 3 sq. ft. of 
counter space. 
@ KITCHEN TOOLS—Stainless steel with satin finish. 
Genuine Catalin handles, beautifully polished— @ OPEN PANELS—Do not obstruct view of other 
available in red, yellow, green, or black. merchandise. 





@ A PERMANENT DISPLAY—Can be mounted anywhere. 





; ae iia | 
<>’ THE WASHBURN COMPANY 


WORCESTER, MASS. e ROCKFORD, ILL. 


HARDW 
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Charge the suds unit with 1 or 2 table 
spoonfuls of Vel, Dreft, Chat, Tide 


other well-known household detergent 
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Easy-to-install home weather strip 
Bu 
satisfies customers for years 


|) 
( 






Compare the numerous selling features of | 






Inner-seal with any other flexible type 






weather strip and you'll agree that it’s the 






best home weather stripping money can buy. 












Inner-seal lasts longer than similar weather 
stripping because of its unique molded rubber 
construction, 





Retail Prices: 
WITH Cutter: 









7°, $2.25: 

10”, $2.50 
Inner-seal is easy to install. Anyone handy with WITHOUT Cutter: 
hammer and tacks can do it. 7, $1.85: 

10", $2.25 





Inner-seal is completely waterproof — effectiy ely 
excludes seepage from rain or melting snow. 







Inner-seal will stop windows and doors from | 
rattling. 
g 







Inner-sealed homes are more comfortable — 
save valuable coal and oil. 








Inner-seal comes in a neutral color that blends 
harmoniously with any color scheme. 









What's more, Inner-seal is shipped to you Pav; 


in a compact carton that opens into an un- ees 
PP" 


. usually attractive counter display to bring 
\ &. the product right out before every 

¥ WAS potential user. Easy to move and 
highly profitable, Inner-seal is’ This tremendously popular Christmas gift item will go greater 
available for immediate delivery — than ever this year! Backed by the heaviest pre-Christmas ad- 
vertising campaign ever, telling more than 15,000,000 homes VISE- 
GRIP is the ideal Christmas gift! 











order through your jobber today. 







VISE-GRIP is a real wonder! Adjusts to ratchet action or LOCKS 
to the work with Ton-Grip. Just the thing for those "impossible 
jobs. The New VISE-GRIP has these added, important features: 


INVOLUTE JAW CURVE, gives firmer gripping, all shapes. 
KNURLED JAW TIPS hold to the very tip. 

THIN NOSE, stronger than ever, gets into close places. 
SUPER WIRE CUTTER cuts wire and small bolts. 

EASIER TO OPEN from locked position. 

Fine alloy steel. Nickel plated. Guaranteed. 


i Live sponge rubber bead molded 

% for life onto a flange woven of rust- 
; + resistant spring wire and strong cot- 

4 ton thread all dipped in latex. 

iL 


MA Be ready for the Christmas rush with an ample stock of the 
genuine VISE-GRIP—none other equals its design, strength and 
durability. Display the specially-wrapped gift boxes. PREPARE 

JA, Est. 1837 NOW! 

y ae See your jobber for special display material. 

FABRICS, INC. 
BRIDGEPORT 1, CONNECTICUT. PETERSEN MFG CO., Dept. H-11, DeWitt, Nebr. 
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Ball-carrier Bosh Pritchard 5 
side steps Wayne Hoffman of Los Angéles Rams, 
gets awgy for a long run and another Segle victory. 


greater 
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tures: 


apes. 


aces. 


a Coupli | list is ready —write # today ! i mAN HAA, 
The new Wheatland Coupling price lis y neg places nareae STE 1 PRS | yUCTS 


| Bankers Securities Building + Juniper & Walnut Streets * Phila. 7, Pa. oR « EB iy! > - ON ow 


ce courtesy The Bulletin—Philadelphia Mate Te SO P 
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PUBLIC TAKES TO SHAKESPEARE 


NEW “PRESIDENT” REEL IN BIG WAY 


Nothing Better in His 23 Years 

















More and more satisfied customers are 
telling dealers, “The new Shakespeare 
PRESIDENT REEL is the finest ree/ ever 
made!” With its 9 Better Fishing Fea- 
tures, it is truly a fisherman’s dream 
come true—a volume and profit pro- 
ducer that builds your reputation for 
handling quality merchandise that de- 
livers matchless fishing performance. 
In the words of L. J. Stauffacher, man- 
ager tackle department of HOLT’S 
Sporting Goods, one of Houston’s finest 
sports shops: 
“It is indeed a pleasure to be able to 








AY LL OL 


REPORTS 


L. J. Stauffacher 


Manager Tackle Dept. 


HOLT’S 
Sporting Goods 


HOUSTON, TEXAS 














L. J. Stauffacher showing the PRESIDENT REEL, and WEXFORD 
Wonder Line, the famous line proved by independent laboratory test 
to be up to 4 times longer wearing, and averaging 7 times more water- 
resistant. They go together, for extra volume and profit. 



















show the Shakespeare President Reel 
to your customer with the satisfaction 
that you know will go with the sale. 
These reels have been received by the 
public with great enthusiasm. Future 
acceptance of this reel should be un- 
limited. 

“The President Reel, with its Car- 
boloy Bushings and 8 other better fish- 
ing features, we know, will give un- 
limited service. Frankly, I would rather 
sell this President Reel than any reel I 
have sold in my twenty-three years 
experience in selling fishing tackle.” 





FINE FISHING TACKLE 
HONOR BUILT for OVER FIFTY YEARS 
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ING NEW FEATURES 


ir-Wing” head shield . . . new sponge rubber 
saddle with weather-resistant plastic-type cover 
heavy duty luggage carrier with gleaming chrome 
automobile-style grille . . . new “Kromegard” rear 
- and dozens of other sales-clinching features. 


IKING NEW BEAUTY 


pr-streamlined air-flow design . . . new color combi- 
ons of glistening, porcelain-like beauty ... new mar- 
bof and chip-resistant finish that retains its new look 
years. 


IFE-TIME QUALITY 


Precision-built for lasting perfection .... new electronic 
high-frequency brazing process used in welding major 
joints . . . reinforced steel tubing provides double strength 
frame head and crank hanger joints ..... triple-plate crown 
tubular fork with steel insert . . . and other advanced 
construction features. 


OUTSTANDING VALUES 


Priced to sell ...\..and Fair Traded to protect your business 
and: profits. Extra Beauty .. . extra strength . . . and 
extra features . . . at prices well in line with other top 
quality lines. 


COMPLETE LINE 


Super Deluxe, Deluxe, Roadster and Junior models . . . 


















each in men’s and ladies’ styles . . . and all but the 
Juniors in a choice of three attractive color combinations. 
A complete style and price range . . . to serve both your 


“carriage trade” and price buyers. 


POWERFUL ADVERTISING 


Big full-color ads in the Satyrday Evening Post, Holiday 
and thirty-seven top-ranking Comic Books . . . attractive 
two-color ads in Boys’ Life, American Girl and other lead- 
ing publications . . . hard-hitting ads in Colliers, Look, 
Popular Mechanics and Popular Science . . . reaching a 
total of 86,683,814 selected readers, time after time, during 
the year. 


EFFECTIVE SALES HELP 


Special window and interior displays . . . Demonstration 

Manuals . . . Model Check Lists . . . colorful Folders 
. attractive Catalogs . . . “Air-Wing” Lapel Buttons. . . 

dealers’ ads . . . cuts, mats and copy suggestions . . . 

The bike that is sweeping the nation... setiing new radio spot announcements . . . and other sales-building 

sales and profits records for dealers...establishing  ™e*handising and sales helps. 

new beauty and performance records for their cus- 

tomers. The top number of a great line . . . and the EXCLUSIVE INSURANCE PLAN 

choice of millions, many in your vicinity. Cash in per ce ge customers’ a - ++ and = a 

j j ; Beage! sales. One year’s fire and theft insurance included wi 

on this or P reference for Mo nark ... America af every Monark Bicycle. Don't miss the extra sales and 

most wanted bicycle. If your jobber can’t supply profits Monark Bicycles assure. Get on the Monark band 

you... write, ‘phone or wire us today. wagon now ... before others beat you to it. 


YOU CAN MAKE MORE monEY wiTH ITIONARK 


Dept. B-93, Monark Silver King, Inc., 6501 W. Grand Ave., Chicago 35, Ill. 
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DISTRIBUTED OILY BY THE 





ANTAY is the ONLY Plastic Garden 
Ss Hose distributed exclusively by the Hard- 
ware Trade! Practically all the leading jobbers 
feature it. One of the pioneers in the plastic- 
hose business, Santay was the first Garden 
Hose nationally advertised in Better Homes & 
Gardens Magazine and the ONLY one ever 
advertised in LIFE Magazine. Forceful adver- 
tising will appear again in Better Homes & 
Gardens during 1949. Here then is one of the 
oldest and finest of all Garden Hoses strongly 
advertised and merchandised for you. _ 


SANTAY GORPORATION 4 


359 NORTH CRAWFORD AVENUE © CHICAGO 24, 


1949 marks the 4th year of progress for Santay 
Hose. It is now 4 proven, time-tested product, in 


active demand from coast: to coast. Dealers 


everywhere are cashing in on the fast, easy 
sales, and big profit margin it brings. 2 colors: 
Cardinal Red and Metallic Green.‘Order now 
from your jobber or write us for complete 


PRICES FAIR TRADED 
90 FT. $995 ¢ 25 FT. $549 


WITH FULL DEALER’S DISCOUNT 


ILLINOIS 
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HERES THE BUSINESS BUMDER 
THAT INCREASES MY SALES 
OF BARN EQUIPMENT ” 


Sts Pps 


phage 
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nett 


LOUDEN © 


SEALER Citates 


Stalls, Stanchions and accessories, Litter and Feed 
Carriers, Ventilation —- whatever item of Barn Equip- 
ment your prospect requires, you'll find the details in 
this Certified Louden Dealer Catalog that helps you 
select equipment to meet the prospect’s needs — make 
the sale — provide complete installation instructions. 

This outstanding Dealer Catalog — the most com- 
plete Barn Equipment Catalog ever assembled — is 
available exclusively to Certified Louden Dealers. He 
gains four other important advantages, too... 

1. Prospects in his territory developed by Louden ad- 
vertising in 21 farm publications are directed to him. 

2. He is identified with the leading line of Barn 

Equipment, recognized for leadership in the field, 
superiority of design, and excellence in parts service. 


3. He receives the EXCLUSIVE SERVICES of the THE LOUDEN MACHINERY COMPANY 


‘ . . (Established 1867) 
Louden Agricultural Engineering Department and FAIRFIELD, IOWA ALBANY |. N.Y. 


Field Engineer. 

4. He is provided with store and truck identification THE FIRST Name IN BARN EQUIPMENT 

which mark him as the dependable dealer to look to 

for the outstanding line of Barn Equipment. 

This Certified Louden Dealer Plan is available to 
only one qualified Barn Equipment Dealer in a com- 
munity. If a Certified Louden Dealer has not been 
appointed in your community, it is worth your while to 
ask about it. Get the details; judge for yourself the sub- 
stantial advantages this plan can bring to your business. 


ep even: 
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——"_ STALLS cow. CA “ONE MAN | BAND™ 
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CORNER THE 
SHALLOW WELL PUMP Vin 
MARKET WITH 















AUTOMATIC WATER 
PUMPING SYSTEM 


Here is a pump that answers every 
rural home need...most farm needs 
... for running water. 

The simplified LERIO 
PRINCIPLE makes instal- 
lation and maintenance 
easy as ABC. The LERIO 
screws directly onto the 
well pipe or casing...re- 
quires no separate storage 
tank. Thus plumbing 
problems are eliminated 
and fresh water is deliv- 
ered right 
from the well. 


SS 





eS 





BATHROOM CABINETS 
always smile backatyou . 


It is always good business to recommend this 
beautifully styled, modern, new fluorescent- 
lighted LAWSON bathroom cabinet. We call | 
it No. 2388-70. Your customers will call it 
“wonderful.” 

Many points of superiority sell this cabinet 
...a one-piece drawn steel body, select quality, 
beveled edge plate glass mirror; rounded in- 
side corners, easy to clean. Stainless steel shelf 





The LERIO 
Simplicity of design . . . 
Sturdiness of construction 

. . . brings to your customers 


1. LOW INITIAL COST 
2. LOW OPERATING COST 





re 
LTE ie sees cto _ 





supports; stainless steel piano type hinge; high 
lustre, baked enamel body finish. 


Kasel 











Fluorescent lights especially designed for —— s 3. LOW MAINTENANCE COST and I 
this cabinet... give steady, shadowless light. ' write a 
You'll find Lawson’s new No. 2388-70 a cabinet eo N will SELL 
that smiles back at you in customer satisfaction. pitied ONE INSTALLATO NEIGHBORHOOD! 
y i A wHOL 
Also many other styles. Write OUR 
for Catalog of Bathroom Cabi- NEAREST i 
nets and chrome accessories. ) LERIO | 1 The main features of the LERIO Pump are - 
ah SOn DISTRIBUTOR / covered by U.S. Pat. Nos. 2091499, 2394191 S< 
WORLD'S LARGEST e oR / ~ 
BUILDER OF § 
BATHROOM CABINETS BATHROOM Se < i 
pABINETS _ Ta 
nS ee oo THE /2Z¢c~ CORPORATION 
805 Evans Street " MOBILE 6, ALABAMA ae 
Cincinnati 4, Ohio —_ 
of Vi 





on t! 
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It’s even easier to sell 


Vimlite Plastic Glazing with the 


iat? 


he 
. 














THE VIMLITE MERCHANDISER 
Easel type . . . made of heavy gauge steel 
and handsomely finished in black, grey and 
orange. 36” high, 40” wide, and 20” deep 
. clip at back for display literature. 











SELF-MEASURING SELVEDGE 
No yardstick needed for measuring lengths 
of Vimlite . . . Just use the “Vimlite” name 
on the selvedge . . . it’s exactly one foot 
from “V” to “V” 
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This is the season of the yvear when your customers are 
busy preparing for winter . making repairs to poultry 
houses, cold frames and other farm buildings. Remind them 
of easy-to-install Vimlite and be ‘sure to have a stock of 


Vimlite on hand. 


This MERCHANDISER is attractive enough to take a 
prominent position in your store. It will help you sell fast- 
selling Vimlite even FASTER! It can be used as a counter 
or floor stand—or outdoors display. CELANESE COR- 
PORATION OF AMERICA, Specialties Dept., Plastics 
Division, 180 Madison Avenue, New York 16, N. Y. 


CELANESE CORPORATION OF AMERICA, Dept. F 
180 Madison Avenue, New York 16, N. Y. 


I am interested in the Vimlite MERCHANDISER. 


r 1 
1 
i 
1 
i 
l 
! 1 . 
! 1A 
1 1 
! NAME......... (Low 
| ADDRESS ...... a we ptt 
! i 
SEM chen 533.00: STATE..... 
; My supplier is ..... ; 
Md npdapciedendid Etebdid es en dauben ener mune etnelenebenes ees mesees H *Reg. U.S. Pat. Off. 
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SHIONABLE WOMEN 


© EXCLUSIVE 
MICRO-REGULATOR 


Newest of scale improvements 













.in Counselor only... the 
Micro-Regulator light-heavy 
adjusting feature. By a simple 
slide adjustment, the scale can 
be kept accurate for years re- 
gardless of wear, climatic con- 
ditions, or jolts and jars. Same 
principle as the fast-slow ad- 
justment on a timepiece. 


NATIONALLY ADVERTISED 
TO MILLIONS 


OTHER SALES 
STIMULATING 
FEATURES OF 
MODEL 555T em 


@ Beautiful Streamlined Styling 


‘* Guaranteed by * 

Good Housekeeping 
G SS) 
07 





yee 
45 apvearistd 18 


@ Large Magnifying Lens for Easy Reading 

@ Rolled Front Marbleized Rubber Covered Platform 
@ Mats in Choice of Six Smart Colors 

@ Finished in Baked White Enamel with Chrome Trim 


@ Exclusive Zerostat Dial Control 





@ Quality Built and Guaranteed 


The Brearley Co., 
Rockford, Illinois 


New York Representative, A. W. Stern, 1125 Broadway 
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A New METALOID 

QUALITY PRODUCT!! 
Sntroducing the 
“STOR-A-BRUSH' 


the finest, lowest priced 
toilet brush container ...... 





Made To Fit Both Long .-.-.-.-- 
and Short Toilet Brushes 


To Retail at 
© Conveniently Conceals Brush $129 


° ° without brush 
© Has Tinned Drip Pan eres 


The Stor-A-Brush fills a definite house- 

: * hold need of concealing the necessary 

e Improves Sanitation toilet brush. Finished in gleaming 
white baked enamel with a colorful 

* swan decoration, it makes an aftrac- 

e Attractive Accessory tive and useful appeorance in any bath 
room. Inside the container there is a 

removable rust-resistant drip pan thot 


bd Fine Construction takes care of any water dripping. 
Write today for further details. 


THE METALOID CO. 


“Creators of the Dual Dispenser” 


5815 Kinsman Rd. Cleveland 4, Ohio 
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/ For Justanee -: 
] trim wins 
sor metal 
e-appealing ae nan gnished BY ” 
eo 





sive, &Y 
Sparkling: —< - 
SUPER FINISH instant custom 


P 
exclusive Schuler justet 


. t every metal 
F inum moulding to = s that 
DESIGN There's & —" - 150 carefully-designed shape 
SUPER DES trim requirement oe? durable installations. 


insure more beautiful, more 





contractors, builders and mechanics have 
recognized the outstanding workability and uniformity of 
Superior trim. That's because it's acurately made to exact 
dimensions, and True-Edged for perfect straightness. 


SUPER EDGING For many years, 


SUPER SELECTION Youngstown Manufacturing’s large, complete stocks 
include a design for every metal trim job “in the 
book” .. . all kinds of shapes for walls, floors, sinks, 
counters, tables, and stairs. 


SUPER SERVICE When you place an order with Youngstown 
Manufacturing, you expect—and get—fast, on- 
time shipments and deliveries. No one can give 
you better service than this pioneer company 
of the metal trim industry. 


SUPER PROFITS Youngstown Man 
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YOUNGSTOWN 
6.18: mOSPECT ST RO ING, ING 


ur engineers ill be | i y pe 4 > 
Oo : Ww & ad to work with Ou On s cial desi ns and trim for unusual 
quiremene. . i : : 
re s To ger complete information on this fill in and mail the hand coupon 
’ y . 















_ JUNGSTOWN MANUFACTURING PRODUCTS Incluge poe tt ig 


Catalog and Price Lists 


ip Cutters, Metal S . 
, hears, Mitre Information on Special Trim Designs 0 


, Linoleum Rollers, Cove Base Cor 





Linol d ners and 
ial, 4 ste, Insulation Tile Adhesive, hte - p60 
Ties Pine ey Nails and Screws, Curtain Rods ‘an Your Name 
’ 2 . A ovavieemtecnenininmmmti lin 
raps, Building Corners, and SHELL-PLI Sink Address 


Counter Covering. nena nta ie TT 
City ~ 

















Get the low-down on a clean-up! 





Latest factory dope: Bissel) production 
continues at an increased tempo... to 
supply a larger part of the demand for 
both ‘Vanity’? and ‘‘Grand Rapids”’ 
sweepers. It will keep on improving if 
present steel supplies continue. 


You'll clean up on these two Bissell Sweepers, both 
with “Bisco-matic’”’ Brush Action, both priced for 
easy sales. And remember, Bissells always sell at 
Fair Trade Prices, fat times or lean! 





Tips on “Bisco-matic’’! If you’ve ever 


demonstrated new ‘‘Bisco-matic’’* 


Brush Action to women, you know what 
a startling clean-up job it does! Sweeps 
thick or thin rugs clean, without any 
pressure on the handle, whatsoever! 





“Undercover” story. The news of 
“‘Bisco-matic”’ Brush Action is spread 
ing to over 24 million homes this Fall 
...even more than reached last Spring. 
Bissell ads are now popping between 
the covers of 17 women’s magazines! 


BISSELL SWEEPERS 


The Bissell Carpet Sweeper Co., Grand Rapids 2, Mich. 








Sell Oxco’s Genuine Palmetto Whisks-=-= 
NOW NATIONALLY ADVERTISED 







Featured item 
in Oxco’s nation- 
al advertising, the 
Red Breast is a 
proven sales leader. 
It’s an All-American product, filled 
with long-lasting genuine Florida 
palmetto—a fibre that won’t show 
dirt. Double row of heavy stitching 
keeps fibres well-shaped. Strong 
handle is neatly wrapped with bright 
wire, capped by a gleaming metal 
ball top with convenient hanging 
ring. Wrapped in a colorful, metallic 
paper jacket. The Red Breast—7 1/4” 
overall—is packed in an attractive, 
colorful display box for ‘‘over-the- 
counter”’ selling. Your customers will 
want one for home, for car, several for 
office and shop. Order a stock today. 





WHISKS ARE NOW 
NATIONALLY ADVERTISED 


Over 7,000,000 readers of these popular 
home magazines will see a series of 
advertisements on Oxco’s All American 
Genuine Palmetto Whisks. Many of these 
readers are your own local customers. 
The tremendous selling power of these 
great consumer publications will boost 
sales of Oxco’s Whisks right in YOUR 
OWN STORE. 


Oxco’s Palmetto Whisks are just one of a 
complete assortment of top quality brushes 
for household use—made by the company, 
which, for over 64 years, has “set the pace” 
in the entire brush industry. 





OX FIBRE BRUSH COMPANY, INC. 


ee 







MARYLAND 












Oxco’s large 
size whisk—a 9” 
model that means 
bigger dollar vol 
ume for you. Filled 
with All-American Genuine Palmetto 
—strong, resilient fibre—the Forest 
Queen is designed to outlast ordinary 
whisks. Triple row of heavy stitching 
keeps fibre from ‘spreading out.” 
Bright wire-wrapped handle won't 








come loose. Gleaming metal ball top 
has handy hanging ring. 
in an eye-catching, color printed 
metallic paper jacket. The Forest 


Wrapped 


Queen has many uses im the home, 
car, office and shop. Your customers 
will want several of these Oxco 
whisks. Guaranteed by Good House 
keeping. Order a stock now. 
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Fits boar« 
drum... tl 
elastic b 
i-ter-e-t-C-h 


Gives w 
smooth, #3 
surface... 
so much « 


"DRUM-T 


a mit 
jn Fé 





NO 
BUNCHING 


A FINE COVER 
MADE EVEN FINER 







NS Ol e 

a Here comes... new, improved 
s Fall 
pring. 


= | Oxvheoseé BURNPROOF Ironing Cover 
featuring “DRUM-TITE” FIT! 





Fits board tight as a 
drum .. . thanks to super 
elastic binding that 
st-r-e-t-c-h-e-s like this... 


Cover snaps easily over 
ironing board, hugging 
the sides snugly like this . 





Now add ''DRUM-TITE”’ FIT to these features 


1. Won't burn! Made of burnproof fine-woven Asbeston 


F othe on Ps : . , soe? 
Gives wonderfully the miracle fabric developed for fire-fighters’ suits! 



























ge- 
od smooth, tight-as-a-drum 2. Longer lasting! Outwears any ordinary cover by far. 
S i ; : ~ 7 ' 
= surface... makes ironing Most economical ironing cover a woman can own! 
led so much easier! That’s 3. Quicker, easier ironing! Steam and heat penetrate 
tto "DRUM-TITE” FIT! faster ...iron glides smoothly over the cover. 
est 4. Nationally advertised! Women know—have confi- 
hed dence in—the superior quality of Tex-Knit covers. Millions 
“t see Tex-Knit ads in GOOD HOUSEKEEPING and 
sof <1 08 a ner BETTER HOMES & GARDENS! 
rop eas * me Or "Reg. U. S. Pat. Of. 
sed ¥ Guaranteed by ® 
aol ~ Housekeeping —— 
est 45 aovearistD worse 
ne, 
ers X 
a SAAR LOVES 
KCO An il ' ,, Wd AM 
os “==_s>" COVER 
: pl ; — , mae : 
eS je deve lopmer . Cover with Wa ffle-Knit Cotton Pad, Set $3.98 
, Ul wat baal ad Ves Prices are Retail Fair Trade 
B, 1948 ire nil “ 
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TEXTIL EM IL L Ss Cc @) MPA NY General Offices: 2762-92 N. Clybourn Ave., Chicago 14, Ill. 


New York: 200 Fifth Avenue - Los Angeles: Merchandise Mart + Representatives in all Leading Cities 









- PRISCILLA 





an ideal gilt 


















“The Gift is the Occasion’’ when your customers 
choose this set of Priscilla Heavy-Weight aluminum uten- 
sils . . . for what housewife, at any age or at any time 
of the year, isn’t thrilled with such lovely ware? 


These extra thick aluminum utensils with heavy, 
close fitting covers, are ideal for waterless cooking at 
low temperatures, saving the rich, natural and healthful 
food flavors and vitamins. 


Every utensil is beautifully designed and finished. 
Highly polished with inside sun-ray finish and satin fin- 
ished bottom. Handle socket welded to eliminate rivets. 
Easy to clean. 


The covered Sauce Pans are 2, 3 and 4 quart 
capacities, with 5 quart Dutch Oven and 10%" Chicken 
Fryer... available in sets or individually. 


. and, like the complete line of Priscilla Ware, 
every utensil is unconditionally guaranteed. 


LEYSE ALUMINUM COMPANY 


KEWAUNEE e WISCONSIN 
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LOOK! THE EASY WAY TO SHOW AND SELL 
/ 


No other iron has this fool-proof, swivel-attached cord that fol- 


Sel lows every stroke perfectly, avoids tangling. So demonstrate this 


exclusive Manning-Bowman feature first, and tell customer, “See? 
The Iron-That-Wags-Its-Tail! 








@ Next, show how bakelite handle is Be sure to call attention to the neat ® Then tell your customer about the 

> equally comfortable for right- or point and beveled edge that iron rest of Manning Bowman's quality 

] } left-handers. Then demonstrate thumb- smoothly around buttons, pleats, seams. family: toasters, percolators, broilers, 

I / tip temperature dial with choice of heats Note the attractive chrome finish—per- automatic grills, waffle bakers, heating 
from RAYON to LINEN, plus OFF. fect balance—even, automatic heat. pads. You may make another sale! 


Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut. © In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Ont. 


THE LINE THAT'S ALWAYSIN DEMANT 
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CHROME-O-PLATE [7 


| NN 


COSTS 30% 
LESS THAN 
ORDINARY 
ALUMINUM PAINT 
























I's ENTIRELY NEW! 


ITS AMAZING... 


that any PAINT can 
DO SO MUCH 


—yet t COST SO LN LITTLE? 


‘ILLBRONZE proudly presents 
| CHROME-O-PLATE 


Perfected after YEARS OF RESEARCH! 


\ ‘\\ fh / 





AINT 








| 


' 


, ilibronze has done it again! After years of research and 
| 7, testing, Ilbronze presents the ultimate in a Chrome finish, 
> ~ Ready-Mixed Aluminum Paint... CHROME-O-PLATE! Pro- 

We _ ducing a smooth, brilliant metallic finish which is amaz- 









"ingly like the actual chrome itself, this sensational new 
7, IGS points destin ed to evetetiontne the Aumin um Paint field 
—yet it is offered at a pri o low as to gre —s nla rge 
ts Gold of application with fa r greater sales possibilities! An achie nt i 
“pe paint making—a acle alue-giv ine aula “ -PLATE by Siheoneet 
ott Write for ‘iin and Sensational Low Prices Mow! 


= ILLINOIS BRONZE POWDER CO., INC. 


2023 S. CLARK STREET © CHICAGO 16, ILLINOIS ) 
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STOCK UP NOW FOR THE | 


Pruning Season | 
2 with 









AND OTHER 


evmoue Smit 
LGARDEN SHEARS 









THE NEW 


STREAMLINED <§nap(@c” 
ALUMINUM ALLOY BODY 


LIGHTWEIGHT, 


% 
aa 
Ng ta, 


/rree 





Easiest cutting pruner made. Famous 
original “Snap-Cut” action of alloy 
steel, precision-ground blade makes 
smooth, quick-healing cut. New, “one- 
finger” catch for use with either hand. 
Tapered, non-pinching handles. 
Anodized finish. Only the “Snap-Cut’ 


permits complete replacement of parts. 








Stock the full line of Seymour Smith 
Tools. Each one a quality leader. If 
your jobber can not supply you, write 
us giving his name. 7 
( Sneplock \ 

PLIER-WRENCH 


Colorful Pruner Displays available 
FREE. 

















Sevmoue $mitx 
NATIONAL ADVERTISING 
REACHES 20 MILLION CUSTOMERS! 


SEYMOUR SMITH & SON, INC., 900 A MAIN ST., OAKVILLE, CONN. 
JOHN H. GRAHAM & CO., INC., 


105 DUANE ST., NEW YORK 8, N.Y. 








i. it’s the best 


answer. For there is \ 
a CM chain to meet 
every type of appli- 
cation... 
chain has a service-prov- 

| en record for economy, de- 
| pendability and long life. 





WHAT KIND 
OF CHAIN 


(oes your 
Trade Want? 







Your customers 


















know it is good 
business to use 


on the market, = vo 

then CM Chain pones — 

Products are the sneha 
equally good 


business to 
sell them 
CM Chain 


and every CM 
y Products. 





@ For practically every chain 

use there is a CM product de- 

signed specifically for that job... 

AUTOMOTIVE... AGRICULTURAL 

.. HARDWARE...INDUSTRIAL... 
MARINE. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


ed w aim Me Hoist 






Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES. New York + Chicago + Cleve 


land + San Francisco + Los Angeles 
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Ew! Fast-selling SA ” = 





Shin as CIRCULAR SAW. Has 8-inch blade. Depth of cut 
2% inches. Up to 46 inches between blade and fence. Micro- 
blade adjustment. Tilting table. 






Shifty as WOOD LATHE. 34 inches between centers. 15-inch 
swing. 4'4-inch quill feed. Tool rest slides parallel to ways. 
Also turns light metals, plastics. 








SMF Yon 4s HORIZONTAL DRILL. Firs! time in power 100! 
field! No limit on length of work. Provides accurate method of 
drilling for doweling, etc. 











Se SE eles 


whe RES. 


“ e 


Sl as DISC SANDER. Hos 12-inch 


disc. Adjustable mitre gauge. Large 1444” 
by 17” tilting table. 


SUF Tor as DRILL PRESS.» 


Drills to center of 15-inch circle. 44-inch 
feed. Up to 27 inches —table to chuck. Has 
4 grease-secled ball bearings. 


















Store after store reports: 
“SHOPSMITH sales exceed all 
other power tools combined” 


How can you turn power tool prospects 
into “right-now” power tool buyers? 
Show them SuHorsmiru. That’s what 
an increasing number of hardware men 
= throughout the country are doing. With 
» this result: 2 out of 3 SHopsmiTuH owners 
bought at first demonstration! 
SHopsMITH is the power tool your 
customers have been waiting for. 
SHOPSMITH dealers have other important advantages. They 
don’t need to load up inventory on separate, single-purpose 
tools. They cash in on the big power tool demand with 
Suopsmitu by itself—in just 18” by 60” floor space! 


*eeeee#ee?es * 2e¢-es6 .s « *eeee#ee<e£ses*® 


PUT THESE FAST-SELLING SHOPSMITH FEATURES 
TO WORK IN YOUR STORE 


1. t's COMPACT... SHOPSMITH takes just 18” x 60” floor space— 
easily fits garage, basement, spare-room shops. Saves loading up 
on inventory of single-purpose tools. 


2. it's COMPLETE...SHOPSMITH combines 5 basic power tools—a 
complete powershop in one unit. Also converts to grinder, buffer, 
router, mortiser, drum sander, shaper, scratch brusher. 

3. it's PRICED WITHIN REASON... SHOPSMITH costs up to $309.50 
less than 5 single-purpose tools of comparable capacity. One 
motor for all 5 operations! 


4. It's EASY TO OPERATE... SHOPSMITH converts from tool to tool 
—in less than one minute. And you don’t need special wrenches 
or special skill. , 


5. It's STURDY... SHOPSMITH weighs 200 lbs.—with- 
out motor. Has cast-iron headstock and carriage 
. . . heavily ribbed table. Rugged construction is 
one reason SHOPSMITH is safe to work with. 


6.1t's ACCURATE... SHOPSMITH is precision-machined, 
factory-tested for close tolerance work. That’s 
why cabinetmakers, maintenance men, carpenters 
—as well as thousands of hobbyists — are using 
SHOPSMITH now. 


wi? 


- o e o D % a © > D 2 e q . om . co ° ~ . 


NATIONALLY ADVERTISED 


ONE OF THE LARGEST CONSUMER AD CAMPAIGNS 
IN POWER TOOL HISTORY. Perhaps you've seen the 
full-page SHOPSMITH ads in Popular Science, Popular 
Mechanics, Sunset, other national magazines. More are 
coming. Watch for them. 






MAGNA ENGINEERING CORPORATION ___ "bonis in Cleveiond 


465 California Street, San Francisco 
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REPUBLIC 


BRIGHT CAP SCREWS 
‘Take Hold Fact... Tarn up Tight 


From wrench-hugging heads to smooth-turning threads, Republic Upson 
quality bright cap screws offer unfailing accuracy and uniformity. Quick, tight 
assembly is a 94-year Upson tradition — maintained today throughout 20,000 
shapes and sizes in the full line of Upson headed and threaded products. 
REPUBLIC STEEL CORPORATION 
BOLT AND NUT DIVISION 


CLEVELAND 13, OHIO AND GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N. Y. 


- ee Fi Bipey os ~ MiP , Oe 

i + Be Mo Baty is te eB Me 
‘ a © : erie 4 
5 + VOUKG GF 


Other Republic Products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 
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THE EST rune 
IN HO MERCHANDISING! 





Turned to rear 


WE GIVE YOU.. 


(i 
the Dokl 








Pardon our enthusiasm — but to help you 

@ Steps up “impulse sales”— SELL MORE TOOLS WITH LESS EFFORT, we 
ices up Eile qpees put some of the top display brains to work on 

@ Shows entire line—inside space this Barcalo Merchandiser. The finished product 


for “back-up” stock is ready to go to work for you—and we can 


e Turns easily on non-tipping honestly say it's the most practical, standout 
swivel base working display we know of. It holds back-up 
@ dimple to set up—readily stock. It’s space-saving. 


bi s ° 
sien Give your Barcalo man a call or write Dept. HA 


and let us show you what a JOB the Barcalo 
Merchandiser can do for you. 


€ Attractive in natural plywood 
—blue composition top 


MANUFACTURING COMPANY 
BUFFALO 4, N. Y. 
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When a buyer likes what a seller sells, 


THERE’S ACTION! 


and that’s what you get when you stock 


Why the consumer buys 





Ca 


FARM AND GARDEN BRAND 





@ Dependable Results 

@ High chemical analysis 

e@ Complete directions for use 
@ Attractive, handy package 

@ Modern, tested formulations 
@ Reliable reputation 


{ne 
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FARM AND GARDEN BRAND 





Why the dealer prefers 








@ Consumer acceptance 





INSECTICIDES and FUNGICIDES @ Self-merchandising pack 
A complete line of famous professional chemicals for the 
amateur grower or the farm trade. For insecticides, fungi- 
cidesand weedkillers, stock a line that se//s—sell Niagara. 


SEE YOUR DISTRIBUTOR, OR NNER YOU BUY 





520 Buy PROTEC 


@ Higher profits 


@ Low season-end invento 
@ Repeat sales 
@ Informative literature 









Dp 





NIAGARA CHEMICAL DIVISION 


FOOD MACHINERY CORPORATION 
MIDDLEPORT, NEW YORK 


Richmond, Calif. « Jacksonville, Fla. * Tampa, Fla. » Pompano, Fla. * New Orleans, La. « Greenville, Miss. « Mt. Vernon, Wash. « Harlingen, Texas 
Canadian Associate: NIAGARA BRAND SPRAY CO., LTD., es Ontario 


DISTRIBUTORS: 


A few excellent territories for ex- 


clusive distributorships still open. 
Write for full information. 


SUPER-ICE 


in a new way! 


Super-Ice Frigi-Box is the ONLY product of its kind 
available on the American market—and every customer in 
your store is a prospect! Imagine a portable refrigeration 
unit that retails at just $2.98! Campers, hunters, picnick- 
ers, etc., use Super-Ice Frigi-Box to keep food, drinks, 
fish, game, etc., in perfect condition for 48 hours .. . 
and more. Hundreds of uses. Super-Ice Frigi-Box—made 
of extra-strength corrugated board, weighs just 4]/, 
pounds—1 full cubic foot storage. Insulation equal 
to 11/, inches of cork. 


e You Pay: $1.47 ea. (f. 0. b. Oakland) seis 
© SELL FOR: $2.98 each 


ESEARCH 
(NON-PROFIT 


ORDER TODAY for immediate delivery, from 


aa Magara \ (qflagara 


age 


ry 


WRITE US FOR FULL PARTICULARS tne 


Nationally uideoceneil: in FIELD & STREAM, SPORTS AFIELD 


FRIGI-BOX 


Keep cold things COLD... Keep hot things HOT 


SUPER-ICE, Inc. pchtend’ 7, Col 
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__GET HEP TO BED 

















Gephart Mfg. Co. 


1026 WEST ADAMS STREET, CHICAGO 7, ILLINOIS 


Spectabeots in Stel Listing Kodo for 


BAIT CASTING e FLY FISHING e SALT WATER FISHING e@ SPINNING 
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it will profit you to “‘fasten on” 
to this No. 1 Fastening Line! 


AMERICAN WOOD SCREWS 


The American line consistently wins . . . in the judg- 
ment of an ever-growing number of value-wise buyers 
.. . because: 


1. The American Line is Complete . . . all types and 
sizes .. . all types of heads . . . all types of metals, in- 
cluding stainless steels. 


2. Higher Perfection-Percentage . . . because of 
close quality-control in production, plus 7 inspections, 
to make sure of 144 Grade-A American Wood Screws 
in every gross box...to make sure of maintaining 
the American standard, by which all other screws 
are judged. 


3. Dependable Deliveries in all parts of the country. 


That’s why American is judged the most attractive 
line in its field ...and why more and more buyers 
specify on their orders: “American brand .. . no 
substitutes.” 


68 












and BOLTS 


Products of AMERICAN SCREW COMPANY 


Providence 1, Rhode Island 
Chicago I]: 589 E. Illinois St. 


Detroit 2: 502 Stephenson Building 
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Yes sir, Mr. Dealer . . . you'll be amazed and delighted with 
this sparkling, newly designed line of screw and nut driv- 
ers...and the way it steps up sales. Mechanics, craftsmen, 
home shop enthusiasts . . . in fact everyone who likes tools 
...can’t resist the beautiful, clear Amberyl* handles and 
precision-built high quality steel blades. They look like the 
industry's finest, and they are! Fill all your screw driver needs 
from one source through the. easy-to- 
read Vaco Catalog, and watch your 
profits grow! 


317 EAST ONTARIO STREET 
CHICAGO 11, ILLINOIS 


ws *Trade Mark Registered 


LET THIS BEAUTIFUL SCREW 
DRIVER DISPLAY HELP YOU SELL! 








Put one of these eye-catching boards 
out where store traffic can see it and 
watch those drivers se//! The spark- 
ling Amberyl* handles stand out like 
jewels against the cream background. 
Board and shelf stock include 110 
mixed square and round regular and 
Phillips blades. This board is a prov- 
en ‘natural’ for the hardware trade! 


. @ More Selling Features Than Any Other Line! 


@ More Styles and Sizes Than Any Other Line! 
@ More Attractive Displays Than Any Other Line! 
® More Big Unit Sales Than Any Other Line! 
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Many Perfection Heater dealers are right now making 

deliveries on sales they had given up as lost when the “oil-shortage” 
discouraged customers who really want the comfort and convenience of 
oil heat. Their plan has three simple steps you, 


too, can take to late-season profits . 


1. Make contracts or agreements with local fuel 
suppliers assuring all new customers of a 


definite supply of oil. 


2. Go back over the list of prospects who 


were scared off by shortage publicity. 


3. SELL THEM PERFECTION. 


/ Perfection Stove Co. 


i 7063-D Platt Ave. 
‘ . Cleveland 4, Ohio 


Warehoused for 
quick delivery, at 


Atlanta + Chicago 


Cleveland + Dallas 
Honolulu + Jersey City 
Kansas City 

Oakland « St. Paul 


VA\\ 





Yl 
Perfection Oil-Burning #%',rees 
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ARVI 


Less wei 
Plain-vie 
heating, 
comfort- 


Arvin Ir 


HARDW 





To you... from Arvin 


*Slightly higher 


@ 
x * 2 ee 
asomeé =e 
| He + ...on America’s y aac : 


big-value gift appliances 














__—_ 


’ $1995 4 


ARVIN ELECTRIC HEATERS 


ing Arvin is the world’s largest maker of portable 

e” electric heaters, the standard of heater value 

from coast to coast. Arvin Fan-Forced Heaters 

of use AC only. Arvin Radiant Heaters use AC or 
DC. Stock them now for greater holiday profits! 

ou, 

uel 

fa 

oil. 

vho 

ity. 
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A New, Sensational Seller! 
0 ARVIN DUAL-CONTROL IRON 
P 


Magic Watchman Ends Guesswork! 


ve. Thumb dial sets right heat—Magic Watchman 
shows iron has reached right heat! No more risk 
hio of scorching with a too-hot iron! No more effort 


wasted with a too-cool iron! Extra long 8-foot cord 
reversible for right or left hand; thumb rest for 


fi right or left hand! More fast-selling features than 
or any other iron at this price! Underwriters’ listed. 
at 

ago ' * 

las $, ‘ 

* 195 _ 

City - 

raul " siiliiel 


America’s Most Valued Gift! 
ARVIN LECTRIC COOK 


Grills! Fries! Bakes! Toasts! America’s Number One 
value in cooking convenience! Cooking area equals 
3 ten-inch skillets! Big enough for 16 hamburgers, 
8 pancakes, or 4 double toasted sandwiches. Converts 
quickly to fully automatic waffle baker, making 4 big 
waffles at a time. Beautifully finished! Feature Arvin 
Lectric Cook for holiday giving, and collect big profits! 





Most Features for the Money! 


ARVIN AUTOMATIC IRON NATIONALLY ADVERTISED 





Less weight means less effort; even heat does the work. in Saturday Evening Post, Ladies’ Home Journal, 
Plain-view automatic heat control for all fabrics. Fast Better Homes and Gardens, Country Gentleman, 
heating, fast step-down saves ironing time. Ever-cool Successful Farming, Progressive Farmer 
comfort-grip handle. Underwriters’ listed. Show both 

_ Arvin Irons for maximum sales and profits! 

4 NOBLITT-SPARKS INDUSTRIES, INC. 

4 COLUMBUS, INDIANA 
——e ® 
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“I'm CHORE GIRL—the original 
knitted copper pot cleaner. | don't rust.. 
Splinter...rough-up hands. BUT. I do whisk 
messy. Crusty pots and pans sparkling clean in 
a jiffy' I'm 10¢ at dealers everywhere. Look for 
my picture on the tag ” 


Chore Girl 


Metal Textile Corp., Roselle 1, N. J. 














D.S. GOUDEN FLEECE s back if your dealer says NO.‘ send 12 and 
hus nar Gnd address lor an ‘emergency ration’ till | see him” C G. 
~~, 


“Did you see me in this advertisement? 
Millions and millions of housewives did! 


“They saw me in their copies of Good 
Housekeeping, Ladies’ Home Journal, 
True Story, McCall’s, Farm Journal, 
Country Gentleman, Woman’s Day, Fam- 
ily Circle...and in Nancy Sasser’s column. 


“Some of those women will be your cus- 
tomers today! 


“Are you ready for them? Will they have 
to look for me—or am I in plain sight? 
Are you making me attractive to them? 


“Mr. Dealer, put me in a good spot. We'll 
both profit if you’ll do that 


“,.. AND | MEAN PROFIT!” 


Chore Girl 


Metal Textile Corp., Roselle 19, N. J. 











Is this 
PROFITABLE BUSINESS 


COMMENDED 
PARENTS’ 
MAGATINE 

vos 


went OR 4 ftfung OF 





on 
S Guaranteed by % 
Good Housekeeping 






Mop , 1 OLFECTIVE OR awe 
45 apveanisto TOS 


OFO OMS 
The Original and Seest- Selling 
FOLDBACK PLASTIC BABY TRAINER 






zy * 
v 
¥ $ 95 Attaches to the back 7] 
& bor of the toilet seat. 
Opens and closes in a 
($5.95 on West Coast) iffy. 
Deflectors available. 
FAIR-TRADED ~ 
SANITARY! MODERN! ¢ 
CONVENIENT! PLASTIC! 7 
Handsomely packaged in a colorful carrying carton! & 
¥ SS% of your customers are women. Every y 
y one is a prospective UP-SEE-DAISY buyer. Don't ¥ 
let this profitable business get away. _ \ 
‘ * Figure SUPPLIED BY HARDWARE AGE f \ ¥ 
# 





IMPORTANT! 


Beautiful counter dis- 
play stand, advertis- 
ing mats and literature 


available 


NATIONALLY ADVERTISED! % 
IMMEDIATE DELIVERY! : 
. 
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YOU SPEND LESS TIME...MAKE MORE MONEY 


P You can boost your sales and profits plenty with Shirley base 


"She valde tine” 


SHIRIRY 


ALL-STEEL KITCHENS 


COPYRIGHT, 194% SHIRLEY CORP., INDIANAPOLIS 
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and wall cabinets. Every owner of a Shirley sink . . . and every 
prospect for a Shirley sink is wide-open for matching Shirley cabi- 
nets! Follow up your Shirley sink customers . . . and talk cabinets 
to every sink prospect. You'll be surprised and pleased how you 
can build up sales by selling these items hand-in-hand! Use Shirley’s 
new 16-page, colorful Consumer Kitchen Planning Booklet. It’s 
available from your distributor. And make it a “must” to start 
every kitchen customer, who isn’t ready for a complete installation, 
on Shirley cabinets a unit-at-a-time. It brings them back to you 
for more! 

P Shirley base and wall cabinets are available immediately to suit 
your customers’ requirements. Shirley kitchens are “package mer- 
chandise,” come ready to install, with complete instructions to 
your customer for easy installation. Write your Shirley distributor 


today, and get started on this money-making merchandising plan! 
SHIRLEY CORPORATION - INDIANAPOLIS 2, INDIANA 
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KLEINS 


FOR MEN WHO WANT 


@ To men who want the best there is only one oe 
make of pliers—Kleins. There’s good reason ioe f* x: Ve | 
for this widespread preference among skilled — : i 


craftsmen in every field. a= | rs [ D> - 
Klein Pliers have the proper balance... just Vises are fast sellers 


the right spring to the handles to prevent hand ‘ = ‘a 
idaee .. 0 Enel thangs dnis tote lowe gee: with their handy pipe benders and rests 
fectly aligned . . . carefully matched knives that 
stay keen. 

The Klein line includes pliers for every pur- 
pose. Keep these quality tools on order. 














@ Sell red yoke Rimaips and you please your cus- 
tomers with vises that make pipe work easier, more 
efficient. Integral pipe rests support pipe firmly 
for threading and cutting. Handy built-in benders 
Distributed Through Jobbers won’t flatten pipe. Tool-steel LonGrip jaws grip 
International Pint ~eeserell New York | wea but sage a me ges 8 sizes for pipe 
. to 6." RImeatos made—bench, post, 

; stand and Tristand, yoke and chain. 











See our exhibit at the 
National Hardware Show, 
October 12-16. Booth 
Nos. 85-86-87. 






Wad . 




































& Sons 


LE I \ venom ademas 
AVE 8 ie 


on: Om. mene) 1 


WEEE 


3200 BELMONT 


No. 201. Original pattern No. 242. Klein Oblique Cut- 
husky Klein Side Cutting Plier. ting Plier (heavy-duty pattern). 2s Ei 
Square nose. Made in four A very useful tool that cuts 
sizes—6, 7, 8, and 9 inches. close. Length, 6 inches. el T 
— he 
— the be 
eal 
— and si 
/ RimaiD Chain bench = b t 
vises in 5 sizes to 8."' nn run 
to exp 
We at 
and a 
way 
No. 203. Klein Long Nose ay 
Ne. 201 NE. The famous Plier. Long reach of jaws per- All La 
“streamlined” Klein Side Cut- mits getting into difficult places. exact 
ting Plier. Made in four sizes Made in 6 and 7-inch sizes. 
; trolle 
—6, 7, 8, and 9 inches. 
signec 
J hand: 
The Klein Pocket Tool Guide, troubl 
showing the Klein line and con- 
taining useful tool information, 
will be mailed on request. a 
= = > | > 


WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY ELYRIA, OHIO ~ 
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THAT PAYS OFF! 


The hardware retailer is the “front man” of 
the bolt and nut business. It is he who must meet 
and sell the public, and it is he who must bear the 
brunt of complaints when a product fails to live up 
to expectations. 


We at Lamson & Sessions are acutely aware of this, 
and are determined to help the retailer in every 
way we Can. 

All Lamson fasteners are manufactured to the most 
exact specifications and quality is carefully con- 
trolled all down the line. Lamson packages are de- 
signed for Hi-Legibility attractiveness, convenient 
handling, and aré extra strong as a guard against 
troublesome breaking. 








Jobbers who handle the Lamson line know that we 
assist their dealer customers in every way possible. 
The Lamson “Speed Merchant”, the “Ready-Refer- 
ence” list and Bolt Bin Labels are designed to make 
the retailer's job of selling easier and faster. 


Yes, it takes teamwork between the manufacturer, 
the jobber and the retailer to do a good selling job. 
We at Lamson & Sessions like to feel that we're on 
the retailer’s “team” and that our efforts to help 
have made the selling of bolts and nuts easier, faster 
and more profitable for you. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio * Birmingham * Chicago 


— LAMSON & SESSIONS — 


FASTENERS OF QUALITY 



















@ Like the sterling mark on silver, Gold Stripe’s 
diagonal stripe of gold tells you there’s nothing 
finer. Recognized as the standard of brush qual- 
ity, Gold Stripe assures ready sale, volume busi- 
ness and high profits. Stock Gold Stripe with 
confidence. Order from your nearest Pittsburgh 





America’s Leading Paint Brushes 
Are Back For A Repeat Performance 


branch today. 





You'll want this valuable book, *‘How To Sell More 
Brushes’. Page after page of inside information on 
how to sell more paint brushes. Shows the way to repeat 
profits and tie-in sales. Revoals the ‘know-how’ 
talking shop with your customers. Write for FREI 
copy today. Address ‘Gold Stripe Brushes, Dept. D-2, 


Baltimore 29, Maryland’. 


New Gold Stripe 
Life-saver Jacket! 


Improved fiber jacket keeps brush live- 
ly, straight and clean. Complete use 
and care instructions on each jacket. 
And all dressed up in eye-appeal! 


Gold Stripe BRUSHES 


BRUSHES - PAINT - 
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PITTSBURGH PLATE 
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CHEMICALS 
GLASS COMPANY 


PLASTICS 
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io Srampincs cut from strip steel, 


stainless steel, brass, aluminum or Monel are fed—one by one—into a 



















machine which folds each one into a chain link, producing a 
continuous chain of flat link type. In the smaller sizes, the whole 
operation is faster than the eye can follow. 

This type chain has many uses. AMERICAN CHAIN makes it 
in tensile strengths from 60 to 3000 pounds. 


Your American Chain jobber 












offers you all types of electric 
welded or forge welded chain— 
weldless chain made of wire or 
stampings—a complete line 
of fittings, attachments and 
assemblies — cotter pins— 
hooks—repair links. 


MR. E. O. JOHNSTONE ¢ Pacific Coast Manager, f 
BUY AMERICAN—THE COMPLETE CHAIN LINE 


a ad 
(leaded 


theca y 


is a veteran in the chain business — since 1908. 













York, Pa., Chicago, Denver, Detroit, Los Angelesj*New York, 
: ¢o Philadelphia, Pittsburgh, Portland, San Francisco, Bridggpert, Conn. 
& bbe 
é@ a a 





Hide. AMERICAN CHAIN DIVISION 
<x cm, AMERICAN CHAIN & CABLE 
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}/ In Business for Your Safety 
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The Election Ils Over and the Polls 
Were All Wrong—Suppose the Rest 
Of Us Get Back to Work 


HEN the recent election 

results were officially es- 
tablished and announced 

I was surprised (and disappointed 
too) to the point of being speech- 
less—and my friends know this is 
unusual. In fact, I yield only to 
two other Americans as possibly 
being more surprised than I was. 
They are President Truman and 
Governor Dewey. Never were so 
many surveys, polls, preference 
studies, etc., so completely inac- 
curate despite what now seems al- 
most arrogant assurance in their 
predictions and conclusions. Why 
they were so wrong I do not pre- 
tend to know but I suspect that 
any preference study made among 
persons selected “at random” can 
be very misleading. Such research 
must be thoughtfully weighted 
geographically, economically, etc. 
I am thinking that Gov. Warren 
of California gave the only, to 
date, intelligent answer explaining 
the recent election. He said, “Pres- 
ident Truman and Senator Bark- 


Little 
For 


HE continued shortage of steel 
is bothering and hampering 
many hardware producers to an 
extent not generally appreciated 
by many distributors. As so many 
hardware store items are made 


ley got more votes than we did.” 
And that is the answer and the 
only answer that makes any sense. 

By the same token, wholesale 
and retail hardware distributors 
succeed (or fail) on the strength 
of their abilities to get more sales 
at a profit—which can only be ac- 
complished by work and by ren- 
dering the kind of services and 
providing values that their respec- 
tive customers want and/or will 
accept. 

Despite the dire predictions of 
certain partisan political opinions, 
widely expressed during the recent 
pre-election campaign and the ob- 
vious first shock of this recent 
“upset election,” I found rail- 
roads, taxis, hotels, retail stores, 
restaurants, etc., still in business 
the next day—doing all right 
where values and services were 
offered. 

I suggest and earnestly urge 
that we in business let professional 
prophets analyze, explain, excuse 


woo & 


and alibi their wrong predictions 
on the election and that we get 
back to work. That is the only way 
in which we will make any money 
to live on and to provide some 
comfort for our own declining 
years. The election does not please 
me, but I am staunch in my re- 
spect and belief in our American 
system. A majority of fellow 
Americans have made the decision 
which I must and do accept. So 
must all of us. 

And I am still mindful of the 
fact that all of us still have the 
opportunity to express an opinion 
and to cast a vote according to 
our individual preferences. Per- 
haps, if more eligible voters had 
exercised their franchises the re- 
sults might have been different. 
Perhaps not. It is now history and 
our immediate individual respon- 
sibilities require that we get back 
to work and do a real job in our 
respective places in the economic 
system. 


Encouragement Is Seen 
Steel Shortage Relief 


wholly or partially from steel, the 
impact on hardware distribution 
can be serious if some relief does 
not develop. Little encouragement 
is reported from The Iron Age, a 
Chilton publication affiliated with 
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HARDWARE AGE, in its current 

weekly news release which reads, 
in part: 

“To say that the steel indus- 

try will not have to change some 

of its thinking because of the 
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election results would be gilding 
the lily. For one thing the elec- 
tion caught all steelmakers off 
base on their hopes—and pre- 
dictions. So they will find the 
next four years just as tough to 
take as they have the last 16. 
“Voluntary allocations, which 
the industry thought it had set- 
tled, are anything but settled. 
Most steel officials had expected 
that by the end of February 


that plan would be out the win- 
dow. It will be nothing of the 
kind now. The voluntary alloca- 
tion plan is now the only thing 
that stands in the way of a 
straitjacket, government im- 
posed allocation plan—some- 
thing that would be extremely 
hard to get rid of once it was 
fastened down. 

“So some form of allocation 
is in order as long as the steel 


ao & 


shortage exists—and it will ex- 
ist for the next six months at 
least, and maybe much longer. 
If steel heads can convince the 
administration that they again 
have faith in the voluntary allo- 
cation plan—with a few reser- 
vations—there is a chance that 
there will be no strict law. Time 
will tell. But it will take some 
backwatering to bring about a 


compromise. 


Christmas Selling Season Outlook Encouraging — 


1948 Should Beat 1947 


ROM varied and competent 

sources | am receiving reports 
that thoughtfully appraise the 
1948 Christmas gift selling out- 
look. To date, opinion is unani- 
mously encouraging the prospect 
that 1948 holiday sales volume will 
exceed the good results of 1947. 

The only hedging | have heard 
is the qualifying statement that it 
is dollar volume that is expected 
to pass 1947—-perhaps not units 
sold. This. of course, is due to ad- 
vanced prices, but as sales volume. 
rent, light, heat, salaries, buying 
costs, etc., all have ta be figured 
on the dollar basis. I feel happy 
about the outlook for Christmas 
gift sales. 

All of the fundamental factors 
are favorable to such a prospect. 
There is no serious unemployment 
and while prices are all high so 
are wages, relatively. Some goods 
are not coming through quickly 
nor in the quantities to be desired, 
but there definitely are fewer acute 
shortages and suitable gift lines 
were available to those who 
worked in advance. 


It seems common practice to 
start active Christmas selling the 
day after Thanksgiving (Nov. 25 
this year) but here and there are 
evidences of early gift shopping 
appeals, offers to “lay away” now 
gift items to be picked up later on. 
This is a sound enough program, 
providing reasonably substantial 
down payments are made as an 
indication of serious interest and 
not just a passing whim of the 
moment, 

Just before and immediatels 
after the recent election there was 
a noticeable slackening in many 
businesses—a chronic disease of 
the American people, every four 
years. until the smoke of battle 
clears. And then those who get 
back to their own work seem to 
make out pretty well no matter 
what kind of an administration 
takes over—unless times are uni- 
versally bad, unemployment seri- 
ous and money generally scarce. 
The latter conditions are not pres- 
ent today. 

Whether or not President Tru- 
man and the Democratic control 


a: i 


in the Senate and the House will 
pursue rigidly all of the legislative 
changes promised or threatened 
(depending upon your point of 
view) I can’t say. I hardly think 
so, however, as I have lived long 
enough to be disappointed by a 
great many political campaign 
promises. Even so. neither the 
President nor the new Congress 
can do anything different. right 
or wrong, for the remainder of 
this year—and they certainly can't 
stop, and wouldn’t want to stop. 
a good Christmas gift selling sea- 
son during which hardware whole- 
salers and retailers will prosper 
consistent with their efforts to get 
their full share of this available 
and anxious business. 

Let me call your attention. 
again. to the October 7th. 1948 
issue of HARDWARE AGE in which. 
starting on page 141. are to be 
found many ideas for selling. dis- 
playing, advertising and generally 
promoting a good Christmas sell- 
ing season. These are ideas that 
have worked for other hardware 
stores. They will work for vou. 


Consumer Co-Operatives and Taxes 


b fay Department of Justice, 
Washington. is awaiting deci- 
sions by the Court of Appeals and 
the Supreme Court of the United 
States before it tries again to 


prosecute co-operatives for viola- 
tion of the anti-trust laws. 

The Department had the Mary- 
land-Virginia Milk Producers Co- 
op indicted last spring for price 
fixing, restraint of trade. etc. The 
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co-op’s attorney told the District 
Court that “elimination of compe- 
tition is a perfect legal right of a 
co-operative ... the very end and 
purpose of a co-operative. .. . It is 
our right to become a monopoly.” 
The court agreed throughout the 
indictment whereupon the Justice 
Department asked the Supreme 
Court to decide how far a co-op 
could go in monopolistic activities. 


The Capper-Volstead Act of 
1922, which gives the Secretary 
of Agriculture sole power to bring 
monopoly action against a co-op. 
will probably be amended in the 
coming Congress. 

—A. W. CARPENTER. 
Secretary, 
New York Associated 


Businessmen. 
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No. 263GY. Die-cast 
pin tumbler cylinder. 
Also with solid brass 
cylinder, No. 264GY. 


No. 2641V in rich 
ivory with chrome 
trim. Solid brass pin 
tumblercylinder. Also 
with die-cast in 
tumbler cylinder, Ke. 


«0 


No. 265, with new 
HOLD-O-MATIC 
feature. Holds back 
the latch once the 
key is turned. Rug- 
ged case, rich neutral 
“Pebble-Tone” finish. 
Solid brass pin tum- 
bler cylinder and 
knob. 





No. 84MT ILCO Streamlatch 
Display board supplied at NO 
EXTRA CHARGE. Ask your 
jobber about it or write us 
direct. 
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WE think so! We think these new ILCO’Streamlatches will sell like 
crazy! Because the color, soft, neutral tones never before included in 
a rim latch finish, begs to be looked at! Because just the novelty of a 
rim latch in attractive, durable color is enough to make any customer 
stop for a second look! ° 

SEE for yourself! If you haven't done it already, stand an 84MT 
display board out where it'll be a stop sign for store traffic. Then watch 
how the eye-catching colors of ILCO Streamlatches pulls ‘em up short. 
Watch ’em reach out to touch the smooth-as-glass finish. Listen to ‘em 
ask “how much?”. . . and when you tell ‘em (the price is very reason- 
able), watch ‘em buy! 

IT WILL ALWAYS PAY to stock and sell ILCO . . . the successful 
line of Security Hardware. 


FITCHBURG, MASS. 


INDEPENDENT LOCK COMPANY . 
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A composition tile floor covering tones up and completes the modern 
appearance of the store. Fluorescents in the cornice light the displays. 


They Came, They Saw 


=— news Was 


made in Quincy, Ill., when the 
Stroot Hardware Co., Inc., cele- 
brated its 53rd anniversary by in- 





troducing its new store. This store. 
the culmination of plans long in 
the making, was, created with three 
fundamental merchandising prin- 
ciples in mind: 





First, to incorporate as many 
modern ideas as have been proved 
to be sound; second, to present in 
open mass display as many items 
as possible in order to hold maxi- 





GAS “ELECTRIC 


Stroot's second expansion, the first came in 1905, was in the direction of modernization. 


The big change in the front was in the windows which now give 100 per cent visibility. 
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Fixtures in the new store have been so designed as to afford 7 


rn sq. ft. of display space for every lineal foot of display unit. 


ys. 


, | and Were Conquered 


By the new Stroot Hardware Co. store, another 
milestone in the firm's 53-year history. Three 
mum buyer interest; third, to have day anniversary and grand opening drew 6000 


a fixtures so flexibly designed thal 
n departments would be _inter- 
‘ae changeable and hence could be re- 
5. arranged without the need of ex- 


pensive alterations. 


Display Windows 


Working from the outside-in, 
the display windows were con- 
verted to provide complete vis- 
ibility of the store interior frora 
the street. That was the only ma- 
jor change made in the store front. 
To create immediate spot window 
interest, a 20-in. wide ledge alonz 
the bottom of the windows is for 
the display of small items. Spe- 
cially constructed 5-by-5-ft. dis- 
plays can be moved into position 
in the windows for displaying ma- 
jor items such as large appliances. 

The interior of the store is illu- The original store of the Stroot Hardware Co. founded in 1895. 
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The store has an entrance off two 
and cheerful appliance section. A 


minated by both direct and con- 
cealed fluorescent lighting. A cor- 
nice at a height of 71% ft, and pro- 
jecting 20 in. from the wall is car- 
ried around the store. The cornice 
is faced with vertical grain oak, 
limed finish with a natural walnut 
insert moulding. Concealed fluo- 
rescent strips under the cornice 
highlight the merchandise on dis- 
play in the wall cases. 


Panelled Plywood Walls 


Below the cornice, the walls 
have been paneled with plywood. 
At open displays, such as hard- 
ware and housewares, the plywood 
panels have been finished in white 
vinyl plastic. In the office, the ap- 
pliance and some of the other de- 
partments, the plywood paneling 
has been covered with a plastic fin- 
ish in a Spanish Morocco grain. 





"PLATFORM 


J, 
MAJOR APPLIANCES < 
. 








streets. One leads to this bright 
model kitchen display is nearby. 


This finish is also used on the 
lower sections of the wall displays 
and counters. All wood trim is in 
the limed oak finish. 

All counters are of the three- 
tier, set-back type in order to af- 
ford maximum open display space. 
Sliding doors on the bases of the 
island and wall displays keep in- 
ventory stocks neatly out of sight. 

Shelving in the wall displays is 
tiered at 22, 30, 38, and 46-in. 
levels above the floors and above 
these tiers there is additional ad- 
justable glass shelving. The dis- 
play arrangement is estimated to 
provide approximately 7 sq. ft. of 
display area for every lineal foot 
of a display unit. 

The fixtures were designed to 
afford a maximum of flexibility. 
Wall units are in two sections, the 
base or platform, and the upper 
display area. This arrangement 


permits a unit to be moved to any 
desired space without changing 
the fundamental wall set-up. The 
counter tiers are also removable 
and interchangeable and the 
lower drawer units and doors 
are of the same size so_ that 
they too may be interchanged. The 
fixtures were designed, manufac- 
tured and installed by the Hauck 
Mfg. Co. of Quincy. 


Attractive Floors 


One of the decorative features 
of the store is its composition tile 
floor covering which in color tones 
harmonizes with the modern ap- 
pearance of store itself. 

The store has an entrance of 
two streets, one entrance leading 
directly into the appliance and 
paint departments. Demand ot 
staple items such as bolts, nuts. 
and heavy hardware have been 
relegated to a less prominent spot 
in the store because, the owners 
feel that sales of this type of mer- 
chandise is not primarily created 
through display. Furthermore, 
with the relocation of this depart- 
ment, in order to get to it, custom- 
ers must now pass through the 
appliance or housewares or other 
departments. 

If the proof of the pudding is in 
the eating, in this instance it’s in 
the selling and the strongest proof 
of the value of a modern store is 
in the marked increase in sales. 
goodwill and prestige that has fol- 
lowed the opening of the new 
Stroot Hardware Co. 

While the physical appearance 


(Continued on page 106) 
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This floor plan shows how ample space has been provided throughout the entire store. 
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The main floor seen from the balcony showing departmental divisions. 



















Decals, Departmentalization and 


Training-Three Aids 


Drew's Hardware & Appliance, Inc., makes good 
use of all three in building business. Decals 
used to advantage on many items in the store. 


= years ago the 


Drew’s Hardware & Appliance, 
Inc., store had three full time em- 
ployees. Today they have 25. The 


store location at 1010 Central 
St. is off the main business center 
in downtown Kansas City, Kan. 
Three years ago the store had one 
department. Today there are nine 
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complete departments, each undet 
a trained head. 

Drew decals are used on most 
of the merchandise which is han- 
dled. They go on hoe handles, 
camp lights, on radios and even 


on freezing units. They cost $137 
for 10.000. Walter Drew says 
“Decals are the best 
advertising and the best business 


about them: 
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to Sales 


KANSAS CITY 


This colorful decalcomania marks 
various types of merchandise and 
appears in numerous displays. 
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Walter Drew in the small radio and player division of the home 
appliances department—one of the store's nine basic departments. 


builder idea we have ever tried. 
They tag our merchandise no mat- 
ter where it goes. 

“You see a hoe in a neighbor’s 
garage. You see our decal on the 
handle. You say, ‘I want a hoe 
like that.’ The chances are 10 to 
one you come to our store to buy 
it. What would you have done if 
there had been no Drew decal? 
Just this—go to any store which 
happened to be handy and buy a 
hoe that looked like the one you 
saw in the garage. 

“For $137 I don’t know where 
else you can employ 10,000 sales- 
men who work on direct sales for 
your store. We have made three 
merchandising changes. I think 
the decals are our most important 
change. Salesmen meetings and 
training, and cracking down on 
department lines come next.” 


Salesmen Meetings 


Regular meetings which all 
salespeople attend are not some- 
thing you talk about at Drew’s. 
They happen—and _ regularly. 
Meetings are planned so that all 
employees can attend. They are 
held after closing hours and the 
management serves a free lunch 
or dinner. 

Factory representatives are in- 
vited to attend these meetings. 
Sound films are used. The entire 
meeting idea is built around 
teaching the employee how to sell. 
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“A part of each such meeting,” 
Mr. Drew says, “is given over to 
employee suggestions. We have 
these handed in at the meetings, 
placed in an idea-box, or given 
when the roll is called. 

“Then we spend some time on 
each idea or suggestion. Our 
theory is that when an employee 
hands in a good selling idea, we 
should try it. First, if the idea 
comes from one of our organiza- 
tion, that idea is best worked out 
by our own staff. Second, every 
man and woman better put his or 








her shoulder to the wheel pushing 
sales plans which come from the 
sales force. 

“The worst thing in the world 
is to have management get some 
sales plan and then try to cram it 
down the throat of the sales 
force.” 

Sales meetings are general, but 
at each such meeting each depart- 
ment has a special department 
meeting. These meetings are un- 
der the supervision of the depart- 
ment head. According to the man- 
agement, these department meet- 
ings strengthen the department’s 
unity and while there is very little 
that can be taken up at such a 
meeting which cannot be discussed 
in the department itself, it allows 
for a set time for special depart- 
ment discussions. 


Complete Departments 


There are nine complete depart- 
ments under the new Drew setup. 

These departments are: home 
appliances, plumbing and heating, 
electrical supplies, tools and build- 
ers’ hardware, floor coverings and 
roofing, lighting fixtures, house- 
wares, paints, sporting goods, gun 
repair, and rifle scopes. 

The sporting goods department, 
for example, issues over a dozen 
bulletins and price lists each year. 
An ammunition price list comes 
out twice yearly. A campers’ bul- 

(Continued on page 104) 





All merchandise in the kitchen appliance section is either wired 
or atttached to plumbing lines so that demonstrations may be given. 
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“They paid the porter in advance, as he demanded. And that was the last they saw of him." 


The Crook Is Sure to Get You 
If You Don't Watch Out 


‘ _— dealers, 


as well as merchants in all other 
fields, are receiving more than 
their share of attention from the 
fringes of the underworld who spe- 
cialize in pulling “fast ones.” and 
who have more than their share of 
nerve. 

Each and every racket, trick, 
ruse and dodge covered in this ar- 
ticle has been successfully worked 
on retailers throughout the coun- 
try again and again. To be fore- 
warned is to be forearmed. 

A youth in a northern city made 
a racket of going to small retail 
establishments and telling the man 
or woman in charge of the store 
that their employer had been in 
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Many types of swindles have been worked with 
success upon retail dealers and it's a good 
idea to know something about the way in which 
these crooks operate. This article tells you. 


By HAROLD ZIEGLER 


Consulting Criminologist 


an automobile accident, and had 
sent him (the youth) to get $16.63 
and bring it to him immediately so 
he (the employer) could pay for 
the repair of his car. Fourteen 
employees in a row fell for this 
trick before the youth was caught 
by the police. 

A quick-thinker in Ohio called 
the girl in charge of a retail estab- 
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lishment where he had formerly 
worked and told her that the boss 
wanted all the bills of large de- 
nominations placed in an envelope. 

A short time later he called at 
the store and picked up the envel- 
ope, telling the young lady in 
charge that her boss had sent him 
for it. The envelope contained 
more than $1.600——and neither 
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“When this type 
of thief disap- 
pears usually a 
large amount of 
money disappears 
with him." 





the former employee nor the 


31.600 has been seen since that 
time. 

In a North Carolina city an en- 
lerprising grifter dressed as a Pull- 
man porter visited the secretaries 
of many of the leading business 
men. He told the secretaries that 
their employers had ordered whis- 
key from him—and that he had it 
outside. The secretaries, knowing 
that liquor was scarce at the time 
the racket was worked, paid the 
alleged porter in advance, as he 
demanded. And that was the last 
they saw of him. This racket net- 
ted the bogus porter more than 
$5,000—and he never has been 
apprehénded. 


Use Code Words 


In view of the ease in which 
these rackets can be worked on 
unsuspecting employees, it would 
he advisable to arrange a code 
word of some kind between em. 
ployee and employer. And strict 
orders should be given to never 
xive out either money or merchan- 
dise to any strangers—no matter 
how plausible their errand sounds. 
or unless the employee receives 
instructions in advance. 

These instructions should go 
right down the line to errand boys. 
porters, janitors and night watch- 
men. Quite often these are the vic- 
tims singled out by the racketeers 
and bogus repairmen, who gain 
access to an establishment with a 
fictitious note, telling them to pick 
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up some piece of valuable equip- 
ment, which is supposed to be 
taken to a repair shop nearby for 
immediate repair. The equipment 
is never seen again. So, warn all 
employees against giving out any- 
thing—unless they have been told 
about it beforehand. 

In large establishments advise 
all employees to be suspicious or 
alert when a new face appears. 
Quite often bogus “new workers” 
will make their appearance. A 
woman swindled, or rather robbed, 
five chain restaurants by simply 
walking into the restaurants and 
telling anyone who questioned her 
that she was a new waitress re- 
porting for work. At the first op- 
portunity she would empty the 


“When the order 
arrives the man 
receives it at the 
front door and 
asks the boy to 
wait outside a 
moment." 








cash register—and disappear. The 
sixth time she tried this racket she 
was caught. 

During busy seasons when new 
employees are hired, and a new 
face is liable to go unnoticed, the 
police get more reports than is 
realized from retail establishments 
about how some nervy thief sim- 
ply walked into an establishment, 
took off his coat and hat, and 
started to work. When this type of 
thief disappears, which he quickly 
does, usually a large amount of 
money, or something very valuable 
disappears with him. 

A thief of this type walked into 
a bank in California, started to 
check through the books, and went 
unchallenged. When the bank 
checked their books that evening 
a shortage of $10,000 was dis- 


covered. 


Another Example 


Another thief of this type walked 
into a jewelry store in Chicago 
and took his place behind the 
counter as a salesman during the 
holiday rush. He stayed behind 
the counter just long enough to get 
a couple of trays of rings out of 
the cases, and covered one of the 
trays of rings with a box top that 
covered the tray conveniently, and 
which had been brought into the 
store by a confederate, who was 
acting as a customer—and the 
store was out merchandise valued 
at more than $1,800. 


An_ official-looking — individual 
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pulled this same ruse on a Penn- 
sylvania ration board during the 
war. When he disappeared all the 
other employees remembered how 
dignified the thief conducted him- 
self, and had thought the thief was 
a regional director of some kind. 
Ration points for more than 17,- 
000 gallons of gasoline were miss- 
ing after this thief’s visit. 

A proprietor of a bar and grill 
in Detroit walked behind the bar 
and placed a rather bulky package 
of small bills beside the register, 
then headed for the rear of the 
establishment to hang up his coat 
and hat. A wide-awake thief sit- 
ting at the bar quickly surmised 
that the bundle contained money, 
then quickly told a porter who was 
working behind the bar, “Hand 
me my small bundle there.” He 
pointed at the package that had 
just been placed there by the pro- 
prietor. 

The unsuspecting porter handed 
the package to the customer and 
thought nothing more of it. A few 
minutes later he discovered what 
he had done. The package con- 
tained more than $860 in small 
bills. When the thief was appre- 
hended a few days later he had 
spent all but $63 of the loot. 


The Loan Racket 


Attempts are also often made to 
collect money under false pretense 
from hardware dealers by individ- 
uals who represent themselves as 
relatives of some prominent hard- 
ware dealer or allied merchant. 
This type of dead beat either 
phones or sends a telegram, and 
occasionally he calls on his victim 
in person. When he telegraphs it 
usually reads: “I am a brother 
of Mr. So and So- (prominent 
hardware dealer); I’m stranded 
and need a loan.” 

Of course, the message isn’t al- 
ways the same. Sometimes the 
dead beat will claim he has been 
robbed of his funds; lost his funds 
and clothing in a fire, etc., but the 
excuse is usually a plausible one, 
and the prominent brother is al- 
ways supposed to be out of town 
when the loan is attempted. Be- 
fore handing out money or for- 
warding any funds on the basis of 
such a request, be sure you check 
and double check. 





"A confederate 
will be on hand to 
sneak in... when 
the sales clerk 
rushes out of the 
store." 




















The “Back Door” swindle is an 
old racket, but it is still in wide 
use, and hardly a day passes that 
some retail establishment, some- 
where, isn’t victimized by this 
racket. 

On this racket the swindler calls 
in an order which he wants de- 
livered immediately. When the 
order arrives the swindler receives 
it at a front door and asks the 
delivery man or errand boy to 
wait outside a moment while he 
runs into the apartment to get his 
wallet. There is always a con- 
venient back door when this racket 
is worked and the delivery man or 
errand boy is left cooling his heels 
at the front door. 

Sometimes this racket is worked 
in reverse by the swindler deliver- 
ing a C.O.D. package. The swin- 
dler always wears a delivery man’s 
cap or a messenger uniform when 
working this C.0.D. racket. 


Beware of C.0.D. Packages 


Advise all employees not to ac- 
cept any C.O.D. packages unless 
you tell them in advance, other- 
wise you'll find out that one of 
your employees paid out from $5 
to $50 for a package of rags or old 
newspapers, or some other worth- 
less junk. 

In small hardware stores, where 
one person is often left in charge, 
ihe following rackets are frequent- 
ly pulled: The thief will rush into 
a store and inform the sole em- 
ployee in charge that the front of 
the store is on fire. Or, he may say 


HARDWARE AGE, NOVEMBER 18, 1948 





the rear, or the roof, anything to 
get the lone employee away 
from the regisver long enough to 
empty it. 

Sometimes this false alarm of a 
fire is given over the phone when 
one person is in charge of a store, 
and a confederate of the thief mak- 
ing the call will be on hand to 
sneak in and rob the unguarded 
register when the lone sales clerk 
rushes out of the store to investi- 


gate. 
Work in Groups 


When the register is located 
near the front door thieves will 
often work in twos and threes and 
draw the lone employee to the 
rear of the store while one of the 
confederates quickly opens the reg- 
ister, grabs all the money possible 

and makes a run for it. 

When this is done the thief’s 
confederates will act as though 
they are going to run after the 
thief and catch him, but they al- 
ways manage to be in the way and 
block the way of the lone employee 
who tries to take up the chase. One 
of the confederates of the thief 
will fall in the entrance way, or 
against the door—jamming it, or 
will hinder the store employee in 
one way or another without seem- 
ing to do it intentionally. 

Sometimes one of the snatch- 
thieves will create a commotion 
by tossing rocks or stones at the 
rear door to draw the lone em- 
ployee away from the register in 


(Continued on page 116) 
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Good 


Bottled gas ranges 
and refrigerators 
are shown in a mass 
display along one 
side of the store. 
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Promotion Builds 


Batesville Hardware Co. uses entrance and store displays of 
Eight mailings a year to 4000 persons provide coverage on 





Goo promotion has 


made liquid petroleum appliances 
one of the most profitable major 
lines sold by the Batesville Hard- 
ware Co., Batesville, Ark. In only 
four years the owners, Preston W. 
Grace and John Marlar, have in- 
creased volume so rapidly on LP 
gas appliances, gas systems, and 
complete service that now eight in- 
stallation men are kept busy. 
Promotion consists of impres- 
sive display, quick and good re- 
pair service, and direct-by-mail 
advertising pursued vigorously in 


Promotion of bottled gas begins 
at the entrance and is continued 
throughout the store's interior. 
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is | Sales of Bottled Gas 


ys of bottled gas containers and appliances to interest prospects. 
eon these and related lines as well as other rural necessities 


entitle scien 


Conyplots. 
WATER 
SYSTEMS: 





BATH OUTFITS © 


| INSTALLED > “EASY TERMS. 


mn 





Water systems shown 
adjacent to bottied 
gas appliances sell 
rapidly to bottled 
gas customers. 











a, 

this town of about 5,300 popula- 
has tion. 
ces LP gas displays catch the eye of 
jor the prospect even before he enters 
rd- the store. Two or three tanks 
nly labeled with signs that designate 
W. them as bottled gas for cooking 
in- and heating, are placed just out- 
LP side the double entrance doors. 
and Once inside the customer sees 
in- one entire side of the store devoted 

to mass displays of ranges, refrig- 
es- erators, heaters, and floor fur- 
re- naces—all operated with bottled 
ail gas. 
in Many of the customers who 
ins The customer inspecting a bottled 
ed F gas range is on the mailing list 
or. ‘ that finds him eight times a year. 
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come in to see the appliances have 
been attracted to the store by let- 
ters and other mailing pieces that 
promote bottled gas and appli- 
ances. The store has its own 
mimeograph machine and it is 
kept busy on a continuous direct 
mail advertising campaign. 


4,000 on Mailing List 


The mailing list comprises 4,000 
names, broken down into rural 
routes. The entire list is not used 
for a single mailing, but every 
name on the mailing list is con- 
tacted eight times a year. 

Some of the customers and 
prospects receive mailings once or 
twice a month. It did not take the 
owners long to discover that once 
an LP gas system has been in- 
stalled in a rural home, that cus- 
tomer becomes a prospect for 
many items in the store. 

While many of the direct mail 
pieces and letters are designed 
mainly to promote bottled gas and 
appliances, other profitable items 
receive plenty of attention. 

Water systems are particularly 
profitable to be promoted along 
with bottled gas and appliances. 
Sometimes a farmer will have his 
house and outbuildings equipped 
for bottled gas before he buys a 
water system, but he seldom lets 
much time go by without installing 
the water system. 

Water systems are shown at the 
front of the store, adjacent to the 
bottled gas appliances. A_ large 
sign tells the customer that they 
can be bought on easy terms. 

A special section of the mailing 
list is devoted to poultry raisers. 
Brooders heated with bottled gas 
are gaining wide popularity in this 
lerritory because bottled gas. as 
promoted by the Batesville Hard- 
ware Co., is automatic, saves labor 
and hired help, and is inexpensive. 

The service department in the 
rear of the store gives complete re- 
pair on all appliances. Four me 
chanics are kept busy in repairing 
not only the appliances sold by the 
store but also doing general re- 
pairs. 

Some profits are made in the 
service shop, but the main value is 
the good will the shop builds, and 
the traffic it pulls into the store. 

Sales are handled by five men 
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in the store. There is one outside 
salesman who devotes all of his 
time to selling gas systems. This 
salesman develops _ prospects 
among the rural people for bottled 
cas, and sells the initial installa- 
tion. This usually consists of the 
gas system and the range, followed 
soon by heaters, both water and 
space. 

Two service trucks are equipped 
for emergency service and repairs. 
They deliver gas on regular routes. 
but will answer emergency calls. 
\ storage yard is maintained on 
the outskirts of the city for gas 
and systems. 

Although direct mail advertis- 
ing, in the form of the mimeo- 
graphed letters and manufacturers’ 
stuffers, is the favored medium of 
promotion, newspaper advertising 
is also used regularly. A month- 
by-month budget is set up for ad- 
vertising, which fluctuates in size. 
At seasonable times of the year 
more is spent for promoting cer- 
tain items. 

The owners have set out to get 
all the bottled gas volume they 
can develop in their territory. but 
they are not overlooking the fact 
that the Batesville Hardware Co. 


is a hardware store, well stocked 
with general hardware lines. 

The customer who pauses to 
look at water systems up front also 
looks into an attractive sporting 
goods department. Sporting goods 
promotions are used frequently to 
catch the user of bottled gas or a 
water system. These users are 
farmers, and most farmers in this 
territory hunt and fish. 


Other Lines in Demand 


Paints, tools, housewares and 
wheeled goods are also in demand 
among the users of bottled gas. 
When a farmer equips his home 
with LP gas he wants to modern- 
ize and improve. Thus the cus- 
tomer who installs a system and 
buys gas appliances will remain in 
the store’s customer file as a No. |] 
name for the mailing list. 

Eight times a year that cus- 
tomer will be told about gas ap- 
pliances he has not bought and 
about other desirable items in the 
store. The Batesville Hardware 
Co. is cashing in on the profit po- 
tentiality of bottled gas and appli 
ances. backed with strong promo- 
tion efforts. 





Tank for Water Toys Attracts the Youngsters 





This stopped the young ones. But, oldsters too, stopped to operate me- 

chanical water toys in this tank of water which was placed in the center 

of the main floor of the Canton Hardware Co. store at 215 S. Market St., 
Canton, Ohio, during the Christmas shopping season, last year. 
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Complete Hardware Store Even 
Has a Photographic Darkroom 


Back in 1934 A. C. Eaves Co. started as a little 
blacksmith shop. Now its volume in hardware and 
related lines is a quarter of a million a year 


A, Imperial Valley 


rancher dismounted from his pony 
in front of A. C. Eaves Co., in 
Brawley, Cal. 

“While you're replacing the 
pony’s right front shoe.” he said 
to the hardware company’s black 
smith shop foreman, “I’m going to 
use the darkroom in the store to 
develop some pictures | took over 
the weekend.” 

This was a fairly typical situa- 
tion in A, C. Eaves Co., unortho- 
dox hardware store. 

Although A. C. Eaves started 
this enterprise as a_ blacksmith 
shop in 1934, the store today 
boasts a complete line of hard 
ware. Last spring the youthful 
store management even added a 
complete photographic supply sec- 
tion. Since that time, the store’s 
trafic has taken a 10 per cent 
jump. 


A Story of Innovations 


The story of A. C. Eaves Co. is. 
in fact, the story of daring inno- 
vations. And this willingness to 
expand the store’s services has 
catapulted the Eaves firm from a 
little $10,000 to $15,000 a year 
blacksmith shop to a_ thriving 
quarter million dollar a year busi- 
ness in less than two decades. 

Specifically, here’s how the pho- 
tographic section was born: 

“We outgrew our space about a 
year ago,” says Wayne R. Hudson. 
manager, and nephew of the store’s 
founder. “During discussion of re- 
modeling plans Jimmy Whitehead. 
the manager of our paint depart- 
ment, said we should add a photo 
department to our store. Jimmy 
backed up his argument with these 
two facts: 
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James B. Whitehead, manager of the photographic supply and paint depart- 
ments, in the doorway of the darkroom which attracts camera customers. 


“1. There was no place in 
Brawley which offered amateur 
photographers a darkroom where 
they could develop and print pic- 
tures. and, 

“2. No store in our town of 
15,000 population sold cameras 
and other equipment on time. 

“After thinking the matter over 
we decided to go along with Jim 


1948 





on his photo section, “Our store, 
at Eighth and D Streets—three 
blocks from the main. street 
caters to farm people in the area. 
And. we figured, the more ser- 
vices we offer these people, the 
greater would be our traffic. So 
we included plans for a dark room 
in our store.” 


Thus was the first step taken 
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A radio program advertises three solid hours of murder 
mysteries. Another says “Wednesday night is mystery 
night” and during that time ycu hear blood curdling screams, 
greans and death struggles punctuated with footsteps and 
machine gun fire. Magazines make tortunes on murders 
and Los Angeles is trying to ban murder “comic” books on 
the grounds they are unhealthy for their youth. Newspapers 
vie with each other in seeing who can display crime, scandal 
and sex killings in the goriest details. Why? They say 
“That's what people want.” How can anyone reading about 
and listening continually to murder, violent death, plotting 
and torturing have « pleasant disposition? Maybe we're dif- 
ferent. Somehow the lighter things in life; the beautiful things 
in the world appeal to us. The beauty of a-sunrise in the 
Valley with the sun coming up clear as a kitten’s eye; the 
display of nature everywhere on the desert... they all 
seem bettcr to us than the sordid details in much of the 
printed matter today. Maybe we're different, maybe we’re 
cut of place... not in tune with the times as it were. Could 
be, but no one’s told us yet they wanted a sour or grouchy 


silesman dishing oul hardware at the 


Here's a chatty 
“Under the Eaves” 
ad. They are full 
of philosophy and 
sometimes men- 
tion some of the 
lines that are 
stocked by the 
store. 





A. C. EAVES COMPANY, 8th and D Streets, Brawley 
Where there's plenty of PREE parking 








to add a photo supply section to 
the hardware line, and a “hard 
hardware” line, at that. 

Incidentally, the simultaneous 
addition of a sporting goods sec- 
tion during the same expansion 
program is also proving a_ busi- 
ness stimulant. The _ sporting 
goods section, under management 
of Glenn Hudson, the manager’s 
20-year-old brother, has been in 
operation since February 1948. 
During the first eight months this 
small department has sold 300 
guns and rifles, 100 pistols, quan- 
tities of ammunition, fishing 
tackle and accessories. 

With the paint hardly dry in 
the sporting goods section, the 
department was bringing added 
sales averaging $3000 each month. 
At this mounting rate of business, 
Young Glenn is expected to push 
the department’s revenue to $40.- 
000 by the end of the year! 

But to return to the photo sec- 
tion, the dark room was com- 
pleted around April, 1948. James 
Whitehead had a little difficulty 
convincing photo supply distribu- 
tors that the store was the proper 
place for stocking these supplies. 

“T finally convinced them,” says 
Jim, “when I told the wholesalers 
that a hardware store was cer- 
tainly a more logical place to sell 
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RENT-A-TOOL SERVICE 
MOVIE PROJECTOR 
FLOOR SANDER 
HEDGE TRIMMER 


Al 
ELECTRIC DRILLS 
GASOLINE CEMENT MIXEB 
GRINDER 
BELT SANDER 
VIBRATOR SANDER 
HAND SAW 
PORTABLE WELDER 
TRAILERS 
AUTO POLISHER 
A. C. EAVES COMPANY 
Ph. 1377 8th & D Ste 











This “Rent a Tool" ad in the classi- 
fied ad section offers rentals on 
tools, movie ‘projectors and a 
wide range of other merchandise. 


| dina nantes 
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cameras, dark room equipment 
and flash bulbs than a drug store.” 

But Jim now admits he really 
didn’t know how the photo sec- 
tion would go over. With the 
dark room built and equipped at 
an outlay of $2500 and camera 
supplies on display, they would 
soon see. 

Subsequent results proved Mr. 
Whitehead, who like his “boss” is 
in his early thirties, right. The 
first two-and-one-half months af- 
ter the section was open for busi- 
ness, Jim sold 15 cameras at an 
average retail price of $60 each. 
In the same short period he sold 
half a dozen motion picture out- 
fits —- cameras, projectors, or 
screens—averaging $200 per sale. 
Along with these, there were 
sales of films, printing paper, 
flashbulbs and other photo acces- 
sories. 

Mr. Whitehead gives several 
reasons why the photographic de- 
partment is doing well in a hard- 
ware store, featuring industrial 
and farm supplies, plus other 
standard hardware items. 

First, he says Eaves offers cus- 
tomers the advantage of purchas- 
ing photographic equipment on 
terms. A customer with an es- 
tablished credit can, for example, 
buy a $200 movie outfit by pay- 
ing one-third down, and the bal- 
ance in two equal monthly pay- 
ments. There is no carrying 
charge for this service. Longer 
terms are also available to cus- 
tomers on regular bank contracts. 

In this respect, the Eaves firm 
offers photo material buyers the 

(Continued on page 118) 





INDUSTRIAL AND RANCH SUPPLIES. 
GENERAL REPAIRING. 
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From a little blacksmith shop to a quarter of a million dollar 
hardware store in 14 years—that's the story of the A. C. Eaves Co. 
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Bert Saber at the right shows a potential customer how to operate a band 
saw. Actual operation of power tools almost guarantees a positive sale. 


Demonstration Is Showmanship 


In Power Tool Selling 


M ANY dealers _be- 


lieve firmly that sales are made 
more quickly by putting the mer- 
chandise in a customer’s hand or 
letting him examine it closely in 
one way or another. That is just 
the psychology Bert Saber of the 
Saber Hardware Co., Atlantic 
City, N. J., has been using in mer- 
chandising power tools to home 
craftsmen. 

Until the company decided to 
promote the sale of power tools as 
a main merchandising activity, 
rather than just another line car- 
ried by a hardware store, some 


"Live" demonstrations are quick power fool sale 
closers for the Saber Hardware Co. and create 
an added impulse for the sale of hand tools 


tools were displayed on the floor 
and others were shown on coun- 
ters and display windows. But 
this method lacked showmanship. 
While many sales were made, the 
line was not selling on all cylin- 
ders. 

Since many of the South Jersey 
Shore residents have their own 
workshops and are skilled crafts- 
men and mechanics in various 
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trades, the store had a large, nat- 
ural market potential which Mr. 
Saber wanted to merchandise ac- 
tively. The best way to do that 
and increase his sales of power 
tools, he decided, was not only to 
display them properly but also to 
offer some inducement to every 
customer to examine them. 

A 15-ft. section near the store 
entrance and along one wall was 
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Power tools are displayed along a sidewall ledge. Back of them and 
in ihe foreground are hand tools for the customers’ examination. 


cleared to make space for a “live” 
demonstration workshop. In that 
area he set up a drill press, sander, 
band saw, bench saw, lathe, joiner 
and shaper. All the tools were 
hooked to power lines and could 
be controlled by a master switch. 
Although 15 ft. wasn’t too large 
an area for power tools, it served 
to act as a testing ground for Mr. 
Saber’s ideas. 

Lighting was also skillfully used 
to focus attention on the new de- 
partment. Fluorescent lighting 
was used to illuminate the power 
tools directly from above so that 
they stood out from all the other 
tool displays in the store. 

The display attracted customers, 
not only those who were specifi- 
cally interested in power tools but 
also many who were waiting for a 
salesman to be free. 

Here is how Mr. Saber whets a 
customer’s interest in the tools. 
Instead of just showing him a 
band saw, he gives the customer a 
piece of wood and lets him try the 
saw out himself. Not only does it 
help to close the sale more quickly. 
but other customers in the store 
gather around to watch. That 
means more for the store than all 
its advertising, Mr. Saber feels. 

The display is not used merely 
as a demonstration unit but also 
wv store personnel and workmen 
for doing store or property main- 
tenance jobs that require the use 
of a power tool. Customers are 
constantly coming in to use the 
tools and Mr. Saber is happy to 
have them do that for he knows 
from experience that sooner or 
later they will buy one of his tools. 

Sales of many other tools have 
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also been increased by suggestion. 
For instance, behind the power 
tool display, a mass wall display of 
small hand tools has been set up. 
including hand saws, drills, planer. 
pliers, and so on. By locating 
some of the faster moving items 
near the demonstration unit, much 
store traffic can be directed to- 
ward it. 

Items such as nails, brushes, 
and paints are displayed adjacent 
to the power tool display because 
Mr. Saber feels that any man buy- 
ing any of those items would nat- 
urally be interested in the power 


tools as well. 


Mr. Saber has additional promo 
tional ideas in the making. One 


is to fix up a section of his store 


to look like a homeowner’s base 
ment workshop and to equip it 
completely with power tools and 
accessories. That idea was bor 
rowed from the model kitchen dis 
play the store had and which was 
an effective sales puller-in becaus« 
it planted suggestions in the cus 
tomers’ minds. He expects the 
power tool workshop to succeed 1 
the same way. 


Displays of Craft Items 


Another of his ideas is to create 
a window and store display of 
craft items made with the tools. 
He is presently asking all custom 
ers if they have any examples of 
their workmanship of which they 
are particularly proud and which 
they would like to see exhibited in 
the store. As soon as he gets 
enough items, he is going ahead 
with the exhibit. Each will have 
the maker’s name and address 
tagged to it. 

These are only the beginning of 
various promotions the Saber 
Hardware will institute in order to 
keep power tool sales growing. 





The Three Functions 


HE Illuminating Engineering 

Society, 51 Madison Ave., New 
York City, report on “Lighting 
Practices for Stores and Other 
Merchandising Areas” develops 
the three functions of store light- 
ing: 

1. Help attract attention to the 
store and its merchandise. 

2. Produce facilities for good 
seeing so that shoppers can judge 
the qualities of purchasable items 
accurately and quickly. 

3. Create a store interior which 
is a pleasant and comfortable place 
in which to shop. 

In the report is an analysis of 
lighting systems in terms of their 
usefulness for lighting stores. The 
various systems of lighting com- 
monly used are taken up separate- 
ly and investigated as to their 
characteristics and usefulness in 
producing certain results. Com- 
parisons are made between the dif- 


of Store Lighting 


ferent systems to assist in the 
choice of system when the lighting 
of a specific store with its partic- 
ular kinds of merchandise is to be 
done. 

In the discussions on lighting 
for interior displays, examples are 
given of all types of show cases. 
wall cases, free standing displays 
and niches. The effects of colored 
light on backgrounds, spot and 
floodlights and all kinds of dra- 
matic possibilities are brought out. 
Show window lighting is discussed 
in detail with emphasis on various 
methods for overcoming daytime 
reflections. 

Under exterior lighting are in- 
cluded such subjects as_ illumi- 
nated signs and illuminated fronts 
as well as outdoor selling areas. 

Copies of the report may be 
secured from the Society at prices 
as follows: first four copies, 50 
cents; next 20 copies, 25 cents; 
all over 24 copies, 15 cents. 
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A large number 
of sales are of 
the self - service 
type. Remodeling 
has been respon- 
sible for this to a 
large degree for 
it's an easy mat- 
ter for the cus- 
tomer to make a 
selection and take 
it to the store's 
wrapping counter. 


a 








Remodeled and Hit the Jackpot 


With Five-fold Sales Increase 


New fixtures and increased space permit 95 per 
cent of merchandise of South Side Hardware to 
be seen in the open. Improved display methods 
account for 25 per cent of the sales increase. 
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This well-lighted tool display is typical of the store's newly 
remodeled display units which have increased its impulse sales. 





HARDWARE AGE, NOVEMBER 18, 1948 





R IDELING a small 


hardware store into a.larger and 
more attractive plant can pay off 
in more ways than might be ex- 
pected, especially if the remodel- 
ing is combined with good mer- 
chandising methods and aggres- 
sive advertising. So says Andrew 
Kubik, owner of South Side 
Hardware. Michigan City, Ind. 
Since Mr. Kubik bought the busi- 
ness in 1944 he has increased the 
sales volume five-fold and changed 
it from a one man business to one 
employing three full time sales- 
men and five others on a part 
time basis. 

Originally the sales room was 
25 by 35 ft.. and “dark and 
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cramped” as Mr. Kubik puts it. 
Soon after he took over he dou- 
bled the space by adding the store 
next door which had previously 
been used for storage, and a man 
was hired to assist with sales. In 
1947, after involved struggles with 
government building restrictions, 
an addition was built on the rear 
50 ft. wide and 50 ft. deep. This 
provided a sales room with a 50- 
ft. frontage and a depth of 75 ft., 
and a 25 by 50-ft. storeroom in 
the rear. 


Excellent Illumination 


In this space Mr. Kubik in- 
stalled eight 5 by 10-ft. step up 
units, four 5 by 5-ft. step-up coun- 
ters, a center “check-out” counter 
with display cases underneath, a 
5 by 15-ft. plumbing display and 
wall cases and open shelf displays 
down both walls and across the 
back. Fluorescent lights were in- 
stalled throughout and a 50-ft. 
neon sign was mounted in the 
front. “I believe my store is the 
best lighted in the entire state,” 
comments Mr. Kubik, “and it is 
one expense I don’t begrudge.” 
Total cost for the enlarging and 
modernizing was approximately 
$18,000, according to Mr. Kubik. 

An immediate benefit of this 
enlarging and modernization was 
the tremendous increase in the va- 
riety of items offered. An indica- 
tion of this is seen in the inven- 
tory which jumped from $25,000 
to $40,000. There was plenty of 
room now for a “bargain coun- 
ter” to dispose of slow-moving 
items. 

But even more important was 
the fact that 95 per cent of the 
merchandise could be displayed 
where the customer could examine 
it. Previously it had been neces- 
sary to keep all too many items 
in their original boxes so that they 
could be stacked on the shelves, 
which meant that at best only 
about 30 per cent of the store’s 
lines were on open display. Now 
there is plenty of room so that re- 
lated items are displayed together 
to facilitate impulse buying, and to 
assist the customer to serve him- 
self. Mr. Kubik estimates that this 
impulse buying due to his im- 
proved displays has accounted for 
25 per cent of his increased sales. 
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Mr. Kubik has found also that 
his modern, well stocked store at- 
tracts a better class of trade than 
he had before. These people are 
discriminating, but if they like 
something they buy it, and they 
account, in part, for the fact that 
now he sells a larger proportion 
of high profit, luxury items. 


Costs Reduced 


Instead of costs going up in the 
remodeled store, Mr. Kubik has 
found that they have been reduced. 
For one thing sales are about 50 
per cent self service due to the fact 
that the customer can select what 
he wants and bring it to the coun- 
ter. The sales - per - employee 
monthly volume has _ increased 
enormously. Stock checking is 
much faster now and it is easier 
to restock empty shelves as well. 
Increased space has made possible 
labor saving devices such as wire 
and rope measuring machines, 
which were impossible in the old, 
cramped store. 

Not only are operating costs 
lower due to increased efficiency 
and the semi self-service set up, 
but the increase in sales volume 
has made it possible for the store 
to lower its prices to the customers 
without effecting the net profit. 
This means a lot in these days of 
increasing price consciousness 
among buyers, and in itself is a 
force that is constantly increasing 
the sales volume of the store. 

But having an attractive, mod- 
ern store with a wide selection of 


_— 


merchandise at reasonable prices 
is not enough to insure success, 
and Mr. Kubik has backed it up 
with an aggressive advertising 
campaign. When the remodeled 
store was opened a grand opening 
sale was held with many items 
priced at near cost. Full page ads 
run for three consecutive days in 
the local papers brought in the 
crowds and resulted in 4000 cus- 
tomers making purchases the first 
week. This campaign was con- 
tinued with quarter and half-page 
ads every two weeks in the local 
papers. These ads described spe- 
cific items and gave their prices. 
The store also co-operates with 
other merchants in full page ads 
that show actual pictures of dis- 
plays and tell something about the 
stores. These ads were effective 
because they showed people what 
a modern store Mr. Kubik has. 


Radio Spots 


In addition to this, the store has 
a radio spot two days each week 
in the winter time. The show is 
held in various restaurants and is 
on the “breakfast club” order. The 
announcer asks questions about 
South Side Hardware. This pro- 
gram not only interests people in 
the store itself, but it also serves 
as a demonstration of the store’s 
merchandise. 

Mr. Kubik enjoys excellent em- 
ployee relations, and with good 
reason. For one thing, in addition 
to their regular salaries the indi- 


(Continued on page 104) 





Step-up units of this type show a maximum of merchandise in a 
minimum space. Price cards are in evidence throughout the store. 
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Church Bulletin Advertising 






Gets Results for Little Cost 


Cronin Hardware has found that this type of 
promotion is always read and also attracts 
a dependable type of repeat customer 


A WOMAN walked 


into the Cronin Hardware, 8725 
W. North Ave., Wauwatosa, Wis., 
a suburb of Milwaukee, and asked 
to see a certain make of refriger- 
ator. 

Irv. Cronin, owner, showed her 
the refrigerator and the woman 
purchased it. She then saw an au- 
tomatic washing machine in oper- 
ation and she bought that. By the 
time she had left the store, she had 
purchased $1,000 worth of appli- 
ances, says Mr. Cronin, with more 
than half of that amount paid in 
cash. 


Bulletin Ad Responsible 


“I saw your ad in the church 
program in our church last Sun- 
day,” she said, “and so I decided 
to come in and buy from a man 
who advertises in that bulletin. 

Mr. Cronin, whose store is lo- 
cated in a neighborhood with 
many large churches, many of 
which have printed church pro- 
grams containing ads, finds that 
this advertising medium is decided- 
ly lucrative when it comes to get- 
ting business. 


Costs Little 


“This type of advertising, cost- 
ing from $3 to $5 per Sunday, 
really brings in the business for us 
on appliances, paints and house- 
wares,” says Mr. Cronin. “Some 
hardware dealers tell me that they 
gave up church program advertis- 
ing years ago. I don’t know why. 
It pays off beautifully for me.” 
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Some of the advertisements used 
in church bulletins. The height 
varies, width is usually 2/2 inches. 





Mr. Cronin also believes that 
most people who receive a church 
program will keep it and take it 
home and that other members of 
the family will pick it up and 
glance through it. 


Concentrated Circulation 


“In fact a church program is 
not thrown away until Monday at 
the earliest in many homes,” says 
Mr. Cronin, “and that gives the 
advertiser a good break, due to 
the large number of readers who 
will see his ads. It is true that 
these church programs do not have 
large circulations. Some are 
printed in lots of 500 or 1000 at 
the most, but it’s a concentrated, 
buying-minded circulation and 
that is what counts.” 

The average church member in 
any church, Mr. Cronin believes, 
is very loyal to the church and to 
merchants who advertise in church 
publications. A case in point is a 
woman who brought in another 
friend from 10 miles distant to the 
Cronin Hardware to buy an elec- 
tric refrigerator and a hot water 
heater, saying, “because I bought a 
refrigerator here and it works fine, 
and this man also advertises in our 
church paper, so he must be a 
good man.” 


Uses Newspaper 


Mr. Cronin also advertises in a 
weekly newspaper which covers 
his area and which has a loyal 
readership. He finds this local ad- 
vertising more effective for him, 
per dollar spent, than advertising 
in metropolitan dailies. 
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This major appliance display is typical of Lawlor'’s windows. 


It's the 


That 


ie-in 


Does 


The Trick 


Displays have real advertising value at Lawlor's 
and windows, interior displays and ads all tie-in 
to feature the same lines at the very same time 


_ are given 


the same advertising value and 
rating as newspaper copy and 
radio time at Lawlor’s Hardware. 
Lincoln, Neb. Lawlor’s has a full 
time advertising manager who i- 
also a display director and super 
vises the building of all of the 
store’s displays. 
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“We rate our windows first,” 
says Tom Vance, advertising man 
ager. “The day we remove a fea- 
tured item from our window sets. 
and from the follow-up displays 
inside the store, sales begin to 
drop. We’ve checked this time 
after time and always with the 
same results.” 

The store has two walk-in en- 


wa 


trances with full plate glass front, 
making seven separate display 
windows. 

When the window displays fea- 
ture appliances, a similar display 
just inside the store also carries 
the same items of merchandise. 
and the department is given special 
display attention. 


Seasonal Leaders 


The majority of displays are 
built around natural seasonal 
leaders. For the home garden 
season the window will carry a 
garden set. Inside the store a 
small floor display will duplicate 
the items shown in the window. 
Then several top-of-the-wall shelf 
displays will also feature hose. 
lawn mowers, hoes and rakes, and 
plant foods. 

While this display combination 
is being featured, the newspape: 
copy and radio scripts boost the 
same seasonal lines. It is a 100 
per cent all-the-way-through tie-up 
and it is getting sales results. 


Advertising Budget 


The total advertising budget at 
Lawlor’s Hardware runs approxi- 
mately one per cent of the gross 
sales total. The breakdown on 
this shows: 

Fifty per cent for newspaper 
display space. From 2 column 3 
inch spaces up to full page spreads 
are used. Thursday nights in the 
city of Lincoln all stores are open. 
Lawlor’s Hardware uses Wednes- 
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days paper for this mid-week 
night opening. It uses Sunday 
paper for Monday’s specials and 
there are always specials on Mon- 
day. 

Twenty-five per cent for radio. 
This all goes for spot announce- 
ments and these tie-in with the 
newspaper display copy and the 
store display leaders. 

Twenty-five per cent for all 
other advertising. There are 12 
large billboards which run $75 
per. month. Manufacturer fur- 
nished folders and dodgers are 
mailed to a large customer’s list 
regularly. 


“More Next Year" 


On the advertising budget, Mr. 
Vance has this to say: “We expect 
to have to spend more for adver- 
tising next year. There is a strong 
increase in competition; money is 
much tighter; and we are having 
a great increase in time sales and 
it takes a lot of advertising to hold 
up time sales in this area.” 

On setting the advertising bud- 
get, one per cent of the previous 
year’s gross sales is used, however 
this is not static and adjustments 
are made in the allowance each 
quarter during the year. All ex- 
penses for displays and the general 
expense of the advertising and dis- 
play department come out of the 
one per cent budget allowance. 

Tom Vance believes in using 
commercial display props and it 
has been his experience that adver- 
tising money used for these is well 
spent. 


Pictures Featured 


Pictures of all types—photo- 
graphs, action shots, scenes, and 
costume pictures framed, and 
posters—all go into displays at 
Lawlor’s Hardware. 

Pictures professionally used not 
only add to the display effect but 
have considerable stopper appeal 
in themselves. Pictures used are 
usually off-center and angled. This 
has the effect of playing down the 
picture and yet at the same time 
giving it the right amount of 
prominence to hold attention. 


It makes no difference whether 
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When windows feature garden goods, inside floor displays as well 
as top ledge displays and department sets tie in with like lines. 


the featured line is wheel goods. 
home work shop lines, or appli- 
ances, merchandise shown is ready 
to operate. Motor bikes are 
mounted and with tanks filled 
ready to run. Washers, electric 
refrigerators and stoves are all 
properly connected. Prospects can 
take washing to Lawlor’s Hard- 
ware and finish it even to the man- 
gle work in the appliance depart- 
ment. 

“It’s important,” Mr. Vance ex- 
plains, “to get people talking about 
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your displays. One of the best 
ways is to have them all working 
sets. fully connected, even to hav- 
ing a demonstrator in the window 
or at the department display. 
“There is no combination that 
pays off in sales so completely as a 
follow through on advertising and 
displays—the window set to a 
similar floor set and to a well ar- 
ranged department. All this with 
the newspaper copy and cuts and 
the radio plugs stress the same 


featured goods.” 














Pictures are used to advantage in working out display effects. 
Top ledge displays are used extensively and with decided success. 
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Light, bright and roomy are the words for this attractive gift and 
housewares department where everything is inviting and easy to see. 


Storage Basement Now Houses 
An Attractive Gift Section 


Ay attractive and 


profitable gift and housewares de- 
partment has been created from a 
former basement storage area at 
the Leach & Thompson, Hardware, 
Spencer, Iowa. 

The store is owned by three 
partners—R. D. Hughes, A. J. 
Duncan and Ann Petersen. A 
wide stairway was built into the 
new basement section which per- 
mits customers to gain access to it 
very easily. Sales of gifts and 
housewares have risen consider- 


The stairway to the basement is 
wide and the sign above the rail 
tells what there is downstairs. 
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Leach & Thompson Hardware has transformed 
an unsightly catch-all into a smart, modern, 
roomy department that appeals to the ladies 


VISIT. OUR Basi min, 


ttf 
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MORE AND MORE PAINTERS ARE 
BUYING NYLON-BRISTLED BRUSHES 


FOR MY MONEY, YOU CAN'T 
BEAT A “NYLON” FOR BRICK, 
CONCRETE AND STUCCO 













OKAY! BUT 1 SAY THERE'S 
NOTHING LIKE NYLON BRISTLES 

FOR FINE DETAIL 
AND SMOOTH INTERIORS! 










EVERY JOB CAN BE A 
TOP-QUALITY JOB WITH 








NYLON REALLY HOLDS PAINT NYLON LAYS IT ON S-M-O-0O-T-H NYLON BRISTLES LAST FAR LONGER 

Nylon bristles ot various lengths can be blended Each nylon bristle is tapered and sanded to a fine Nylon-bristled brushes continue on the job long 
and sanded to hold paint as well as or better than tip, to control the smoothness of the painted sur- after others have failed. Wear-test machine above 
any others. Above, brushes with nylon bristles and face. In the test above, identical surfaces were imitates painter's stroke. At the start, both nylon 
pure animal bristles of equal dry weight were dip- painted with a nylon-bristled brush and an animal- bristles and natural bristles were of equal length. 
ped to same depth in paint. Weighing after simu!- bristled brush. The magnified view shows that But after one million strokes, the nylon bristles 
taneous removal showed nylon holds more paint! nylon bristles lay down a smoother, finer coat! showed less than one-fifth the wear! 


Are YOU cashing in on this big demand ? 


DU PONT 


N Y LO N ~ R ST LE S You can send your brush sales soar- the words NYLON BRISTLES 

ing—by telling your customers the | stamped clearly on the brush handle. 

real facts about nylon-bristled Because there’s no substitute for ny- 

| brushes. Because everyone wants a lon! That’s been proved on the job 

f better brush that costs no more. And —over and over again. That’s why 

in service and savings, well-made demand is big . . . and getting bigger 
REGUS. pat.OrF nylon-bristled brushes outperform all the time! 

BETTER THINGS FOR BETTER LIVING any other brush on the market! E. I. du Pont de Nemours & Co. 

. THROUGH CHEMISTRY But—be sure you carry genuine (Inc.), Plastics Department, Room 





rvlon-bristled brushes. Look for 2911, Arlington, New Jersey. 
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This corner is devoted to gifts and it's a spot the ladies like. 


ably in the new department, due to 
a larger stock, better display and 
salesmanship. A saleswoman is in 
charge of this new basement sec- 
tion and she proves very helpful 
to local and rural housewives in 
making their purchases. 

Sidewall sections in the new de- 
partment are well lighted and glass 
shelving is used throughout. Light- 
colored backgrounds and ceiling, 
absolute neatness and good stock 


make this basement section one 
which women like to visit. As word 
has been passed around among 
women customers since this sec- 
tion was opened last year, traffic 
has continued to mount as more 
and more women from near and 
far find their way here. 

The department is adequately 
advertised on the first floor and 
also in one window where a large 
permanent sign reads as follows: 





Remodeled and Hit the Jackpot 
With Five-Fold Sales Increase 


(Continued from page 98) 


viduals share in the net profits at 
the end of the year. This is much 
better than a commission on sales. 
Mr. Kubik believes, because it 
eliminates competition and bad 
feeling among the salespeople, and 
because it increases their interest 
in watching for loss through leaks 
and other profit reducers. The 
store also carries an annuity for 
each employee that he can cash in 
after 10 years for $2,000, or which 
he can carry himself after that 
time to insure himself an income 
of $40 a month for life after the 
age of 60. Regular meetings are 
held where new items are dis- 
cussed so that the salesman can 
talk about it intelligently with the 
customer. This not only improves 
service, but it also gives the man a 
feeling of greater satisfaction. 
Customers are encouraged to 
come in and browse, and Mr. 
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Kubik tolerates no high pressure 
selling. “We have an attractive 
store with a good variety of plain- 
ly marked merchandise that can 
sell itself,” he says. “We can help 


“Shop in our basement housewares 
department. Ceramics, pottery, 
glassware, small electric appli- 
ances. 

From the street, passersby can 
also look into the store and see a 
sign on the basement stairway 
which reads as follows: “Visit ow 
basement—Gifts—Pottery—China 

Housewares.” 

Spencer, with a population of 
6599, is known as one of the best 
cities in lowa as far as trading 
conditions are concerned. Located 
in the heart of a fine corn produc- 
ing region, it is host to many 
farmers. Saturday night is shop- 
ping night in this town, with most 
stores remaining open until 11 p.m. 
to take care of the large crowds of 
rural folks who want to look and 
to buy. Visitors from other sec- 
tions of the country who have been 
in Spencer on Saturday night 
when the stores are open, say they 
have never seen such rural crowds 
anywhere. 

Crowds like this are a tribute 
to Leach & Thompson Hardware 
and other progressive firms which 
carry large stocks of merchandise 
customers want and who give good 
service. 


it to sell itself, but we don’t want 
to sell somebody something they 
don’t really want,” he explains. As 
a result, the people are coming in 
and making their own selections 
with perhaps a few questions and 
the correctness of Mr. Kubik’s 
sales technique is proved every day 
in the cash register. 





Decals, Departmentalization and 
Training—Three Aids to Sales 


(Continued from page 86) 


letin comes out each season before 
vacation time. Cost on these price 
lists and bulletins is small—results 
in increased sales are large. 


Tells the Story 


“And to get the overall picture,” 
Mr. Drew says, “you must remem- 
ber that when you buy some camp- 
ing equipment from our sporting 
goods department, the stove or 
light or chair will carry our own 


decal, telling everyone who exam- 
ines it that it was purchased at 
Drew’s.” 

Mr. Drew believes that his trio 
—having merchandise marked 
with the store’s decal; having reg- 
ular sales meetings and training 
salesmen; and operating under a 
strict department setup, is the 
answer to a smooth running or- 
ganization which is marking up a 
steady and ever-increasing sales 
volume. 
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In 1869 the driving of a golden spike united 
che Union Pacific and Central Pacific Railroads... 
joined our eastern and western coasts. 


In the same year Thomas Edison patented an 
automatic electrical voting machine. The Indian 
Wars officially ended. Popular songs were “Shoo 
Fly, Don’t Bother Me,” “The Little Brown Jug,” and 
Up in a Balloon.” 


And—in 1869 David Raund founded the chain 
making organization which today operates factories 
in six U. S. cities . .. whose products are sold b 
hardware dealers throughout the world. 


David Round learned his trade as an apprentice 
at his father’s hand forged chain plant in Stafford 
shire, England. A master craftsman, he demanded 


CLE VELAND [([HAIN 





the utmost in fine workmanship . . . refused to com 
promise with quality. His insistence upon perfec THE CLEVELAND CHAIN &MFG co 
tion, continued through three subsequent genera- Cleveland 5, Ohio 


tions of the Round family, forms the basis for today’s 






e 
Da Associate Companies: David Round & Sons, Cleve 


hig uality st< “ »f Clevel: ‘hai i Certified ®& land 5, Ohio * The Bridgeport Chain & Mfg. Co., 
gh quality standards of Cleveland Chain. It is one CHAIN INSTITUTE ee eens ee Ge alae ce 
of the reasons why there is greater security and fp Seattle 8, Wash. * Round Californja Chain Co 
Member LE So. San Francisco and Los Angeles 54, California 

certain customer satisfaction in every Cleveland link “®oocc” Woodhouse Chain Works, Trenton 7, New Jersey 


Pél 


Since a > a) 1869 


Sue soune 





LIBERTY LIBERTY BUCKEYE 
ae) MACHINE ; PATTERN 
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They Came, They Saw and Were Conquered 


(Continued from page 84) 


of the store has been vastly 
changed, the company is contin- 
uing the same service and integrity 
and emphasis on quality merchan- 
that has characterized it 
throughout its 53 years. 


dise 


Founded in 1895 


August C. Stroot founded the 
business in 1895, From the begin- 
ning it made progress because it 
was based on a policy of selling 
only quality merchandise and al- 
ways offering the utmost in value. 
Those policies led to the first ex- 
pansion in 1905 and again earlier 
this year. 

For this latest evidence (the new 
of the Stroot ability to 
progress from the old to the new 
in merchandising, a three-day an- 
niversary and open house event 
was staged and appropriately her- 
alded in full-page newspaper ad 
space. The ads stressed customer 
comfort and shopping convenience 


store) 


and showed pictures of the new 
store. They also reproduced pic- 
tures of the founder and his two 
sons, Al C. Stroot, president, and 
August R. Stroot, secretary-trea- 
surer. 

The public was invited to attend 
(and 6,000 did) the Gala Open 
House and the invitation offered 
free souvenirs. The Stroot’s made 
a point of letting everyone know 
that no merchandise would be sold 
the evening of the event. They also 
played up the firm’s own parking 
lot and nearby-parking facilities. 


Power Tool Displays 
Attract the Farmers 


OWER tools get prominent win- 

dow display at the West Salem 
Hardware, West Salem, Wis., and 
numerous farmers purchase this 
type of equipment. About 75 per 
cent of the firm’s business is with 
farmers, many of whom are set- 
ting up service and homecraft 





This window display helps 
to remind farmers of what 
they need in power tools. 


shops in order to repair equip- 


ment for the farm. 


The store also has sizable in- 


terior displays of hand and power 


tools, around which farmers like 


to congregate. 
heart of West 
the store’s windows get plenty of 
attention from the farm traffic. 


downtown 












2300 EAST DOUGLAS 


be 
BE 


DEALERSHIPS AVAILABLE NOW 


Write or Telephone for Details 


“ADVANCE FURNACE COMPANY 


of this business. 


(above, left) High efficiency Cozy 
floor furnace available in five 
sizes, 25,000 to 75,000 BTU input 
rating. (below, right) Cozy Duo- 
Wall type, three models available 
in 37,500 to 62,500 BTU input. 


. WICHITA, KANSAS 


HARDWARE AGE, 


COZY 


Fast Turn-over.. Lig Profit 


_ Backed by 20 years of successful performance and 
our inflexible 10-year guarantee on the heating 
unit, dealers are selling thousands of units every 
month. If you are located where any type of gas 
is available for fuel, you should be getting a share 





ASK FOR DESCRIPTIVE LITERATURE 





NOVEMBER 18, 


Located in the 
Salem, 





GAS & L/P GAS | 
FLOOR & DUO 
FURNACES 





H | 
_— ARDWARK 





THE WORLD'S GREATEST 


CK 7 7 ae 












e 
sit Here is the most sensational reel item 
in years! Packed with selling features 
truly amazing for the price! Packed 
with dollar value you and your 
customers will recognize instantly! 


It’s built right, priced right, destined 
for enthusiastic acceptance everywhere. 
A sure-fire success for you . . . order 
from your jobber right now. 


aan 
GREATEST $5 VALUE ON THE MARKET! 


ALL-METAL design, lightweight, durable ! 


Famous Ocean City Smoothkaster control to 
‘ prevent backlash! 

OCEAN CITY MFG. CO. Oilite self-lubricating bearings ! 
A & Somerset Sts., Philadelphia 34, Pa. Simplified take-down construction! 
Lightweight, speedy spoo! with cork arbor, alumi- 
num flanges! 
OCEAN CITY « MONTAGUE Everything your customers would expect in a 
higher-priced reel ! 
Line Capacity: 100 yds.—15 Ib. test silk or nylon. 
List Price $5.00 


A great new addition to the most com- 
plete line of rods and reels in America. 




















HARDWARE AGE, NOVEMBER 18, 1948 107 


, 1948 











The right side of the store looking 
toward the rear. Toys are at the 
front, paints farther back and gar- 
den tools and tires at the rear. 





People Like to 


McCarthy-Sparling, Inc., is on Bellevue Shopping 
Square, a decentralized store area, and attracts 
customers from downtown Seattle, 15 miles away 


Ay informal  four- 


man partnership formed in the ser- 
vice during the war, has since been 
formally cemented in the retail 
hardware firm of McCarthy-Spar- 
ling, Inc., Bellevue, Wash. On all 
counts, the association must be 
considered a highly profitable one, 
as gross sales by comparison with 
the first year of operation in 1946, 
have increased to double their for- 
mer figure. 
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The four owners, Jack Mc- 
Carthy, “Chuck” Sparling, Fred 
Stutfield, and Ty Miller, served to- 
gether in the U. S. Army Signal 
Corps, Alaska Communication 
System, and it was there that plans 
were first made for the present 
business association. Messrs. Mc- 
Carthy and Sparling were dis- 
charged first, and started the ven- 
ture in January, 1946, as auto sup- 
ply franchise dealers, which con- 
nection was later abandoned in fa- 


vor of their present independent 
status as hardware dealers, Stut- 
field and Miller also joined the 
firm following their release from 
the service. 

The reasons for the relatively 
rapid development of their busi- 
ness into a successful hardware 
operation in less than three years’ 
time, the owners believe. may be 
summarized as follows: 


Reasons for Success 


1. Location in the Bellevue 
Shopping Square, the first large- 
scale “decentralized” shopping dis- 
trict to be established in western 
Washington. 

2. Modern and attractive store 
front and interior with merchan- 
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Housewares are seen 
at the front on the 
left side. Sporting 
goods and tires are 
at the store rear. 


o | Buy on the Square 











dent dise on open, self-service display 
Stut- fixtures. 
the 3. A wide variety of general 
from and special hardware items, and 
special services. 
ively 
busi- . 
eat Drawing Power 
ears. The drawing power of a decen- 
y be tralized shopping district such as 
the Bellevue Shopping Square is 
pointed up by the extremely wide 
area of coverage which stores on 
the Square enjoy. The small com- 
levue munity of Bellevue already had a 
arge- business district of sufficient size 
s dis- to meet the needs of local resi- 
stern dents; yet the Square was located 
less than a mile away on land ad- 
ot go Join. goal sit ll The appliance department at the left rear of the store gives the 
. b } owners an opportunity of going into details without interruption. 
1948 HARDWARE AGE, NOVEMBER 18, 1948 109 , 





a 


The right front side of the store showing a display of oil heating 





equipment. These and other appliances represent 20 per cent of volume. 


of the retail businesses which were 
established there has prospered 
along with the already established 
businesses in the town of Bellevue 
itself——is due solely to the fact that 
the complete shopping facilities 
afforded draw customers regularly 
from points as far as 50 miles 
away. In addition, a considerable 
proportion of Bellevue shoppers 
come from Seattle, in numbers 
varying from 15 to 35 per cent of 
the total of all traffic in different 
retail stores. McCarthy-Sparling. 
Inc., estimates its share of Seattle 
trade at approximately 20 per cent 
of the total for the Square. 

Though Seattle is 15 miles dis- 
tant, the percentage is significant 
in view of the 25-cent toll each 
way for a car and driver, which 
Seattle shoppers must pay to cross 
the Lake Washington Floating 
Bridge and because the complete 
shopping facilities of downtown 
Seattle. When the toll is lifted a 
year or so from now, the influx 
of Seattle shoppers is expected to 
increase. 

The principal attraction of the 
Square is the completeness and va- 
riety of its shopping services. To 
date, more than 30 different enter- 
prises offer a variety of merchan- 
dise and services equivalent to 
that which could be found only by 
an arduous and exhausting shop- 
ping tour in Seattle’s downtown 
area. At Bellevue, these are avail- 
able by simply driving up to the 
door of the firm the customer wish- 


110 


es to patronize. Angle parking meters, is provided. Six blocks of 


space for everyone, with room for protected sidewalks enable visitors 


1,000 parked cars, and no parking (Continued on page 116) 








” a Tenet tend sow the sangpttioves vem, Tel probity aay 
Re ao oat serie. 






Ea etleal 
FOU Lhe CAE DURELTLY 15 FRONT OF THE STORES 





rece ees, a 
Copy of an ad which ran in the Seattle Times shortly after the Square 


first opened for business. This type of group advertising helped ac- 
quaint Seattle residents with the shopping facilities of the district. 
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Meet your prospects HALFWAY! 


s of 
tors 





Most of your best prospects are listed in the alphabetical 
section of your telephone directory (the white pages). 


Are you meeting these prospects...when they turn to 





the ‘yellow pages’ (classified section)? Every day, many 
thousands of telephone subscribers refer to the ‘yellow 
pages’ for the buying information they want. 


When you use the ‘yellow pages’ to tell your community 
about your business—what merchandise and advertised 
products you sell, what services you offer—you’'ll find the 
‘yellow pages’ of your telephone directory ideal for meeting 
prospects face-to-face ... for turning more prospects into 
customers. 





uare 
ac- 


ict. For further information, call your local telephone business office: 
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How to 
Stimulate Sales 


N his outline of methods of stimulating sales, Mr. 

Munroe points out that in any business .. . 
“products must be so distributed as to reach (the 
ultimate consumer) at lowest possible costs.” 
Urges distributors to stock best items in various 
lines handled—whether new or older lines—to 
seek new customers and to build greater volume 

among older customers. 


By DON MUNROE* 
Sales Manager 
Thompson & Co., 
Oakmont, Pa. 





DON MUNROE 


F.. the last six or 


seven years all of us and every 
one of you men in this room 
today—have been purchasing 
agents—fighting to buy enough 
things of any type to supply the 





*An address delivered before the 


Natienal Assn. of Sheet Metal Distribu- 
tors during the annual convention of the 
American Hardware Manufacturers 
Assn. and the National Wholesale Hard- 
ware Assn., Atlantic City, N. J., Oct. 
19, 1948. 
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demands of our customers who 
would buy anything we could 
find to sell. This easy business 
never caused us to think of sales 
or sales stimulation and made 
us all experts in allocation rather 
than in sales. That situation 
save in a few lines is gone and 
we really have a sales problem 
at hand. 

What we can now do to stimu- 
late sales will be in large part 
the measure of our success in 


the next five years. Let us look 
then at the component parts 
which constitute these sales. 
They are: 

(1) Merchandise — or what 
you sell to your customers. 

(2) The Market—to whom 
you sell—in other words, your 
customers. 

(3) How you sell it—methods, 
salaries, territories and office 
routine. 

(4) Who sells it for you— 
your sales force or the men. 

In each of these salient divi- 
sions some sales stimulus or im- 
provement is not only possible 
but necessary if you are to in- 
crease your volume or even hold 
your present sales totals. 


Quality Essential 


As to the thing you sell—your 
merchandise—it is almost too 
elementary to mention that qual- 
ity and a return to your prewar 
search for the best articles in 
each field is necessary. For too 
long now all buyers have paid 
too little attention to quality. It 
has been too easy to make a 
quick profit on substitute items 
because all of us have been will- 
ing to accept items on a basis of 
availability rather than on a 
strict quality basis which means 
that we have sold this same rela- 
tively inferior product to our 
customers. 

A return to insisting on the 
best items in your line will start 
you on the right track to in- 
crease sales. Some startling sales 
stimulus or increase may be ob- 
tained by taking on quality lines 
not previously stocked in your 
warehouse. Meanwhile he must 
continue his pressure on re- 
establishing his other items to 
high quality standards and thus 
he is stimulating sales from the 
basic standpoint of merchandise, 
the best place to start. 

Assuming then that you dis- 
tributors have now done all you 
can in respect to building sales 
by better merchandise, how then 
about increasing them where 
you sell? Many of us have broad- 
ened our line to include many 
items not ordinarily associated 
with sheet metal distribution 
and in this we are to be con- 
gratulated because we are in an 
inventory position to stimulate 
sales but we have not done much 
about broadening the market or 
acceptance of our distributing 
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MORE of them than ever before 
\\ —every one real 


PENNSYLVANIA QUALITY 


@ Get ready NOW for your 1949 lawn mower season. 
Your jobber can supply you with PENNSYLVANIA QUALITY 
MowERS—as many of them as you need—for your good cus- 
tomers who want the best. 

The Pennsylvania standard line of mowers includes 
the following: 





Great American * Pennsylvania Jr. 
Meteor * Pennsylvania Power Mower 
Penna-Lawn 
Pennsylvania Trimmer and Edger 


‘‘PENNSYLVANIA QUALITY’’—as always—means de- 
pendable grass cutting, easy operation, long life and simple 
adjustment and service. In short, it means customer satis- 
faction. 






PENNSYLVANIA SERVICE 


To simplify your service problem, Pennsylvania 
offers a complete Replacement Parts Catalog. 
A copy of this will be sent you free of charge 
on request. 


pants UST 





Place your order with your jobber 
—SOON! 


PENNSYLVANIA 


QUALITY LAWNMOWERS SINCE 1877 


PENNSYLVANIA LAWN MOWER DIVISION AECO 
AMERICAN CHAIN & CABLE 
Bridgeport, Conn. © Camden, N. J. 4 











Great American 







The all-time favor- 
ite—the largest 
selling quality 
mower—the one 
that made the 
Pennsylvania 
name famous. 


Pennsyivania Jr 


A super-quality 
hand mower— 
made to cut the 
finest or the tough- 
est grass. Train of 
3 cut gears on both 
sides gives great 
driving power. 


The favorite with 
those who have 
fine grass and a 
smooth lawn. Avail- 
able with 7 blades 
for bent and other 
fine grasses. 


This new medium- 
priced mower will 
be a really popu- 
lar model. It is an 
all ‘round mower 
with typical Penn- 
sylvania grass-cut- 
ting quality—easy 
to operate and to 
service. 





A popular time-and-work-sav- 
ing tool—Pennsylvania qual- 
ity throughout. The trimmer 
has a 6” width of cut. The 
edger is a steel disc with a 


small plow. 













Mowe 


Now offered in 18” and 21” 
widths. % H.P. motor with 
Push-Pull control of car- 
buretor and clutch. 
Typical Pennsyl- 
vania grass-cut- 
ting quality, 
plus a de- 
pendable 
power 
unit. 









Theyre going to buy them 
somewhere... why not 
from you! _ 


Merchandise 
Advertise 
Sell 


VIGORO,* EndoPest and EndoWeed 
for more $$$$! 


It’s not too early to plan your 
1949 garden department busi- 
ness. Place your order NOW 
for Vigoro, “the best-known 
name in the gardening field.” 
And be sure to include an or- 
der for EndoPest and Endo- 
Weed—the 2 Vigoro -ccom- 
panion gardening aids. Dis- 
play them prominently. Mer- 
chandise and advertise them 
to your customers. You'll 
make 3 sales .. . 3 profits plus 
customer good will. 






*Vigoro is the trade- 
mark for Swift & Com- 
pany's complete, bal- 
anced plant food. 





A MMODUCT OF SwuT 






Presented by 
SWIFT & CO. 
Plant Food Divi- 


sion, U.S. Yards, 
Chicago 9, Ill. 
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service in the channels where 
many of these new articles are 
used in volume. I strongly sus- 
pect that many of us just don’t 
study our markets well enough 
to sense where the traditional 
end use which consumed our 
product through us for many 
years is being replaced by other 
methods. 

In this as any other business 
the real customer is really the 
home owner—or factory plant 
owner—the public—and_prod- 
ucts must be so distributed as to 
reach him at lowest possible 
costs. 

Another new market is the 
farm market where more build- 
ing materials are bought for 
self-application than in = any 
other market. You have compe- 
tition in this market in the form 
of the co-ops but it can increase 
sales for the jobber who thinks 
out a way to sell in it. 


Two Other Potentials 


Two other market potentiais 
are the large industrial plant 
with its own sheet metal shop 
and the large hardware and lum- 
ber or building material jobber. 

In stimulating these sales to a 
broader market we hark back to 
our first basic phase—the prod- 
uct. More stimulus can be gained 
in this broad market by stocking 
the products the market needs. 
If then we get the merchandise 
the trade needs and we try to 
sell it to the broadest market we 
get a double barreled sales stim- 
ulus. 

Assuming, a satisfactory or- 
ganization of steps one and two, 
we come to step No. 3—our 
methods. In this category comes 
hiring, training and supervising 
men—evaluating their perform- 
ance and keeping them working 
for the best mutual advantage. 
Sales stimulation in this field 
can be best accomplished by giv- 
ing your salesmen a chance to 
know when he is doing well—to 
pay him on some basis so that 
as he sells more profitable items 
and in larger volume, he is paid 
more money and in addition to 
cover the second phase or mar- 
kets, it might be wise to con- 
sider paving him some bonus on 
new items sold to new customers 
or classes of customers. Infinite 
progress can be made in any 
business on method and we don’t 
propose to prolong this discus- 


sion other than to say very littl 
thought on your part can pro- 
duce outstanding results in this 
field. 

Suppose you want to increas 
your sales in respect to mer- 
chandise to sell more tools, for 
example—your method of ap 
proach will answer whether you 
are successful or not. Assuming 
you have the quality merchan- 
dise and know the market, if 
you don’t use the right or at 
least a right method to tell the 
market about it you won’t sell it 
Here is where you have to con- 
sider a bonus for sales to new 
customers (if the market 
new) or bonus on sales of new 
items (if the item is new). The 
bonus need not be an increase in 
basic pay for the salesmen but 
it can be an extra compensation 
for the initial introductory pe 
riod. You have to supplement 
this bonus approach with proper 
use of advertising given you by) 
the manufacturer. 

Another improvement in an) 
sales increase can come through 
greater use of the telephone to 
supplement your salesmen’s calls 
A well trained office force han- 
dling inquiries and custome) 
calls is only part of the maxi- 
mum use of proper method 
think how much this office force 
could do if it also began to call 
customers about new products, 
delayed delivery or other perti- 
nent data to build sales. Method 
then is the means employed to 
take the greatest volume ot 
quality merchandise and distrib- 
ute it to the broadest possible 
market. 


How Will You Do It? 


The last phase I have set up 
is the most important of all, 
your men. How are you going 
to stimulate them? Now to stim- 
ulate your men—most important 

—keep ’em excited, enthused 
interested. That is heresy to 
many of you but think for a 
minute, most people are seldom 
animated or stirred up, but they 
love it—they pay money for 
seats at shows, fights, baseba!! 
and football games. 

It has been amazing to me how 
sometimes a man will work ai! 
day in a lack-luster, lackadaisical 
manner as though he were all 
worn out and then go out and 
play a game of tennis, golf or 
mush-ball as though his very lif¢ 
depended on it. He’ll put more 
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effort into that game than he 
put in his whole day’s work, yet 
he calls it play or fun. Therein 
lies the key to stimulating sales. 
Anything that gives him at his 
job the same excitement or en- 
thusiasm he displays playing 
mush-ball will stimulate his and 
your sales. 

Now before he learned to play 
any game someone taught him 
the rules and rudiments of the 
game. So, too, must he be taught 
basic elementary rules of selling. 
You don’t learn to play golf by 
reading a book. Many of the best 
golfers today were: once caddies 
who watched, observed and prac- 
ticed until they became profi- 
cient at the game. 


Teach By Your Methods 


So your man who sells must 
be taught by your’ methods 
which we assume you all do but 
there is another way to accom- 
plish this painlessly and without 
expense to you. It has been neg- 
lected for almost 10 years be- 
cause it wasn’t necessary but it 
is now necessary for two obvi- 
ous reasons. 

The first is that you have new 
men and the second that you 
have new or improved products 
unfamiliar even to your old men. 
The answer to this painless 
training is the same as the an- 
swer to your products—the man- 
ufacturer. Use his men. In fact, 
insist he let his men work with 
your men—he will do it to in- 
crease his sales through your 
warehouse and after all that’s 
the only reason you carry his 
line—to sell it. 

The manufacturer’s salesman 
is the greatest stimulant to your 
sales force in changing them 
from order takers to salesmen. 
Picture, if you can, your man 
with many hundreds of items to 
sell calling on his trade every 
month and finally getting so that 
he thinks he knows what they 
need to the point that he seldom 
tells them about new or different 
items he has to sell. Don’t tell 
me it doesn’t happen. I’ve seen 
too many salesmen of all types. 

Your men will also uncon- 
sciously put their best foot for- 
ward when the factory man is 
with them. Every call will be an 
important one and receive the 
best sales approach they have. It 
has been proven too often to be 
debatable that this type of sell- 
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ing pays dividends and when you 
figure that it costs you not one 
penny extra it seems obvious 
that here is a very real and easy 
way to help train your men and 
to excite them to perform better 
every day. 


Check on Them 


Having partially trained your 
men by using the knowledge 
passed on to them by factory 
representatives it is wise to use 
your methods to check on your 
various men and train them how 
to use their time most effec- 
tively. At one of the spring meet- 
ings in Columbus, Ohio, we were 
fortunate to hear a discussion 
by Ohio State University on 
sales efficiency in which they 
found the best salesmen made 
longer productive calls—waited 
less time to be seen, mentioned 
more new items and demon- 
strated more items, all of which 
produced larger sales for him. 

Your methods of call reports, 
time sheets and expense reports 
must enable you to have some 
insight into this phase of your 
men’s work and thus permit you 
to help them in the phase of it 
where they show the greatest 
inaptitude. This can stimulate 
sales in exactly the degree as 
you are able to use it, no more, 
no less—it is up to you. 


Today's Doctrine 


It seems to me that a group 
such as this, where there are all 
age groups represented, might 
very well overlook a phase of 
training that is very important. 
That is attention to every detail 
of the sale, product, price, deliv- 
ery, terms, credit, use, report to 
the office, realization by the 
salesman of his part in the pro- 
duction of the sale and resulting 
profit. He has to feel he belongs 
and is connected to the profit, 
but he has to realize the office 
has to know everything he said 
to his customer that will or could 
affect the way the office, by its 
methods, will talk to that cus- 
tomer. Years ago these things 
were important in business and 
were better observed than they 
are today, which is a criticism 
not of these qualities but of our 
ability to teach them. A doctrine 
of “How easy” has replaced the 
old doctrine of “How well.” 

If we are to have salesmen 
who believe in the fact of prog- 






ATES COUTTS 
make a 
Bee Line 
for the 


CLEMSON 





The brilliant yellow Clemson 
Lawn Machine (Model E-17) 
commands attention — gets first 
crack at quality-conscious custom- 
ers everywhere — and no wonder. 
The "Clemson offers these years- 
ahead features for easier, faster 
grass cutting: light weight... 
wider swath (17 inches) ...simple 
reel and cutting height adjust- 
ment ... non-scuffing 3-section 
rollers . . . large” semi-pneumatic 
rubber tires... hand clipper 
bracket on handle . . . strong han- 
dle takes rough maneuvering .. . 
steel dust covers protect gears and 
bearings . . . many more, plus 
quality construction backed by 
the reputation of the name, 
Clemson Bros., Inc.! And remem- 
ber, effective national magazine 
and local newspaper advertising 
blankets your market! 

ORDER EARLY — DISPLAY EARLY FOR FAST PROFITS! 
The Clemson Lawe Machine Is A Fair Traded Product 


Sold exclusively through wholesale dis- 
tributors to retail channels by the makers 
of world-famous Star hack saw blades, 
frames, bond sow blades 


TLENSON BADS ANC. 


Widaletown, VA. USS 
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SUNSET LINES 


“America's Finest Fishing Lines’ 











Representatives 

ED. W. SIMON CO., 320 Broadway, 
New York 7, N.Y. 
JOHN W. BENTLEY, 222 W. Adams 
Street, Chicago 6, Ill. 


M. D. CHALKLEY, 706 Gettings St., 
Suffolk, Virginia 
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To boost your sales — these 4 Samson products are now packaged in colorful counter dis- 
play cartons. The Spot Cord, Samson Small Lines and Tite-Rope merchandiser displays are 
new. The Whale Clothes Line container is already a money-making friend of yours. For extra 


profits display all four. 


SPOT CORD 


Known since 1893 as 
the most durable sash 
cord made. Solid 
braided cotton, extra 
quality. 12 50 foot 
hanks in display 
container. 


SPOT CORD 





SAMSON 
SMALL LINES 


Solid braided white 
cotton, glazed finish. 
48 foot hanks, sev- 
eral connected in one 
length. 12 hanks in 
display box. 

Catalog and Samples on request. 





SAMSON CORDAGE WORKS, Boston 10, Mass. 
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These 4 Sam 
Now Packaged 


son Products 


TITE-ROPE 
Clothes Line 


Strong wire line with 
extra durable pro- 
tective plastic cover- 
ing. Strength over 
500 pounds. Stretch- 
less. Clean. 12 50- 
foot hanks in display 
carton. 


WHALE 
Clothes Line 


Solid Braided Cot- 
ton. Individually pack- 
aged in brightly 
printed transparent 
wrap. 50 foot hanks, 
two connected. Con- 
tainer holds 12 hanks. 


For Display 










CLOTHES LINE 





ress through their own labors it 
is up to those of us in business 
to teach them—no one else will 
do it for us. So let’s resolve that 
it is our duty to them as Ameri- 
cans to train them as our fathers 
and grandfathers trained us in 
that every man does a day’s 
work for a day’s wages—saves 
and serves—builds his business 
on his and his company’s integ- 
rity. These are so obvious we 
forget -that they aren’t talked 
about any more. In _ teaching 
them we build better Americans 
and stimulate sales. 


- Train Them First 


So to stimulate sales through 
our men let’s train them first by 
using the sales training afforded 
by our suppliers and manufac- 
turers. Second, show them how 
to make their calls more effective 
and third, to make them enthu- 
siastic in their work so as to do 
it carefully, on the old proven 
fundamental truths which built 
business in this country. 


People Like to Buy 
On the Square 


(Continued from page 110 


to window shop even in rainy 
weather. The latest trends in archi- 
tecture embodied in the design of 
the shops also draw visitors from 
many distant points. 

Like other stores on the Square, 
McCarthy-Sparling was designed 
so that the entire interior of the 
store may be easily seen from the 
street. This called for low sill. 
backless windows, a well lighted 
interior, and low island displays 
with all merchandise on_ the 
islands kept well below eye level. 


The Store Front 


The exterior of the store is in 
line with the general architectural 
scheme of the project, hardware in 
large and prominent leiters across 
the front of the building above the 
marquee. Originally, the firm 
name was featured prominently 
but the owners discovered that 
they were losing some business 
due to lack of quick identification 
of the store type by potential cus- 
tomers. The new sign has done 
them as much good as any other 
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single promotional device, they 
believe. 

One of their most profitable de- 
partments, and one which ac- 
counts for approximately 20 per 
cent of their sales volume, is the 
tire and automobile accessory sec- 
tion. Like paints, this is something 
which customers come in specifi- 
cally to buy. Consequently, it is 
located at the rear of the store to 
draw traffic past other displays. A 
service angle here which has 
helped promote sales of both truck 
and auto tires, has been the instal- 
lation in the firm’s pick-up truck 
of a compressor for the purpose of 
servicing tire customers away 
from the store. This is particu- 
larly useful for truck tire changes 
for the farmers in their area, and 
enables them to drive right out to 
the farm and install the new tires 
on the spot. This service usually 
results in passenger car tire sales 
to the same farmer later on. 


Service Aids Sales 


Facilities for changing tires at 
the store. are housed in a small 
protected service area at the rear 
of the store. Since that is a service 
few customers care to do for them- 
selves, it results in a good many 
on-the-spot sales which would not 
otherwise be made. 

Another service which has more 
than paid its way in increased 
store traffic is the authorized Rail- 
way Express Agency in Bellevue 
which they operate. Though the 
time and work involved reduce the 
profit margin on this to virtually 
zero, the fee. which covers labor 
costs, makes it a self-supporting 
promotion. 


Sponsor Local Teams 


An additional service which has 
helped to promote new business 
from the more immediate area. has 
been sponsorship of the town’s 
basketball and baseball teams and 
two bowling teams. Though this 
can run into some expense in the 
matter of uniforms and other out- 
lays, it has been well worth the ex- 
penditure as “institutional” adver- 
tising. All four owners are also 
active in local community clubs 
and events. . 
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Over 10,000 dealers can’t be wrong— 
and they’re saying that Chromtrim’s 
“Trim-it-Yourself” floor merchandiser 
is one of the biggest moneymakers 
they've ever had in their stores! 


Compact, elliptically-shcped — covering 
only 24” x 16” of flocr spcce — its four 
full-color illustrations show Chromtrim’s 
many uses. The eye catching appeal of 
the Chromtrim girl will create extra sales 
and extra store traffic almost the moment 
it’s installed in your store. 


Homemakers from coast-to-coast are get- 
ting the Chromtrim habit. Through Chrom- 
trim’s powerful advertising and promo- 
tion campaign, they've found that mod- 
ernizing and remodeling is easy and 
economical too when they ao it them- 
selves the Chromtrim way. 


Dealers prove there’s quicker turnover 
and easier profit in selling Chromtrim 
metal mouldings. 


R. D. WERNER COMPANY, INC. 


295 Fifth Avenue, New York City 16, N. Y. 
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CHROMTRIM 
8/60 DEAL 


only $59.50 


Ten 6 ft. lengths each 
of 8 different Chromtrim 
metal mouldings—ready 
wrapped for quicker 
purchasing. PLUS: 


1. The Chromtrim 
“Silent Salesman 
8 tube stock dispens- 
ing unit 

2. Eight metal snap-on 
holders with retail 
price tags 

3. Metal dispensing 
tray and supply of 
nails. 

Supply of 100 con- 
sumer instruction 
folders. 

5. Free copy of Chrom- 
trim’s ‘Trim ideas” 
and remodeling proj- 
ects 

6. Three-color counter 
display card, 11" x 
14” 


7. Full-color life size 
window display of 
the ‘‘Chromtrim girl.” 


Dept. HA-!! 


Please rush full information on Chromtrim ‘‘Trim-it-Yourself” special 8/60 merchandise deal, 


including Dealer Mat Service data and your free copy of ‘Trim Ideas”. 


absolutely no obligation on my part. 


Oy ———————— 
———————— 
Aboats3 
a 


| understand there's 









THESE UTILITY BOXES 





@ Above is shown one of a line of 


10 popular, attractive, plastic boxes. 


Dealers sell them for a wide variety 
of uses—as a fishing tackle box for 
flys, spoons, plugs, etc.—on the 
work bench to hold screws, nuts, 
brads, staples—in the home for but- 
tons, hooks and eyes, spools of 


thread, costume jewelry, etc. 


Transparent, showing contents—all 
plastic, even the hinges. Impervious 
to water, alcohol, acids, and alka- 
lies. Light and hard—beautifully 

















polished. 

Model Size Compartment Arrangement 
200 | 8%x4%x1% | 18 | GERH 
201 | B%xAMKI% | 12 | ETE 
202 | 8%x4%x1% | 7 | HUB 
206 | 8% x 4x 1% y 4 J 
210 | 7 x3%x 1% 9 HFA 
212 | 7 x3%x 1% 5 pal 
216 | 7 x3%AxI% 1 4 
220 | 4%2x2%x1 6 sss 
221 | 44x2%xI 4 ES 
226 4¥2x2%x1 | 1 = 











PLASTICS DIVISION 


The VLCHEK TOOL Co. 


ASK FOR FOLDER A-2 
ON THIS POPULAR ITEM. 


3001 EAST 87th STREET 
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CLEVELAND 4, OHIO 








Complete Hardware Store Even Has 
A Photographic Darkroom 


(Continued from page 94) 


same terms it has been giving cus- 
tomers of farm and_ industrial 
equipment. And it’s proving a 
drawing card in photo supply 
sales, too. 

Another good reason for the suc- 
cessful photo supply and camera 
sales in a hardware store is ex- 
plained by Mr. Whitehead as fol- 
lows: “Few persons can resist the 
thrill of putting a white sheet of 
(printing) paper into a tray of 
solution and have their image 
spring to life before them.” Mr. 
Whitehead is same 
methods in this farm community. 
which many big city photographic 
supply shops are using: He is off- 
ering amateurs the use of a dark 
room free of charge. This is a 
natural business stimulant. 

Since A. C. Eaves Co. was the 
first to offer this service in Im- 
perial Valley — total population 
114,000—it is a natural magnet 
for photographic business. And a 


using the 


man coming in for film or to use 
a dark room is apt to buy electric 


bulbs, tools or a rifle as well. 
Customers using the dark room 
also buy printing paper. Eventu 
ally, some of these customers will 
be in the market for dark room 
equipment for their home. 

Mr. Whitehead, who at one 
time worked for a commercial 
photographer, gives his photo sup- 
ply customers free instruction in 
the use of printing equipment. He 
says experience shows that ama- 
teur photographers who print 
their own pictures soon become 
customers for better cameras. 

The photo department also is 
doing well because other depart- 
ments are “bird dogging” for it. 
In short, it is a regular practice 
at the store to refer customers 
from one department to another. 

There’s still another reason why 
the photographic department, as 
well as other sections are doing 
well. A. C. Eaves Co. is a regular 
advertiser. The company has a 
budget of $150 each month for 
advertising in the local daily 





Wayne R. Hudson, store manager, shows one of the firm's 
“Under the Eaves" weekly ads which is a sales builder. 
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newspaper. Each’ day some items 
are featured in the classified ad 
columns. 

The firm also uses “news copy” 
type of advertising. A column 


well. called “Under the Eaves,” appears 
room m the editorial page of the local 
ventu- newspaper each Wednesday. Some 
s will item is featured in each newsy col- 
room umn which brings frequent com- 
ments from customers. 
one The photographic section of the 
ercial store is an established fact. It’s 
D sup- a going business with a current 
on in inventory of $5000. The total 
it. He photo section occupies about 15 
ama- by 15 ft. space on one side of the 
print store: Right next to the paint de- 
come partment. Of this space, 8 x 8 ft. 
Ss. is devoted to the darkroom. The 
so is halance is used for merchandise. 
epart- 
or it. A Bit of Background 
actice Here's a little background on 
ymers two A. C. Eaves Co. men, the 
other. firm’s prime movers. When Wayne 
_ why Hudson came to work for his 
t, as uncle in the early thirties he was 
loing supposed to do the bookkeeping 
cular for the blacksmith firm. He found. 
as a however, that he had to spend 
1 for much of this time on the go—buy- 
daily ing hardware items from other 
stores, 


“Why don’t we stock some of 
these items?” he asked. Every- 
body thought it was a good idea. 
That was the first expansion in 
itiated by the present manager. THE HIGH QUALITY and long dependable service which customers 
Now when one of the other Eaves 
men suggests something to expand 
the business, Wayne lends a your assurance of profitable sales and satisfied customers. 
friendly ear. Perhaps that ex- 
plains at least one reason why 





get when they purchase GOLD STRAND Insect Wire Screening is 


Made in accordance with Commercial Standard CS138-47, Amer- 





- oe moe ye Oe ican GOLD STRAND is carefully inspected—packed in strong, 
firm’s blacksmith business jumped ; 
— 300 to 400 per cent and still, this clearly labelled cartons and supplied in galvanoid, bright or antique 


portion of the business is only 


5 ’ i -ferrous metals. Insist upon 
15 per cent of the firm’s total bronze, aluminum and other non p 


revenue. The rest of the business. American GOLD STRAND Brand. Order it by name. 

the 85 per cent, comes from re- 

ae a American GOLD STRAND is furnished in 18x14 mesh; in 24, 26, 
; a. Saye Sas ay Geet 28, 30, 32, 36, 42 and 48 inch widths; 100 lineal feet to a roll. 
= we stock some of these items? 


James B. Whitehead, who rides 
herd over the photographic and 
paint departments, also started in Ww ! C K W l R 3 bs) P 3 NC E R ST 3 EL 
the bookkeeping department. As 
AMERICAN WIRE FABRICS CORP. 


a high school boy he worked for a 

commercial photo finishing plant 
500 FIFTH AVENUE, NEW YORK 18, NEW YORK 
Boston + Buffalo + Chicago + Denver + Ft. Worth + Philadelphia 


lor a couple of years. 
The versatile Whitehead is also 
Pacific Coast Subsidiary — The California Wire Cloth Corporation, Oakland 6, Cal. 
Other famous Wickwire Spencer Hardware Products include — Clinton Poultry Netting, Clinten Hardware Cloth, 





author of the weekly “Under the 


7 . ‘ _ *s 
a. sie ad column. Perfection Door Springs, Nails and Brads, Wissco Clothes Line, Coburn Sliding Door Hardware. 
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U.S. Says New Appliance Stores 


Face Survival Selling 


Too many dealers are selling electrical appliances today 

says the Department of Commerce. Predictions are that 

some—largely the “war babies" will fall by the wayside. 
Intensive merchandising and selling is the antidote. 


Washington Bureau 
of Hardware Age 


A: a hardware deal- 


er, youll probably sell almost as 
many electrical appliances next 
year as you are selling this year— 
if you're using the right sales 
methods. People are going to con- 
tinue buying refrigerators, toast- 
ers, and other electrical gadgets 
for the household in large volume. 
But—let’s face it—there are too 
many dealers, in the opinion of 
the Department of Commerce. 


Something's Got to Give 


So, something’s got to give. The 
Department of Commerce says 
that among the dealers who will 
be forced to throw in the towel in 
' the next few months are those who 
are financially weak or who have 
fallen into careless salesmanship. 

It’s going to take “imaginative 
merchandising and intensive sales 
effort,” the department predicts, if 
your 1949 sales are going to con- 
tinue at anywhere near the same 
volume they are registering for 
this year. 

And the Federal Government’s 
economists say this is true even 
though (1) many dealers will be 
forced out of business, and (2) 
still another group will be forced 
to stop handling electrical appli- 
ances. 

“There are too many dealers in 
the electrical appliance business 
today, many of whom are new, 
with little knowledge of selling 


120 


methods, and whose experience 
thus far has consisted of appor- 
tioning merchandise to a waiting 
list,” the department says of the 
appliance trade. 

The department points out in its 
study that the increase in number 
of retail outlets has varied con- 
siderably in different areas, de- 
pending on growth of the area and 
“special local factors.” 

Thus, in the territory served by 
the West Penn Power Company 
(which does not merchandise elec- 
trical appliances) the prewar num- 
ber of dealers was estimated at 
780, and the number in 1947 at 
950 to 1000-—an increase of 25 
per cent. 

On the other hand, in the case 
of the Southern California Edison 
Company (which has _ discon- 
tinued merchandising appliances 
since the war) there are now some 
1900 electrical appliance retailers 
as against 600 in 1941—an in- 
crease of over 200 per cent. 


Too Many Dealers 


“It is very probably true that 
there are too many dealers today, 
and that the months ahead will 
see the elimination of many stores 
that are financially weak or poorly 
operated,” the department fore- 
casts. “Likewise, as indicated by a 
recent survey in the Chicago area 
by the National Electrical Retail- 
ers Association, many retailers 
handling electrical appliances as 


a side line are dropping out of the 
business now. 

“However, it is also true that a 
considerable increase in number 
of dealers over the prewar period 
is justified for at least three rea- 


sons: 


Three Reasons 


“l. The decline in electrical 
utility merchandising. 

“2. The trend toward suburban 
shopping centers and away from 
the big downtown stores, a trend 
which creates openings for many 
small dealers in outlying sections 
of the metropolitan areas. 

“3. The expansion of the mar- 
ket for electrical appliances.’ 

As far as production of electri- 
cal appliances is concerned, the 
home and farm freezer leads all 
other products in postwar growth. 
A total of 92 firms are turning out 
home and farm freezers today, as 
compared with only three in 1941, 
the department points out. 

Other items that have had con- 
siderable growth in number of 
manufacturers are the automatic 
washing machine, dishwasher, 
automatic toaster, garbage dis- 
poser, clothes drier, and electric 
bed coverings. 

Name brands undoubtedly will 
have the best chance of survival, 
the department predicts, adding 
that “it wouldn’t be surprising if 
some of the long-established firms 
that are venturing into the electri- 
cal appliance field for the first time 
find the going rough and decide 
to abandon their newly-adopted 
sideline.” 

“Without question, the months 
immediately ahead will be a pe- 
riod of adjustment and jockeying 
for position which will determine 
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Boost your sales 
with 


JACK & HEINTZ 


The ilaying A anaies apiesttitliiis Better electric motors 
is no accident . . . it is the result of specialized 
engineering skill, mass-precision “know-how” 
and uncompromising tests. Each part is first 
checked thoroughly to highest standards .. . 
then the completed motor passes a series of 
gruelling performance tests with improved and exclusive scientific instruments. 7 


Extra care like this pays off, as evidenced by the time-proven performance of more 


than a million J & H Motors powering all types of appliances and machinery. red 


BACKED BY (aed Si foliated 338 SERVICE 


J & H puts new punch into your sales efforts. Write for full information on the 


J & H Motor Franchise for your area. Fm 
Aiccrat Aircraft Inverters 
Generators 


ACK & HEINTZ Jil PRECISION INDUSTRIES, INC., Cleveland 1, Ohio 
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what brands will survive and will 
set the pattern for the future of the 
industry,” the department states. 

In discussing the expanded 
market for electrical appliances, 
the department says that there are 
today 6,000,000 more residential 
electric customers than there were 
in 1942, when appliance produc- 
tion ceased. “In other words, the 
potential market for electrical ap- 
pliances has increased by 23 per 
cent. And further expansion of the 
market during the next several 
years is indicated as a result of 
the expected continuance of a high 
rate of residential construction 
and the anticipated extension of 
electric service to some 1,500,000 
rural customers.” 

In summary, the department 
views the current sales trend this 
way: 


The Current Sales Trend 


“Public acceptance of electrical 
appliances, as evidenced by the 
possession of electric refrigerators 
by more than 24,000,000 families 
and washing machines by more 
than 21,000,000 families, has 
reached the point where the volume 
of replacement business alone will 
normally constitute a very sizable 
amount of business. 

“In this connection, it appears 
that considering the number of ap- 
pliances estimated to be in use and 
the average life of each appliance 
under normal use, and based on 
the 1947 average retail price, the 
volume of replacement business 
should average approximately 
$1,000,000,000 per year. 

“Dollar volume of electrical ap- 
pliance sales in the first half of 
1948 is estimated to be up 10 per 
cent to 15 per cent from the same 
period of 1947. Large gains have 
been made by a number of items. 
including refrigerators, ranges. 
washing machines, and toasters. 

“On the other hand, vacuum 
cleaners, heating pads, hot plates. 
and irons are considerably behind 
1947 volume. 

“Considering these divergent 
trends, it appears likely that total 
dollar sales of electrical appliances 
for the entire year 1948 will equal, 
but not exceed 1947. 

“As for 1949, the general eco- 
nomic and international situation 
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“HOUSEHOLD APPLIANCE—RADIO STORES" VERSUS 





“ALL RETAIL STORES" 





Household A ppliance—Radio Stores 
(In Thousands 





All 

Retail New Businesses 

Stores No. of Businesses Discontinued 
Year (Thousands) Stores During Period During Period 
1939 1,601.4 15.0 (a i 
1940 1,584.7 14.8 (a) \ 
1941 1,620.8 14.8 (a a 
1942 1,480.7 12.7 (a) i 
1943 eae 1,329.9 10.3 (a i 
1944 1,354.4 11.1 2 t 
1945 1,493.5 15.5 1.2 5 
1946. ; 1,694.3 21.7 7.2 1.0 
1947 ‘ 1,762.1 23 .4 3.5 1.7 
1948 (Ist Quarter) 1 ,769.7(b) 23 .7(b) 8(b) 6(b 





Note 1: In the above tabulation, each chain group is counted as one regardless 
of the number of operating stores. 
Note 2: For period 1939-1944, number of stores shown is as of September 30; 
for 1945-1947, number is as of December 31. 
(a) Figures not available. 
(b) Preliminary estimate. 
Source: Office of Business Economics, Department of Commerce. 





is too clouded to permit more than 
a guess, but in the absence of any 


seriously retarding factors and if 


supported by imaginative merchan- 


dising and intensive sales effort, it 
appears that industry sales can con- 
tinue during the year at a rate 
only slightly under 1948.” 





The Crook Is Sure to Get You 
If You Don't Watch Out 


(Continued from page 89) 


the front of the store,, His ‘con- 
federate will be loitering near the 
front of the store, and when he 
sees the lone employee go to the 
rear to investigate the noise, he 
will dash in the front door, open 
the register, grab what he can— 
and make a run for it. 


Snatch Thieves Get Plenty 


Thousands of dollars are stolen 
throughout the country by these 
» if 
you insist on keeping your regis- 
ter near the front door then play 
it safe and keep it locked at all 
times. 

At other times a phone call 
will be made to the store to get the 
lone employee out of the store 
long enough to empty the register. 
When the ’phone rings the em- 
ploye will hear only muffled noises 
that will puzzle him. A few min- 
utes later a sales clerk from a 
nearby store will be dispatched to 
the hardware store by one of the 
thieves on the ’phone to inform 


types of snatch thieves, s 


the clerk in the hardware store 
that an urgent call has just come 
from the hospital—and that the 
“phone in the hardware store must 
be out of order because only muf- 
fled noises could be heard when 
the supposed doctor called a few 
minutes ago. 

The sales clerk usually believes 
this when he remembers the muf- 
fled noises he heard on the ‘phone 
a few minutes before. Urgent calls 
from hospitals usually upset the 
average person, and they think a 
loved one has met with an acci- 
dent. The thief on the ‘phone im- 
personates a doctor while he stalls 
the victim for a few minutes and 
keeps him on the ‘phone long 
enough to give his confederate 
time to empty the register in the 
unguarded store. So, if for any 
reason you are called from your 
store, be sure to lock the door 
after you. 

Here’s hoping that none of these 
thieves catch you or your em- 
ployees off-guard on any of the 
rackets outlined in this article. 
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Why Wait for 
LOWER PRICES? 


A nation-wide manufacturing and 
distributing organization. 






PLANES 


Seven sizes retailing at prices 
that clean them out fas? 








DRAW KNIVES 


A sensational new folding 
draw knife with exclusive 
fectures. A wonderful seller. 


TROWELS Piiwis. Ouatity thor a. 


tracts mechanics 














HACK SAWS AND FRAMES 


Four styles of frames in the standard 
lengths and teeth in blades 





SCREW DRIVERS 9 ig olay 


wood, and perfect handle. Straight ond 
Cross Point bits 


DRILLS © aris ‘or the professional and 


home mechanic 


Write for Catalog of our complete line 


HIGRADE INDUSTRIES CO. 


HAMDEN 14, CONNECTICUT 
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Knowing His Customers Helps 
Increase Appliance Business 


Goo roads and ade- 


quate transportation facilities en- 
able farmers to visit their favorite. 
small-town hardware store in short 
order today, even though it may 
be located 10, 20 or more miles 
‘from their farms. A prosperous 
farmer who wants farm hardware. 
appliances or other products thinks 
nothing of getting into his auto- 
mobile and going to a store where 
he can get the products and ser- 
vice that he likes. 


A Modern Store 


A store that merits farmer’s con- 
fidence in this manner and which 
is benefiting from it, is the D. F. 
Turner Hardware, Rudyard, Mich. 
Although the population of Rud- 
yard is listed at only 588, the 
Turner store is large and modern 
and carries a wide and varied 
stock of general hardware, house- 
wares and appliances. Due to the 
large volume of farm trade which 
he obtains, Mr. Turner is able to 
give his community a modern 
store and large stocks of merchan- 
dise—a store comparable to any in 
towns 10 times the size of Rud- 
yard. 

While her husband may be talk- 
ing to Mr. Turner about buying a 
$450 milk cooler, the farm wife 
finds a model kitchen, food freez- 
ers and other appliances here for 
her to inspect and buy. The model 
kitchen set up at the Turner store 
is as neat and effective as in many 
stores in larger communities. 


Knows Their Needs 


Mr. Turner knows the needs of 
the farmers in his area, and he 
knows the earning power of the 
local farm trade, as they come to 
this store for binder twine, dairy 
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Direct contact with local farmers makes it 
possible for D. E. Turner to know when they 
want to buy appliances. And the rest is easy 
































Here's a closeup of the model kitchen in the Turner store. Plenty 
of farm women are interested in kitchens and a good many buy them. 


equipment, farm hardware and 
general hardware. He knows when 
he should suggest model kitchens 
and appliances, and to whom. A 
sizable volume of appliance sales 
have been achieved during the first 
five months of 1948, largely due 
to prospects secured from normal 
store traffic. And that’s the way 
Mr. Turner likes it. He believes 
that average store traffic contains 
plenty of appliance prospects, if 
the dealer knows his community 
and his sales approach. 

Knowing the farmer’s problems 
is also important in serving him 
well. Mr. Turner, well known in 
the entire nearby farming area, 
owns a 600-acre farm for which 
he buys feeder cattle. He feeds 
these cattle and then sells them at 
good market prices. 

Another activity in which he is 
engaged is the buying and selling 


of hay in this locality. Through 
such ventures he comes into con- 
tact with numerous farmers, learns 
their financial conditions and their 
buying and paying habits. Often a 
farmer will sell hay to Mr. Turner 
in order to pay for an appliance 
which his wife wants to buy. Thus 
one activity leads to a sale in an- 
other department. 


Ample Space 


The Turner store is 50 by 80 ft. 
in size and is built of masonry. 
There are two wide, low display 
windows, affording sidewalk and 
street traffic a clear view of most 
of the well-lighted store interior. 
Aisles are wide, and modern dis- 
play fixtures enable Mr. Turner 
and staff to show a great deal of 
merchandise to the trade that visits 
the store. 
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$4249 
WHITE-AND-CHROME MODEL 509. RETAILS FOR ONLY 
* 


Can be furnished in Swing-A-Way red on special order at no additional cost 


Yes! you can still sell 
a de Luce opener ; 
at a down-to-earth price— 


and no inventory headaches! , 
> 





STEEL PRODUCTS MFG.CO. ~ 


4100 BECK AVENUE e SAINT LOUIS 16, MISSOURI 





All Swing-A-Way prices are fair-traded 


Choice of red or white knobs — but no slow-moving colors 
to complicate your stock! 


SNOW-WHITE Nelsonized Finish (hardbaked, scratch- 
resistant 1 over rustproof plating) 





GLEAMING chrome-plated trim for added flash 


POSITIVE non-skip gear drive —3-position SWING-A-WAY 
bracket—all the features that have made Standard 
Model 507 a best-seller 


Compare the features — compare the quality — compore the 
price —you'll agree this new SWING-A-WAY De Luxe is by far 


the greatest value in its field. 


A GREAT HOLIDAY GIFT ITEM— 
ORDER TODAY FOR IMMEDIATE DELIVERY — 
IMMEDIATE PROFITS! 


In Canada: Fox Agency, Ltd., Port Credit, Ontario ° Showrooms: 1496-98 Merchandise Mart, Chicago; 220 Fifth Avenue, New York 
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New England Wholesale House 
In Same Family for 100 Years 


CENTURY ago, back in 1848. 

Joel Russell bought out the 
Holyoke, Mass., hardware store of 
Snow & Flanders, and through the 
intervening years his descendants 
developed the small enterprise into 
J. Russell & Co., Inc., one of the 
most flourishing New England 
businesses engaged in the dis- 
tribution of hardware, industrial 
supplies and automotive equipment 
lines. 

Two great grandsons of the 
founder, Robert H. Russell, trea- 
surer of the company, and Stuart 
A. Russell, president, decided that 
their company owed a great debt 
of gratitude to a great many of 
the manufacturing concerns that 
have been keeping its supply chan- 
nels filled with goods, even during 


the periods of great shortages such 


as the World Wars. 


100th Anniversary 


To do this they invited all of 
their major suppliers to join with 
them in a 100th anniversary cele- 
bration dinner, which was held in 
the ballroom of the Roger Smith 
Hotel, Holyoke, on Oct. 27. 

Among those who attended the 
gala event were representatives of 
17 hardware manufacturing con- 
cerns that were as old or older 
than the Russell firm. Added to- 
gether the ages of all 17 firms 
totalled 1889 years. 

The oldest of these is the Ames 
Baldwin Wyoming Co. which has 
been in business since 1774—two 


years before the signing of the 
Declaration of Independence. 

A list of the oldest hardware or- 
ganizations that were represented 
at the dinner, together with their 
ages, follows: 

Years 

174 Ames Baldwin Wyoming Co. 

146 E. I. duPont deNemours & 
Co., Inc. 

132 Remington Arms Co., Inc. 

130 Gilbert & Bennett 

124 Plymouth Cordage Co. 

118 American Fork & Hoe Co. 

117 American Steel & Wire Co. 

115 Brown & Sharpe Mfg. Co. 

108 Worthington Pump & Ma- 
chinery Corp. 

108 Henry Disston & Son 

107 Landers, Frary & Clark 

105 The Stanley Works 





17 Hardware Firms More Than 100 Years Old Represented Here 


Keen Markey, as representative of the Ames Baldwin Wyoming Co., which has been making hardware continuously for 174 








years, kneels between Robert H. Russell, left, and his brother, Stuart A. Russell, who played hosts to the representatives of manu- 
facturing concerns which supply their 100-year-old wholesale business at Holyoke, Mass. 

The other representatives of hardware manufacturing concerns which are more than 100-years-old who attended the dinner at 
the Hotel Roger Smith, on Oct. 27, are, front row, |. to r., Lee Allen, J. Russell & Co. industrial division; James J. Coughlin and 
Harold Brumbaum, Landers, Frary & Clark Co., 107 years old; Robert Ladd, Plymouth Cordage Co., 124 years; Harry S. Warren, 
Gilbert & Bennett, 130 years; George P. Merrill, The Stanley Works, 105 years; John Walker, E. |. duPont deNemours & Co., Inc., 
146 years; John Davey and Arch Lade, Russell, Burdsall & Ward, 104 years. 

Rear row, I. to r., Roger Cowles, Brown & Sharpe Mfg. Co., 115 years; Frank Brierly, American Fork & Hoe Co., !18 years; 
George E. Hopf, Henry Disston & Sons, Inc., 108 years; Arthur Clifton, Worthington Pump & Machinery Corp., 108 years; Robert 
J. Dickey, Remington Arms Co., 132 years; John W. Varick, J. Wiss & Sons, Co., 100 years; Frank Whalen, Worthington Pump; 
Carl Hedner, The Yale & Towne Mfg. Co., 101 years; Frank E. Marvin, The Stanley Works, 105 years; T. F. Parker, Remington Arms 
Co., 132 years; Fred Schrodetz, E. |. duPont deNemours & Co., Inc.: Jack Glenn, Worthington Pump & Machinery Corp., and Al 

Murdock, American Steel & Wire Co., 117 years. 
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3 £ N CE But whatever fence buyers look for, they'll like 
Bethlehem Fence. It satisfies the most critical buyer in 
f | & s every detail of its sturdy construction. Here’s a neat, 
TH AT 4 AT trim fence that customers will buy again and again. 
The popular cut-stay, hinge-joint design means 
easy erection, especially when Bethlehem steel fence 
posts are used. Tension curves help keep the fence 
eel 
tight; they compensate for expansion and contraction 
due to temperature changes. 
Some farmers will look first at the zinc coating of the Check now with your jobber on your fence needs. 
fence they buy. They want a generous coating of Bethlehem Fence is available in all standard sizes 
bright zinc that’s tightly bonded to tough steel wire and styles. And ask about the other leading steel 
for years of service. Others may be more concerned products Bethlehem makes for the hardware trade. 
about the strength of the wires, or the hinge joints. They're listed below. 
174 
nu- 
“ BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. BETHLEHEM STEEL eget 
in 
en, On the Pacific Coast Bethlehem products are sold by FOR THE HARDWARE T 
1C., Bethlehem Pacific Coast Steel Corporation Farm Fence Fence Posts 
Export Distributor: Bethlehem Steel Export Corporation : Bolts and Nuts 
rs; Barbed Wire , 
ert Nails and Stap oe 
Pi Silver Star Bale Ties - 
* | BETHLEHEM FENCE | Sean ~—— 
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THE ONLY gas range con- 
nector using malleable iron 
fittings, the standard gas fitting 
material and best for the pur- 
pose ... a heavy flared tube 
fitting combined with special 
alloy aluminum tubing with 
.049" wall thickness. A connec- 
tor built to “‘take it”! UNDER- 
WRITERS APPROVED for 
all gases. 





EASY DOES IT. The long 
10° tapered cone of a Superseal 
fitting assures permanently 


| ere seal. There’s no need 


to be ‘‘brutal’’ when tightening 
the nut, but you need not fear 
shearing the tubing or damag- 
ing the fitting. Tubing can be 
bent sharply close to the fitting 

ideal for flush-to-wall instal- 
lations. 











COMPETITIVELY PRICED 
even though ‘“‘the best”’. Avail- 
able in any combination of 
elbows and straight fittings as 
Be csuies Write for complete 

description. Over 400 U. S. 
Distributors . . . one near you. 


peut bi, 


Abi ie), | 





COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA. 
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104 Russell, Burdsall & Ward Bolt 
& Nut Co. 

101 Yale & Towne Mfg. Co. 

99 P. & F. Corbin Div. 

97 Graton & Knight 

95 Stanley Tools Div. 

93 HARDWARE AGE 

84 Nicholson File Co. 

83 Bridgeport Brass Co. 

It is an interesting commentary 
on the hardware industry that the 
43 manufacturing concerns that 
supply this Massachusetts whole- 
sale house have an aggregate age 
of 3427, and an average age of 
80 years. The “youngest” firm 
represented at the dinner has an 
age of 15 years. 


The Firm 


The Russell family settled in 
New England in the early 1600's 
and had a farm at Andover, Mass. 
Joel, who was the first to come to 
Holyoke from the farm, was a man 
of great business sagacity. and in 
addition was very civic minded, a 
trait which he passed along to his 
descendants. 

Joel Russell had two sons. 
George A. and Robert, and the 
later eventually bought his broth- 
er’s interest in the hardware firm 
and operated it as a sole owner 
ship. 

Henry L.., 


taken into partnership by his 


son of Robert, was 


father and on the latter’s death in 
1919 the business again became a 
sole proprietorship. 

The fourth generation in the 
business was, represented by the 
late Newton H. Russell, who died 
in 1934, Robert H. and Stuart A. 
Russell. 

The three brothers had been in 
partnership with their father. 
When they took over in 1919, they 
had a total of 45 employees. To- 
day, the company employs 122. 

In 1923 the business was incor- 
porated, 

In 1912 it built its first ware- 
house. In 1923 the firm remodeled 
its present building, and in 1936 
it built its second warehouse. In 
1940 it remodeled a_ building 
across the street and took over the 
first floor and basement for its 
Automotive Department. 

This year the company added 
36,000 sq. ft. of floor space, bring- 


ing the total floor space available 
up to 150,500 sq. ft. This is jus 
double the floor space the com 
pany had before it observed it- 
75th anniversary in 1923. The 
Russell brothers estimate that they 
will have outgrown their new floor 
space by the end of another 25 
years. 

This year the Russell firm also 
built a new yard and a new plat 
form where five trailer trucks can 
be unloaded at the same time. In 
corporated in the latest changes 
were a new shipping and receiving 
platform, increased office space. 
and a remodeled section consisting 
of three floors and a basement. 

The fifth generation of Russells 
is represented by the two sons of 
Robert, who, during their summet 
vacations from school, work for 
the company. They are Robert. 
Jr., a student at Cornell University. 
and Henry, a student at Kimball- 
Union Preparatory School. 

The centennial anniversary din- 
ner on Oct. 27, was given primari- 
ly for the purpose of showing the 
wholesale firm’s appreciation to 
its manufacturing suppliers for 
their support not only during the 
war years when materials wer¢ 
hard to get, but for years before 
that. 

One of the manufacturing con- 
cerns represented at the dinner. 
Russell, Burdsall & Ward Bolt & 
Nut Co., produced from its old 
files an actual order from J. Rus 
sell that was written 82 years ago. 


The Dinner 


The evening started with a cock 
tail hour. After an excellent din 
ner William Baker, advertising 
counsel of J. Russell & Co., took 
charge of the program and an 
nounced that the proceedings from 
that point would be broadcas! 
from a local radio station over a 
large area of New England. Micro 
phones were in evidence and ai 
operator was working before a 
panel of dials. All the showman 
ship that goes with a broadcast wa: 
evident and after a breathless wail 
the audience was told that the pro 
gram was on the air. 

The master-of-ceremonies the: 
gave a 9-minute salute to the com 
pany during which time everyon 
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remained very quiet and _inter- 
ested in the story of the firm. At 
the conclusion of the talk a repre- 
sentative of one of the oldest manu- 
facturing firms present was invited 
to the microphone, ostensibly to 
add to all the nice things that had 
already been said by the speaker. 
To the utter astonishment and hor- 
ror of the guests, the new speaker 
went to the microphone with wav- 
ering steps and then proceeded to 
say some things which are banned 
by every code of broadcasting. 

However, before anyone suf- 
fered a stroke of apoplexy the 
master of ceremonies revealed that 
the broadcast was just a hoax and 
that the last speaker was “onl; 
fooling.” This helped put the 
guests in fine humor for the bar- 
bershop quartet singing which fol- 
lowed. 

The highlight of the evening 
was the distribution of large U. S. 
one-cent pieces bearing the date of 

848. Each penny was in an in- 
dividual gold-stamped leather case. 
Stuart Russell, with the aid of 
numismatists all over the country. 
spent two years collecting them for 
the occasion. 


Tests Will Show Speed 
Of Shotgun Shooters 
Laan most painstaking tests ever 


made up to date to determine 
the average time it takes a shooter 
lo recognize a target and pull the 
trigger of a shotgun, have now 
been completed. It is the current 
belief, based on tests made_ in 
1932, that the average reaction 
time is two-tenths of a second. 

Using an electronic counter 
chronograph which measures 
elapsed time in one hundred thou- 
sandths of a second. Western-Win- 
chester ballisticians have com- 
pleted tests of the top shotgun 
shooters of the country at the re- 
cent Grand American Handicap. 
trapshooting’s world series at Van- 
dalia, Ohio. and at the National 
Skeet Championships at Las Vegas. 
Nevada. 

This announcement was made 
by Col. Walter F. Siegmund, gen- 
eral sales manager of Olin Indus- 
tries, Inc., parent of Western-Win- 
chester. The results will be released 
some time next year. 
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Uniform 
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...day-in, day-out dependability 





Whitt 


for the dealer and his customers 


You can always depend on a GREENLEE 22. 
For each of these fine Solid-Center Auger 
Bits is given special care by craftsmen 


through every step of manufacture. 





Each is Induction Heat-treated so it 
will take and hold uniformly sharp 
cutting edges. And each is 
Plustic-Sealed with a heavy 
protective coating to 
assure its reaching you 


and the user ‘factory perfect’. 





SOLID-CENTER AUGER BITS 


TOOLS FOR CRAFTSMEN 


—_. 


STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e-Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels « Cor Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills « 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 181! Herbert Avenue, Rockford, Iilinols, U.S.A. 
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The Ad-Viser 


Some Advertising Tricks That Work Miracles 


Giving your store an individuality of its own 


will do much toward creating a demand for the 


products it carries. Individuality gets results. 


speak- 


ing, we can assume that you carry 
a similar line of merchandise to 
that of your competitor. We can 
conclude, too, that your prices are 
comparatively equal and that he is 
as anxious to sell his merchandise 
as you are. There are times when 
he will attempt to better your 
prices . . . better your service . . . 
to outsell you in every way. 

All things being equal, the edge 
on sales is determined by the 
quality of advertising being is- 
sued. Cleverly planned, advertis- 
ing can consistently win in a tough 
competitive field. 

From all outward appearances, 
a hardware store is just “a hard- 
ware store” to the average con- 
sumer. It takes comprehensive pro- 
motion to transform that business 
into an “institution.” The public 
must be convinced that even 
though products may be similar 
and prices equally low, it is more 
desirable to make the purchase 
from you than from your competi- 
tor. A demand must be created 
for your products in your store. 


Achieve Individuality 


How can this “miracle” be 
achieved? How can new custom- 
ers be made and maintained in 
today’s competitive market? One 
way is by working to achieve “in- 
dividuality.” If you can convince 
a reader of your advertisement 
that you are different, that you 
are distinctive, that you can offer 
more of the “intangibles,” you’ve 
made a new friend and buyer. 
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There are many formulas which 
may be utilized. Naturally, none 
are fool-proof or unerring. How- 
ever, many can be applied with 
slight deviation to your business 
and accomplish great things. 

Here are a few which might be 
tried: 


Try These 


1. Add a new sales feature to 
your store and promote it! A new 
convenience, a new sales feature, 
novel arrangements, etc., make a 
store desirable for shopping. For 
example, one hardware dealer, 
after rearranging his stock—most- 
ly on flat wooden tables, price 
marked each item, on these tables, 
in red to suggest special values. He 
proceeded to advertise the “con- 
venience’ of shopping in a “self 
service” hardware store. Another 
store established a “demonstra- 
tion” section where free demon- 
strations of any items were per- 
formed to the delight of passerby 
trade. The “section” was placed 
in the window of the store! Both 
of the above ideas were heavily 
promoted and did a wonderful job 
of establishing individuality. 

2. Create a cartoon character 
and identify it with your store. 
One midwestern hardware dealer 
created a wonderful cartoon char- 
acter of a carpenter. He calls it 
“Uncle Bill” and makes sure that 
it is displayed in every ad. In 
fact, his “voice” can be heard on 
all radio commercials of the store. 
“Uncle Bill” gives special offers to 
his nieces and nephews (the cus- 


By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


tomers) and makes the promotion 
really live. The expression, “Uncle 
Bill says” is quoted in jest by 
everybody in town. All this creates 
good will and eventually sales. 

3. Build a store front that is 
distinctive and promote it. Make 
your store front a little different 
and you will attain distinction. 
One merchant painted everything 
red including the window. He 
naturally left a square for display 
purposes. He advertises himself 
as the “hardware store with the 
red front.” It creates interest and 
maintains good sales volume. 

4. Attract customers with “lead- 
ers.” In your weekly advertise- 
ment, promote a regular special. 
Sell an item at a very low price 
and give it prominent position. 
Devote the same position each 
week for another item and you will 
eventually attract a following. The 
leader will of course, bring traffic. 
It is up to you to do the rest. 


Use Testimonials 


5. Get and advertise testimoni- 
als of satisfied customers. Unques- 
tionably, there is no substitute for 
a satisfied customer. Not only in 
the newspaper, but by means of 
radio and direct mail, too, the pub- 
licizing of an honest testimonial 
will attract customers into your 
store. People like to buy in a 
store in which they have confi- 
dence. They like a store which is 
proved, “tried and true.” Some 
stores carry complete campaigns 
around various testimonials of well 
known citizens. Naturally, per- 
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From 2500 to 25,000 
square feet in five years .. . that's 
how we've grown! Our 
expansion is a tribute to the quality 
and value of our brushes, 
and to the service which 


we offer. 


FOR OVER A QUARTER CENTURY OUR MANAGEMENT HAS 
MANUFACTURED AND MERCHANDISED POPULAR PRICED BRUSHES 


Colonial Brush Manufacturing 
60 THAYER STREET e BOSTON 18, MA 


TELEPHONE HUbbard 2-3588 
New York Chicago Dallas 


HARDWARE AGE, NOVEMBER 18, 1948 





ANNOUNCING 


FIRST TIME IN USA 


WOLF PORTABLE 
ELECTRIC TOOLS 


Noted for Fine English Craftsmanship 


HALF A CENTURY IN 50 WORLD 
MARKETS WINNING RECOGNITION 
FOR HIGH QUALITY 


Now available 
for Immediate 
Delivery EG2C 





THIS 1,” LIGHTWEIGHT ALL-BALL BEARING 
PRODUCTION DRILL IS AMAZINGLY VERSATILE 
AND DURABLE ! 


This is a popular drill with aircraft manufac- 
turers, body workers, shopfitters and main- 
tenance men. The low weight, short overall 
length and offset spindle makes this machine 
particularly suitable for drilling in confined 
spaces and prevents fatigue in the operator. 
The ratio of speed to power gives additional 
scope to the Service Garage proprietor in the 
operation of decarbonizing brushes and valve 
guide cleaners on engine reconditioning work. 


fj i“ BENCH CLAMP STAND AND MANDREL 













~ $e > a 


|| 
ot 4 
OTHER WOLF 
PRODUCTION 
TOOLS COMING 
SOON 











GA6 6-inch Hand NW6C jf-inch Electric 
Electric Grinder Drill 

VSM 7-inch Portable NWSI Electric Screw- 
Electric Sander driver 

CM4 Electric Chisel NWB_ Portable Elec- 
Mortiser tric Blower 

EVG3 Electric Valve HD2 Electric Ham- 
Seat Grinder mer Kits 


FINE ENGLISH TOOLS Every one of them 


performance proved. Prices, deliveries and distri- 
butor particulars on request. 


S. WOLF & COMPANY LIMITED 
moe, pekek, | 


Warehouse Stocks and Service Depot — New 
York City. Address inquiries to U.S. Factory 
Representative, Fred L. Stuart, Room 1111, 33 W. 
42nd Street, New York 18, N.Y. LA 4-2255. 
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mission of the person must be ob- 
tained. But this is not usually dif- 
ficult, especially when it means 
publicity for the person involved. 

6. Test your results. It is not 
enough to try these ideas. It is also 
necessary to see if they are result- 
ful. Constant change and improve- 
ment is the foundation of good 
business. 

It is highly probable that any 
advertisement, no matter how poor- 
ly prepared, will do the advertiser 
some good. Even if just the name 
of the store is “pushed.” some 
eventual effect will be achieved. 
However, we are not interested in 
results. We 


want to attain the greatest possible 


getting minimum 
amount of business for our store. 
We want to create a “pulling pow- 
er’ which will manifest itself in 
more volume. One way to do this is 
to try to test the ability of your ads. 
In every ad you publish, ask for 


some action (with the exception of 
infrequent institutional ads). Tell 
the reader to “come in today,” 
“buy this special,” “send this cou 
pon,” etc. Then, after each run, 
check your customers and your 
sales. Try to determine the effec 
tiveness of the promotion, which 
you should try to increase with 
every run. Only ceaseless experi 
mentation can accomplish this. 

Try changes in headline, in 
copy, in appeal, in layout. Deter 
mine the results. In this way, you 
can arrive at specific conclusions 
and make changes where they will 
do the most good. 

Remember this. You must 
watch carefully every move 0! 
your competitor and you must use 
advertising to outsell him. If your 
merchandising is right and if you 
employ your advertising intelli- 
gently, you can win a good share 
of the town’s business. 


Hardware Stores Reported Quick Profits 
From Rock Salt Last Year 


EPORTS from hardware stores 
that stocked rock salt last win- 

ter show that stormy weather busi- 
ness frequently exhausted supplies 
within a short time after a snow or 


sleet storm began, making it a 
quick profit, high turnover item. 


Because heaviest sales center 
around storm periods. their ex 
perience indicates that it is advis- 
able to order stock well in advance 
of winter weather, so that an ade- 
quate supply is on hand when the 


demand hits. 





fron: Steps S.cewatks Oriveways § 


-» STERLING ROCK SALT 





(Courtesy, International Salt | 


Rock salt display at C. D. Greenbaum Co., Inc., 2408 Amsterdam Ave., New 

York City, one of the stores that sold a large supply of 10 and 100 Ib. bags 

during last winter's snow and ice storms. This mass display, placed just 

inside the store entrance, also promoted such related winter weather items 
as snow shovels and ice choppers. 
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To sell rock salt, most stores 
rely heavily on mass displays of 
10- and 100-lb. bags set up in a 
prominent store location, often 
with related items such as snow 
shovels and ice choppers. News- 
paper advertising and window ban- 
ners are used to flag customers in- 
to the store. 

Last winter several firms in- 
creased sales still further by tele- 
phoning customers for their order 
during each winter storm. Fac- 
tories, trucking companies, taxi 
companies, hospitals, schools, in- 
stitutions and similar organizations 
provide a ready market for 100- 
lb. bags, while home and car own- 
ers generally prefer the smaller 
10-lb. size. Stores can double 
profits on these 10-lb. bags by sell- 
ing one bag for the home and 
another to carry in the car. 

Spread at the beginning of a 
snow or sleet storm on sidewalks, 
porch steps, driveways, parking 
lots, curbs, industrial loading plat- 
forms and similar areas around 
homes and business buildings, 
rock salt helps to melt light snow 
falls and freezing rains and makes 
it unnecessary to shovel snow. [f 
the snowfall is heavy, rock salt 
keeps it from packing and freezing 
to the surface, with the result that 
it can be quickly and easily re- 
moved. When snow has already 
packed or ice has formed, the rock 
salt crystals bore down through 
the frozen mass, break it up and 
loosen it, eliminating the hard 
work that would otherwise be in- 
volved in chopping it off. 


Car Owners Use It 


Car owners use rock salt to 
throw under their rear wheels 
when they get stuck on packed 
snow or ice patches. A handful 
thrown under each rear wheel pro- 
vides instant traction and enables 
them to pull out without spinning 
their wheels. In recent years many 
commercial firms store bags of 
rock salt on their trucks to use in 
an emergency. 

Unlike ashes, rock salt is clean 
and will not soil clothing. In ad- 
dition, it is easy to use and, in- 
stead of merely covering snow and 
ice, it removes them and leaves no 
messy residue behind that has to 
be cleaned up when the storm 
has passed. 
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COLDWELL BEAR 
Exclusives 
That SELL For YOU 
i 





When you sell the Coldwell Bear you have plenty 
to talk about. It’s one of the oldest names in 
mowers, with modern features that no other mower 
has. That means extra sales, extra profits for you. 
Ask your jobber or write us. 


COLDWELL BEAR EXCLUSIVES 


The Bear has a sure-grip, automotive type clutch 
—chain-driven. Operator is in perfect control 
at all times. 

The Bear has triple-pawl action in the wheels— 
enables wheels to engage slowly, for smooth, 
non-skid starts. 

The Bear has one of the sturdiest cutting reels 
ever put into a mower. Stays in alignment— 
stays sharp longer. 

The Bear is one of a complete line of Coldwell 
hand and power mowers. 


COLDWELL LAWN MOWER DIVISION 


Coldwell-Philadelphia Lawn Mower Co., Inc. 
Newburgh, New York 
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NATIONAL 
JOUSEWARES| 


ind Home 
Appliance 
Manufacturers § 


XHIBIT | 


INAVY PIER 
CHICAGO 


fnnuary 13 to 20 fe 
1949 


tn Exhibit for the Guger 
-by the Manufacturer 


NATIONAL 
HOUSEWARES 
MANUFACTURERS 
Py} lele yr wile]. 


(Incorporated not for profit) 


Executive Offices: 
1402 Merchandise Mart, 
222 North Bank Drive, 
Chicago 54, Illinois 
» Boers 
DElaware 7-8585 
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Packaging and Net Pricing Urged 


For Lowering Break-Even Point 


All day conference of mill supply distributors and 

manufacturers features panel discussion of how to cut 

costs in face of possible volume decline. Reshippable 

containers; clear labeling, net pricing among remedies 
for cutting distributors’ handling expenses. 


Pipl ge —o-seiamt 300 mill sup- 
ply distributors and manufac- 
turers met Oct. 29 at the Westches- 
ter Country Club, Rye, N. Y., for an 
industrial distribution forum, the 
theme of which was, “After the 
Break-Even Point, What?” There 
were 140 distributors and 160 manu- 
facturers present at the luncheon and 
conference. 


Panel Discussion 


Harold E. Torrell, vice-president, 
Syracuse Supply Co., Syracuse, 
N. Y., at the close of the morning’s 
session set the pace for the panel 
discussion that followed the lunch- 
eon. As moderator, he said that a 
lower break-even point in relation to 
sales must be found. This problem 
could be attacked by reviewing the 
free services distributors rendered 
and by increasing the average order 
size. In 1939 it was $17.39; in 1943, 
$40.15 and in 1944-47, $35.00. 

Echoing those sentiments, J. H. 
Ruddell, president, Central Rubber 
& Supply Co., Indianapolis, the con- 
cluding panel speaker, remarked 
that distributors would face serious, 
if not fatal losses, when the present 
volume drops. Gommenting that 74 
per cent of the distributors’ over- 
head was in wages and salaries, he 
pointed out that reducing handling 
costs would reduce the cost of doing 
business. 

Mr. Ruddell suggested using re- 
shippable cartons; a_ price _ for 
broken packages that would ap- 
proach the retail price, and packag- 
ing in multiples of the decimal sys- 
tem. 

The opening session under the 
chairmanship of Ralph M. Johnson, 
vice-president and general sales man- 
ager of the Norton Co., Worcester, 
Mass., heard Robert H. Russell, 
treasurer, J. Russell & Co., Holyoke, 
Mass., state that present sales can 
defray present high costs but ask 
the question would present sales 
hold up? A 25 per cent reduction in 
sales he said would distress business 
and he remarked that salaries can- 


not be decreased even if sales are 
cut. More sales per dollar of sal 
aries was Mr. Russell’s solution. 

Arriving at the solution, meant, 
according to Mr. Russell, arriving at 
increased cooperation between dis- 
tributors and their suppliers to 
streamline and modernize distribu- 
tor selling. As first steps, he called 
for simplification in nomenclature 
and pricing and standardizing the 
cash discount. 

In an address, “Is Your Company 
Prepared for Rough Weather?” 
James C. Olson, partner, Booz, Allen 
& Hamilton, Management Counsel, 
mentioned the following economic 
rough weather spots that were ap 
pearing: backlog of orders is dis 
appearing; business failures are at 
the highest level in 10 years. He 
pointed to nine major weaknesses to 
look for in one’s company. These are 


Major Weaknesses 


(1) Unsound organization struc 
ture; (2) lack of leadership; (3) 
high production cost; (4) inade- 
quate sales programs; (5) relaxed 
accounting controls; (6) loose credit 
administration; (7) scant attention 
to procurement; (8) inventory ac- 
cumulations; (9) inadequate financ 
ing. A program for constructive 
management, if those weaknesses 
were found to be present, Mr. Olson 
said should include assembling all 
facts and data; clarifying them: 
formulating a program, and placing 
the program into effect. 

The first of the afternoon’s panel 
speakers was T. G. Vaughan, sales 
manager, The W. M. Pattison Sup 
ply Co., who suggested that net 
pricing be adopted rather than list 
pricing. Net pricing, he said, would 
show the price at which the mer 
chandise should be sold at the in 
dustrial distributor’s level. If this 
were not féasible, Mr. Vaughan 
asked for the elimination of the 
fractional and chain discount in 
favor of a single, common discount 

H. O. McCulley, vice-president in 
charge of sales, Russell, Burdsall & 
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as a Christmas Gift! 


With Full-Page, Full-Color Advertising that 
Blankets the Nation and Your Neighborhood! 
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There's a Big Opportunity 


open for you this Christmas—as Zippo 
really pulls out the throttle on an adver- 
tising campaign designed to help you sell! 


Biggest Campaign 
in Zippo History! 
Yes! It's the biggest advertising campaign 
ever put behind famous Zippo, the original 
windproof lighter! And—it's a campaign 
that features Zippo as a gift item . . . for 
women as well as men... a campaign 
designed to boost both the quality and 
quantity of your sales! 


Keyed to Your 
Big Selling Seasons! 


This big, new Zippo campaign takes ad- 
vantage of the natural gift-buying sea- 
sons among Americans. It is especially 
tailored to give you the most opportunities 
for sales. Right through the year, big 
advertisements, in the biggest publica- 
tions, will presell customers for you. 


Sales Aids Galore for You! 


Many valuable sales helps have been 
created to help you take advantage of 
all this advertising! Compelling counter 
cards, effective newspaper ads, new free 
radio spot announcements, new lucite 
stands to dress up your display of Zippo. 
They're all FREE! Write for them now! 


It's Time to Tie in with Zippo! 


Stock up on all models. Tie in with the 
advertising. Write for your FREE sales 
helps now. Zippo Mfg. Co., Bradford, Pa, 
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THERMIC JUGS 





New Design - New Colors 
New Features 


All dressed up and going places 
AGAIN in’49 ... going on picnics, 
fishing trips . . . wherever good 
food or drink (hot or cold) add 
to enjoyment. Newly designed 
steel cases in beautiful silver- 
gray, with aluminum inner liners 
and low K-factor cork insulation. 
Easy to clean. Long-lasting. 
(Also available in “Champion” 
brand with vitreous stoneware 
inner liners.) 


6 New 1949 Models: 


REGULAR - 1 gal. 
@ with clear aluminum cap. 
E-Z SERVE -~ 1 gal. 
@ with red plastic pour cap. 
FAUCET: 1 gal. 
@ with red anodized aluminum cap 
—easy to clean anodized alumi- 
num faucet. 
SPOUT: 1 gal. 
@ with clear aluminum cap—metal 
spout with plastic spout cover. 
JUMBO - 2 gal. 
@ Porcelain enameled steel inner 
liner. Red anodized aluminum cap 
and anodized aluminum faucet. 


... and the ALL-NEW, EXCLUSIVE 
FOOD JUG (12 gal. capacity) for 
hot or cold food or beverages in 
bulk or containers. Anodized alumi- 
num inner liner — steel outer case. 


Ask your jobber salesman, or 
write direct for full details. 


METAL INDUSTRIES, INC. 


1420 East 20th St. « Indianapolis 7, Ind. 
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Ward Bolt & Nut Co., Port Chester, 
N. Y., told of his company’s new 
packaging program which has _ re- 
sulted in savings of from 1 to 17 per 
cent in customer’s floor space. He 
cescribed new special cases which 
eliminated bins, sorting and repack- 
ing; new labels. He said that ideal 
packaging would be in a weight not 
less than 100 pounds and not more 
than 200 Ibs. If less, distributor-’ 
customers could become the sup- 
pliers’ potential customer. He advo- 
cated a charge for breaking pack- 
ages. 

D. W. Northrup, president, The 
Henry G. Thompson & Son Co., New 
Haven, Conn., told of his company’s 
new unit packaging plan which will 
he introduced in 1949 and discussed 
the system of net pricing that will 
go into effect. Net pricing is eal- 
culated to reduce labor by 50 per 
cent. Slides were shown illustrating 
the new price list which will show 
list prices, discounts and net prices. 

E. M. Hicks, assistant man- 
ager, machine division, Norton Co., 
Worcester, Mass., discussed his com- 
pany’s new pricing plan to reduce 
the number of small orders and to 
provide an incentive for distributors 
to carry adequate stocks. Better and 
standard packaging, Mr. Hicks said. 
would reduce the cost of order han- 
dling. 

Al. Butz, coated abrasives division. 
Minnesota Mining & Mfg. Co.. St. 
Paul. Minn.. described his com- 


pany’s new packaging. Mr. Butz 
pointed out that 35 per cent of all 
invoices had accounted for 3 per 
cent of the volume due to out-moded 
packaging and merchandising. Dis- 
tributors, he remarked, were sur- 
veyed about repackaging; 65 per 
cent favored the decimal system of 
packaging; 10 per cent favored car- 
ton packaging and 25 per cent fav- 
ored continuing the ream unit. 

Now, according to Mr. Butz, his 
company has a common denomina- 
tor for packaging a variety of prod- 
ucts made, embodying factory 
packed units to withstand shipping 
and handling. and which can be re- 
shipped. The packages are now said 
to contain the minimum economical 
unit feasible for the company to 
handle. Labels were modernized as 
to type size for readibility and visi- 
bility and for descriptive informa- 
tion. 

Since the plan was announced 
Feb. 2, Mr. Butz stated volume has 
increased but the number of orders 
dropped 20 per cent. Reduction in 
labor and handling operations have 
offset the higher cost of packaging 
materials. Without this reduction. 
the prices of products would bi 
higher. 


The Rye meeting was one of a 
series of three sponsored. A second 
was held at Chicago, Nov. 15 and a 
third is to take place Jan. 12 at the 
Edgewater Gulf Hotel. Biloxi, Miss. 


Poll Shows Industry Opposed 
To Court's F.O.B. Ruling 


NDUSTRY executives are gen- 

erally opposed to the recent Su- 
preme Court ruling outlawing 
multiple basing point pricing, ac- 
cording to a survey on the eco- 
nomic effects of the basing point 
decision issued by the National In- 
dustrial Conference Board.  Al- 
though the decision had specific 
reference only to pricing practices 
in the cement industry, these ex- 
ecutives feel it has been generally 
construed as also being applicable 
to other industries. 

Many executives believe that 
the ruling “outlaws” all freight ab- 
sorption or delivered price meth- 
ods. Until Congress or the courts 
clarify the situation, it is felt that 
industry must assume that f.o.b. 
mill pricing “is the only safe policy 
at this time.” 

Several industries, it is pointed 


out, including steel, cement, re- 
fractory brick, and some chemical 
branches, have already switched 
over to f.o.b. mill pricing on the 
assumption that this ruling covered 
them. Other industries are review- 
jng their pricing policies with an 
eye toward their possible revision. 

A typical reaction to the ruling 
is the following statement by a 
paper company executive: “We 
feel that the basing point pricing 
system which has developed over 
a long period of years is based on 
sound economic reasons. Both pro- 
ducers and customers want the 
system, and to force another sys- 
tem by government fiat would 
cause serious and inequitable read- 
justments.” 

As against the views of the pre- 
ponderant majority who feel that 
the multiple basing point system 
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The Trap with the Competitive Edge! 


Long Spring Patterns 





KS C) 


Nos. 0, | and I'/ are equipped Nos. 2, 3 and 4 are equipped 
with single spring. with double spring. 


BLAKE & LAMB 


"The Steel Trap of the Hardware Trade’ 
Under Spring Patterns 





Nos. 0, | and I'/, are equipped Nos. 2, 3 and 4 are equipped 
with single spring. with double spring. 


Send for catalog listing complete line of the 
world's finest steel traps and accessories. 











THE HAWKINS COMPANY 


AMERICA’S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 
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MORE SELLING FEATURES... 7 


MORE SALES/ 
| Yoyo) op ba k= 


Trigger-quick 
spray lock for 
continuous spray- 
ing — automatic 
shut-off. No finger 
fatigue. 


MODEL 
44G 


Equipped with high-pressure pump .. . 
patented self-lubricating pressure seal valve 
plunger. Easy to pump .. . more air per 
stroke. Develops pressure frum the very start 
of stroke. Pump can be removed from tank 
in one unit, for added convenience. 






SPRAYERS... 
DUSTERS 


Patented, positive, quick-action, 
threaded sealing device. Easy to 
open... easy to seal. Recessed 
gasket—does not grind in sealing. 


BIGHEAD 5%” diameter opening. 
Tank can be washed out and 
thoroughly dried. A properly! 
cleaned tank gives more years of 


a satisfactory service. 
Heavy galvanized steel tank, elec- 


tric welded at all seams. Available 
with stainless steel tank as No. 44S. 


Angled nozzle permits spraying 
underneath the leaves, over them, 
or at any desired angle. Extra 
stainless steel disc permits using 
either cone-shaped spray or flat, 
fan-shaped spray, depending on 
the job to be performed. 


The BIGHEAD sprayer is ideal for all spray 
solutions, including weed control chemicals, 
insectides and disinfectants. Perfect for 
garden, lawn, shrubs. Ideal, too, for spraying 
chicken coops, dairy barns and all farm 
buildings. Popular for countless uses. 


sELL Dobbins For GREATER PROFIT! 


Dealers everywhere are increasing their profits with Dobbins 


complete line of all purpose spraying equipment and dusters. 


Place your order with your jobber today—or, if you are not 


now a Dobbins dealer, write for FREE descriptive literature 


and the name of the Dobbins distributor in your locality. 


DOBBINS MANUFACTURING COMPANY 
ELKHART, INDIANA, AND NORTH ST. PAUL, MINNESOTA 
Address all inquiries to Department 1101, Elkhart, Indiana 








CASH IN ON. THE DEMAND FOR, DOBSINS DEPENDABILITY 
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has a sound historical and eco- 
nomic basis and should be con- 
tinued, there are a few executives 
who feel differently. One of them 
finds that the old system “is arbi- 
trary and contravenes natural eco- 
It throws into the 
discard the economics of location.” 
A number of industries claim 
that the Supreme Court ruling does 
not affect them as their own policy 
has alway been f.o.b. at the mill. 
Industrial leaders point to vari- 
ous detrimental effects that they 
feel this decision will foster. These 
harmful results will not be imme- 
diately apparent, they say, since 
consumers are willing to shoulder 
almost any additional expense to- 
day to obtain scarce materials. The 
new ruling will have its effect, 
principally, they say, in reducing 
competition, 
prices, and in dislocating industry. 


nomic laws. 


raising costs and 


Reduces Competition 


An overwhelming majority feel 
that outlawing basing point pric- 
ing will reduce rather than stimu- 
late competition. “Distant pro- 
ducers will be unable to compete 
with local plants wherever freight 
constitutes an appreciable portion 
of the total price. Strategically lo- 
cated plants with no competitors 
nearby will be in a position to 
raise prices up to a point where it 
would pay consumers to order 
from distant mills. 

Smaller companies may be ad- 
versely affected by the ruling, ac- 
cording to many of the executives. 
Generally, it is noted, these are 
“one-plant organizations” which, 
by virtue of freight absorption. 
have been able to compete on a 
nationwide basis. 

A few company officials believe. 
however, that the basing point rul- 
ing may help small companies. 
They feel that during the shortage 
of steel, for example, mills have 
been informally allocating steel to 
the most profitable outlets ((.e.. 
the large customers nearby). With 
an f.o.b. mill price they look for a 
better break. 

No lowering in prices is looked 
for at this time as an accompani- 
ment of a change to f.o.b. mill 
pricing. The short-term outlook is 
complicated by “the current infla- 
tionary trend in almost all prices” 
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ind a number of cooperators in 
the survey point out that the old 
basing point prices are becoming 
the new f.o.b. mill prices.” Conse- 
quently, even the companies lo- 
cated across the street from a sup- 
plier plant do not stand to receive 
lower prices except in relation to 
what their more distant competi- 
tors will be paying.” 


Higher Unit Costs 


If the decision forces a decen- 
tralization of key industries, which 
for valid economic reasons have 
remained centralized, it is believed 
that higher unit costs may result. 

Not all companies anticipate in- 
creased prices as a consequence of 
the shift of steel, cement, refrac- 
tory products and other key mate- 
rials to an f.o.b. basis. Generally 
speaking, they are “the fortunate 
few” that are located strategically 
both with reference to suppliers 
and markets. Also, they talk in 
terms of “the longer-term out- 


look.” 


Greater Concentation 


Industry leaders believe that 
abandonment of basing point pric- 
ing will result in a greater concén- 
tration of plant facilities. For 
every executive who looks for an 
acceleration of the trend toward 
decentralization as a result of the 
ruling, there are 10 who expect to 
see greater centralization. They 
reason that the basic producers of 
raw materials such as steel, ce- 
ment, petroleum products, paper, 
refractory products, and chemicals 
cannot subdivide and disperse 
their facilities economically. 


Harvest of Harmony 


The old fashioned band concert 
of yesterday has gone and old 
timers remember it with nostalgia. 
However, modern Americans like 
music, as is evidenced by a large 
annual music festival held at 
Grand Island, Neb. The Chamber 
of Commerce there sponsors a 
Harvest of Harmony. Bands in 
the area are invited to come to 
Grand Island and play for huge 
crowds. There is also a musical 
parade, featured by bands and 
giant balloons. 
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KitchenAid Dealers 
\S |! oe/ Y 





as 
MILL Cano TH CHRISTMAS 


The Biggest Christmas Promotion in Our 
History. Almost 10 MILLION copies of four 
top-notch national magazines will carry 
the KitchenAid Christmas message. Look 
for big color half-pages in Ladies’ Home 
Journal (Nov.), Better Homes & Gardens 
(Dec.), Bride’s Magazine (Nov.), and 
Country Gentleman (Oct.), They'll be 
selling for YOU. 







For the Biggest Hits in the Parade. 
3 MIXERS, with the sweetest action, the most 
power, the same performance as built into 
the big Hobart bakery mixers, the most easily 
SF attached beaters, whips and attachments. EXTRA 
Ma ATTACHMENTS, for chores like chopping foods, 
freezing ice cream, or polishing the Christmas 
silver. COFFEE MILLS, for fresher 
\\\ ; fuller-flavored coffee from now on. 














Build a KitchenAid 
Display. Shoppers can’t ignore 
the rich aroma of fragrant, freshly-ground 

coffee. Fill the KitchenAid Coffee Mill hopper 
with whole bean coffee—then flip the switch 
to compel attention (the selector gives any 
desired grind). Show ’em that coffee flavor is just 
like aroma—best the instant the bean 
is broken. Then—it’s only a step to a 
a mixer demonstration—and the \ “7; 








most lucrative sales in the field. 
MERRY CHRISTMAS! 


Katche 


THE FINEST MADE 





HOBART 


PpROOUCT 





KitchenAid Division © The Hobart Manufacturing Co. © Troy, Ohio 
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ELECTRICAL GOODS 
POWER TOOLS _ 


CORDAG : 











POSTRIAL HARDWI 














yew 


— HAND AND 








“SALES LITERATURE 








Pas a 








COOKING AND HEATING STOVES 
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_ HARD WARE 








BUARE -- LAWN AND GARDEN SUPPLIES weed - ABRASIVE “PRODUCTS 











Tile Mount 
Wall Bracket 


Steel Products Mig. Co.. 
Ave., St. Louis. MVo.. 
No. 575 wall 


1100 Beck 
is introducing the 


mounting on 


bracket for 








tile, glass, metal or plaster. Constructed 
to fit all “Swing-A-Way” appliances. 


(Quick and easy to mount, according to 
the maker. 
mable cleaning fluid on back 
ing, allow fluid to partially dry, 


and hold. steadily 


Simply apply non-inflam- 
of mount 
press 
mounting to surface 


for 60 seconds. 


Automatic Products 
Sales Help Kit 


A comprehensive kit of merchandis- 
ing helps entitled: “Selling Oil Heating 
Accessories to 4 Million Customers” is 


being distributed by Automatic Prod- 
ucts Company, Milwaukee 10, Wis. Kit 


contains a complete line of sales helps 
for the 
heating 


Thermostat Comfort 


Products line of oil 
including the AP 
Kits 


controlled oil heaters to 


Automatic 
accessories, 
(for convert- 


ing manually 


140 


automatic operation), the AP Oilifte 


fuel pump and the AP Trapit fuel oil 
hilter. 

List of free 
ad mats available to dealers 


Included in the kit are: 
newspaper 
consumer catalog available to dealers: 
outline of the consumer and trade papet 
campaign that promotes AP 
booklet deseril 
sound slide film 
Automatic Heating,” 
at dealer 
bulletins and installation instructions. 


tdvertising 
oil heating accessories: 


ing the AP 
with 


“Comfort 
available for 
and sales 


showing meetings 


Vinylite Plastic 
Christmas Trimmings 


Viller Electric Co., Pawtucket, R. i. 
and sockets for Christ- 
Fach 


is making wire 


mas tree lights of Vinylite plastic. 


light socket is safety-sealed, top and 
bottom so that metallic tinsel tree deco 
rations cannot come in contact with 
netal parts of socket. Plastic sealing 


washers are an integral part of a Viny 


lite plastic clip to be used in hanging 
each socket in any desired position with 


anywhere. 


no exposed metal 





Rover Display Rack 


Rover Mig. Co.. Long 
N. Y.. is offering a space sa 
rack without charge with 


two special offers. 


assortment of dog 


able. Total size 
Made of stur 
ments include 


lars, two of each size, 11 
round 


snaps, 


dog 
loys, 
and 


combs, b 


standard 


collars, 
cowhide 


leads, dog 


Standare 


of rack is 
dy Plywood 


cowhide 


dog collar 
leather dog 
harnesses, a 
rushes. 
assortment 


Rover display cards and one 


chart. 


Suggested retail selling 


former is $229.15, on latter, 


Hobart Welding News 


On request to The Hobart Bros 


Troy, Ohio, its publication, 


Welding 


News,” 


will be 


Deluxe 


ving 
one 


] 
on 


> DY 


Fir. 


1 





furnishings is 


Island City 4, 


isplay 


ivall 


sy) 


\ssorl 
leather dog 
diffe rent ty pe 


locks and 
leads, chain 
nd assorted 


assortment 


includes two 


> 
Rover 17 


price 


$163.16 


charge to anyone interested in arc 


simply 


Booklet 
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Only DEXTER TUBULARS 


have all these g features of superiority 


Stay-tite Set Screw 

Two Big Coil Springs 

All Steel Interior 

Solid Brass Trim 

Uniform Boring for Locks and Latches 
Self-Adjusting Alignment 

25 Years Specialized Experience 
Shallow Face Plate Mortise 


Lifetime Guarantee 


Dexter originated the tubular lock and latch. Dexter 
was also first to back its product with an unconditional, 
written, lifetime warranty. This is your absolute assur- 
ance of satisfaction. Certainly it stands to reason that 
Dexter tubular is precision-built to live up to its lifetime 


guarantee. 


O euourorn-= 


Show this warranty when you sell Dexter tubulars. 


NATIONAL BRASS COMPANY 
Grand Rapids, Michigan 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 


Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 
TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


IN CANADA: DEXTER LOCK CANADA LTD., GUELPH, ONTARIO 





In Canada: Dexter Lock Canada Ltd., Guelph Ontario 
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THE KEIL 


#51000 RIM DEAD LOCK 


This sleek, smooth-acting beauty combines 
style with extra security. It is equipped 
with twin bolts that shoot out, turn and 
rest in locked postion. A cinch to install, 


to lock and to release. 





The KEIL #51000 RIM DEAD LOCK is 
only one of a complete line of precision 
assembled and made JIMMY-SAW- 
PROOF KEIL locks and latches that are 
easy to sell and profitable to handle. Con- 
tos your KEIL representative today and 


let him show you why. 

















KEIL LOCK COMPANY, Inc. 


Quality Key Blanks, Key Machines 
and Locks Since 1876 


Charlestown, New Hampshire 


* Speaking of twins, you should see how KEIL 


Key Duplicating Machines make identical twins, 
triplets, quadruplets or quadrillions. And you 
can’t tell a KEIL Blank from an original. 








There’s only ONE 
Red Eye Wiggler Spoons ‘READY PF PATCH 
Hofschneider Corp., 848 Jay St., Ro- 





chester 11, N. Y., 
Wiggler” 
be exceptonally attractive to pike, lake 


offers “Red Eye 


spoons which are reported to 





muskellunge. 


trout and 
made 


Spoons are 
1 oz. and 2% oz. sizes, 
obtained in golf, 


in '%2 oz. 
chrome 
or copper finishes, besides a choice of 


and can be 
four distinctive painted patterns. For 
places where weeds are especially thick 
have 
“weedless” 


spoons been developed in four 
models. Spoon’s shape pro- 
twisting, squirming motion 
when drawn through the water. The 
highly-reflective faceted 
said to be 
pike, 


gested to retail 


vides. a 


red eyes are 
inviting to great northern 
lake trout and muskellunge. Sug- 
for $1.10, $1.40 and 


$1.95 for the %, 1, and 2% oz. sizes 
respectively. 
Packaged Shallow Well 
Jet Water System 
The Lancaster Pump & Mig. Co.. 


Lancaster, Pa., offers its “Lancaster 
Motor-Jet Pak,” a self-prim- 
ing shallow well water system. The 
pump has full balanced impeller, leak- 
proof seal and is rubber mounted on a 
22 gal. galvanized tank. It is factory 
assembled with all necessary accessories 
to make it fully automatic 
to plug in. 
and \ 


Pressure 


and ready 
in 4, 1/3 
» h.p. sizes. Pump may be 
with intel vertical or horizontal 
tanks. Systems are suitable for wells 
with maximum distance of 20 ft. to 
water on both driven and drilled wells. 
Said to be ideal where 


It is available 
used 


installation 
wide 


space is limited as unit is 18 in. 


high. 


and 37 in. 
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MORE AND more dealers are 
finding READY PATCH the logical 
answer to the demand for a ready- 
mixed, easy-to-use patching com- 
position in paste form. 


If you sell patching plasters you 
understand the popularity and 
need for this distinctive product. 


Manufactured by 


M & H LABORATORIES 
2703 ARCHER AVENUE 
CHICAGO 8, ILL. 








NOW AVAILABLE 


















FOR IMMEDIATE DELIVERY 
CARLOADS (OR LESS) 


GALVANIZED 


POULTRY 
NETTING 


1" and 2" Mesh 
GALVANIZED 


STAPLES 


1"~—9-ga. 1/4"—9-ga. 











Write for Catalog 
and Price List 








VALENTINE EQUIPMENT CO. 


561 WASHINGTON BLYD., CHICAGO, ILI. . 
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Parent Portable Vise 
Light-weight, portable vise that can 

be clamped anywhere.is being marketed 

by Parent Brothers, 3341 Union Pacific 


A GLEAMING BEAUTY IN 











Ave., Los Angeles, Cal. Weighs less 


than 3% pounds. Vise is ideal for | 
or — ’ STEAM-O-MATIC 


% , is 2 great irons in 
— one Afully automati 
steam iron a won 


derful dry iron 


STEAM-O-MATIC 


THE ORIGINAL FULLY AUTOMATIC 
STEAM IRON 


carpenter’s kits, radio mechanics, 
hobbyist. It is especially adaptable for 
sawing bevels, mitres, and straight or 
angle cuts. Securely holds sash or doot 
or head casing while coping. Also plinth 
blocks and any wood, plastic, composi- 
tion materials or soft metals. Efficient 
as a glue clamp. 

When clamped to a saw horse in 


customary position, it allows board to 
rest solid or pass through. Reversible | 
steel forged clamp permits clamping | 
to side or end of bench or saw horse | 
by simply lifting clamp lock and turn- 

ing to change position. 

Reinforced steel guide for both jaws. 
Steei bushings in jaws insure perfect 
alignment. Jaws move outward from 
work bench, giving freedom to me- 
chanic. Basic feature-—main screw tel- 









I’m just one of millions of 
women who have fallen in 
love with the new Steam- 
O-Matic! There’s never 
been an iron like it. 










scopes i ille > f esne . 
escopes into drilled handle made o Yes, millions of consumers will see the 


new Steam-O-Matic on the pages of 
Life, Good Housekeeping, Ladies’ 


bar steel. Parent vise retails for $5.85. 


Wizard Glass Wax Home Journal, Saturday Evening 
Boyle-Midway, Inc., 22 E. 40 St., Post, Better Homes & Gardens, and 

New “York City, offers Wizard Glass other national magazines. They’ll 

Wax suggested to retail for 39 cents learn the advantages of Steam-O- 


per pt. Packaged in a green and red 
can in which the words “glass wax” 
appear in reverse white on the red 


Matic...and when they buy they’ll 


insist on the steam iron with the most Fills In 10 Seconds 







center panel. Red on green bottom exclusive features—Steam-O- Matic, rs Pe ae oe sop =. 
: : t- n 
line tells the customer that the glass of course. easy. Me evestion, Top 


: : T . 
wax, “cleans as it polishes and_pro- ws so GF S. closes tight — automatically. 
tects. May be used on brass, copper, ONLY 4D 4 Nothing to wnecrews 


tile, mirrors, stoves, baked enamel, 


Largest Ironing Surface 


Steam-O- Matic does the 
: work faster because it has the Superheated Steam ® 
kinds. largest ironing surface of any 
steam iron. Compare. 


metal or porcelain cabinets, silverware, 
bronze, nickel, chrome, and glass of all 


An uninterrupted supply 
of superheated steam 
through concentrated steam 
vents. Steams at any angle. 


Steam-O-Matic Division 


RIVAL MANUFACTURING COMPANY 


Westport Road and Broadway Kansas City 2, Missouri 


*® 
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LAWN MOWER 


America’s fastest growing favorite! 





no other gives 
you more of 


all 4 


e profit © right price 
(plus 1 year guarantee) 
e reliability 

* consumer acceptance 


5 self-sharpening 16” crucible cutting 
blades and lower cutting bar. Precision- 
ground for perfect alignment. Cutting 
height: °,” to 1'.’". Self-aligning ball 
bearings with take-up adjustment. 
Double pawl clutch. Baked enamel finish, 
attractive colors. 


Cast side 
frame 
Tubular 
steel handle 
Heavy gauge 
pressed steel 
wheels. Rub- 
ber roller 


All steel 
construction 
and steel 
tubular 
handle 


Cast iron 
construction. 
Wood handle 
and roller 


MODEL 40 


Designed and manufactured by 


MIDWEST MOWER CORPORATION 
2235 O'Fallon Street, St. Lovis 6, Mo 





WHAT'S NEW 





‘Drainmaster' 


Telmor Products Corp., \910 W. Lake 
St.. Chicago, UL, is introducing the 
Drainmasier, a hydraulic device that 
makes the drain assembly self cleaning 
Built into a conventional sink trap to 
facilitate installation it replaces the 
existing trap and becomes a part of the 
sink drainage system. Drainmastet 
works by the activation of a lever which 
causes a hydraulic piston within the 
device to set up a two way motion of 
water within the system. Motion breaks 
up. dislodges and = flushes out any 
obstructions in the line. Housewife 
merely activates plunger by a_ few 
strokes of the handle and the push-pull 
action removes the obstructions. Body 
is of i7-gage brass, polished chrome 


plated. Piston head is a neoprene type 











material, impregnated to resist grease, 
acids and alkaloids. Packing is made 
of a lead-layered ring with double core 
of graphite. Available in all standard 
sink-trap sizes and shapes it will retail 


from $6.75 up. 


Fluorescent 
Floodlight 


Lamplighter Corp. of America, 89 
Atlantic Ave., Brooklyn, 2, N. Y., offers 
model F300 battery operated fluorescent 
floodlight which is suggested to retail 
for $9.95. Line includes five models in 
all. Model shown is designed as an 
emergency safety lantern, It is equipped 
with an electric cord which plugs into 
the house current. In cases of power 
failure, a magnet relay automatically 
turns on the fluorescent floodlight. When 
power is restored the fluorescent tube 





automatically goes out. A little glow 
lamp on top of the casing glows while 
electric current is flowing to show the 
maintenance man that the fixture is 
operating properly. Portable it needs 


only to be plugged in to be installed. 


Coldwell Hitch for 
Use With Farm Tractors 


Coldweil-Philadelphia Lawn Mowe: 
Co., Inc., Newburgh, New York, offer- 


Coldwell hitch for use with farm 


iractors. Device employs five regula 
tion Coldwell cutting units making the 
over-all cutting width 96 in. Frame 
construction of angle iron with welded 
joints is attached in front of the trac 
tor but is designed so that it has the 
effect of being pulled = rather than 
pushed. Hydraulic lift’ device enables 
operator to raise or lower entire assem 
bly automatically from his normal rid 
ing position. Designed originally for 
use with MeCormick-Deering Farmall 
lype-\ tractors. the frame may be sup 
plied specially made to fit any type 
tractor. While gang cutting units ar 
operating. regular sickle bar attach 
ment can be used simultaneously to 
mow rough grass. Gang units combine 
light weight with extreme flexibility 
Equipped with rubber tires, ball-be 

ing mounted cutting reels and other 


quality features. A 3-gang unit simila: 
to the other model, except it) has 
60-in, cutting width, is also available 
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Unite with Union Pacific in selecting sites and seeking new markets in California, Colorado, Idaho. 
: Kansas, Montana, Nebraska, Nevada, Oregon, Utah, Washington, Wyoming 
*Address Industrial Department, Union Pacific Railroad 


Omaha 2, Nebraska 


UNION PACIFIC RAILROAD 
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Don't take OUR word for it 
—write for facsimile copies 
of letters sent to us volun- 
tarily by owners of the Oster 
“PIPE MASTER”. Those letters 
are PROOF that this modern 
pipe and bolt threading 
machine is a real investment 
because it’s a steady profit- 
maker! 

Standard range of the No. 502 
“PIPE MASTER” is 14" to 2” pipe. 
Extra range 1” pipe. Equipped 
with special drive shaft you can 
thread pipe up to 6”. Bolt range 


is 14" to 11/9". 


Write for illustrated catalog “LIST 24-A”, 


eae Oe ce ee | 
THE OSTER MANUFACTURING CO. 


2028 EAST 61st STREET 
CLEVELAND 3, OHIO, U.S. A. 
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WHAT'S NEW 





Eagle Universal 
Hydraulic Door Closer 


Eagle Industries, Inc., 110 North 
Franklin St., Chicago 6, IIl., is intro- 
ducing the Universal Hydraulic door 





closer, designed for interior doors. The 
door closer may be used for right-hand 
or left-hand hold-open or non hold-open 
operation. Made of light weight alloy, 
the closer has a statuary bronze finish. 
Requires no tools or manual adjust- 
ments in making a change-over because 
spring adjustment is automatic. Door 
closer is of the hydraulic double crank 
type with two pistons actuated by two 
long-life compression type springs both 
working simultaneously in the closing 
of a door. The liquid is displaced and 
controlled in two cylinders at the same 
time, thus maintaining full control 
through the general swinging arc and 
latching operation. As the springs float 
inside the cylinders and do not touch 
the side walls, spring drag is eliminated, 
says the maker. Both ends of the closer 
have enclosed springs and pistons, thus 
giving the main shaft the equalized push 
or pull on its bearings. There is no 
movement of the shaft from one side 
of the bearing to the other. 

Two-speed operation is provided. First 
speed through the general swinging arc 
from any degree of door opening is au- 
tomatic and self-adjusting, providing the 
proper controlled swinging speed at all 
times, according to the maker. “V” 
slots machined into the inner walls of 
the cylinders regulate this first port 
:peed automatically and gives a dimin- 
ishing speed as the door reached the 
latch speed. Then about 6 in. before 
closed position the door is controlled 
by a single regulating screw to provide 
any desired speed at final closing. Pull 
at the latch can be adjusted in a spring 
tension range from four to 10 Ib. Nor- 
mal working spring tension is from six 
to eight Ib. Closer is 43/64 in. high, 
37/16 in. wide and 8% in. long. Weighs 
6! Ib. Compact in design, closer fea- 
tures a separate mounting plate which 
is attached to door first, then the closet 
inserted afterwards. Simple template 
gives exact location on door. 


One standardized package includes 
closer, mounting plate, template, wood 
and machine screws to meet every re 
quirement for applications on interior 
doors from 90 to 120 deg. door mounted 
applications. Closer is sold with a two 
year guarantee of materials and work 
manship. Suggested to retail at $20.80 
with slightly higher price in far west 
Each closer is individually packaged in 
a three-color folding carton, six of which 
are packed in a corrugated shipping 


case. 


Speedy Compass Saw 


Chicago Specialty Mfg. Co., 2954 
West Lawrence Ave., Chicago 25, IIi., 
is announcing a compass saw which 
features a blade revolving through 
360 deg. of arc. Saw permits user 
to cut at any angle, it is reported. 
Blade is mounted in a rotating barrel 
which is locked by means of a small 
lever located on the handle just above 
the thumb rest. Blade may be rotated 
to the desired angle before the cut is 
made or during the actual cutting op 
eration. Hardened steel blades will cut 
wood or metal with ease and are in 
terchangeable. Handle is made from 
double strength aluminum in the pistol 
grip pattern, insuring a firm grasp. 


Ridge-Lite Lamp 

Ridge-Lite Associates, Dept. 71, 1788 
Board of Trade Bldg., Chicago, 4, IIl., 
offers this lamp with “dial” switch. 
Night light concealed in the plastic 
telephone base lights up when the 
reading light is dialed off. Available 
in ivory, baby blue and pink with 


matching Pom-Pom decorated parch 
ment shade, It is 13 in. high and is 
complete with shade and night bulb 
in base. Suggested to retail for $4.49. 
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““CRESCENT”’ is our trade-mark registered in the United States and 
foreign countries for wrenches and other tools. ‘’Crescent’’ tools 
are made only by Crescent Tool Company of Jamestown, 

N. Y., and are sold by leading distributors everywhere. 
CRESCENT TOOL COMPANY 


Jamestown, N.Y. 
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CHINA MARKERS 
PRINT PRICES PLAINLY 


For quick, self-service 
sales just mark the price 
big and bold directly on 
the article. Do away with 
dangling tags or peeling 
stickers. Blaisdell China 
Markers write readily on 
metal, china, glass, 
plastic or any glossy 
surface. Marks are 
brilliant, legible and 
permanent... but easy to 
remove with a damp 
cloth. 























The special process by 
which these pencils are 
encased in paper, seals 
in the ingredients, 
—— oxidation... 

eeps them always fresh 
and ready. 


WNIHO WTAE. 


uWn- 


Made in the following colors: 
163-T Thin Black 169-T Red 

164-T White 169-T Vermilion Red 
165-T CrimsonRed 170-T Yellow 

166-T Brown 171-T Green 

167-T Light Blue 172-T Purple 

168-T Blue 173-T Thick Black 
16842-T Midnight Blue 


ee 


“sn ONIN 


UE pyre 


*Reg. U.S 
Pat. Off. 


‘4 Tong - yw 
r Order from your dealer or — 


Mail this coupon for FREE SAMPLE 


SVatsOe7 PENCIL COMPANY 
141 Berkley St., Philadelphia 44, Pa., Dept. H-86 
Send me sample of No. 
NAME — 


sTREET 


| 


CITY, ZONE, STATE___ 





rs 
& 





M-Wedge for All 
| Hammers, Axes 


E. H. Freeman Co., 51 Robin Rd., 
West Hartford 7, 
M-Wedge, the sharp malleable prongs | 


NEATER IN APPEARANCE 





EASIER TO HANDLE 
SERVICE 


| 
| 


SUPERIOR IN 





Conn., offers the | 





U. S. POULTRY NETTING 


STRAITLOK — HEXLOK 


Awl 





of which spread in opposite directions 


when it is driven into a wooden handle. 





Made of high tensile manganese bronze 
which is erosion proof. Use only one 
in a handle. Said to be sure locking, 
self locking and safe locking. De- 


INDIANA 


STECL & WIRE CO. 


MUNCIE , INDIANA 





signed for all types hammers and axes. 


Available in 1%, %, *%4, %, 1, 1%, 144, 


1%, and 2 in. widths. 


GALVANIZED 


PE WIRE 


Arvin Package Deals 


Voblitt-Sparks Industries, Inc., Co- 
lumbus, Ind. is offering a series of 
package deals through which dealers 
get free merchandising and promotion 
campaigns with all heater purchases. 
Each time a distributors’ salesman sells 
an order of Arvin electric heaters in 
lots of six, 24 or 48, he offers the pack- 
ages containing varying numbers of 


merchandising aids. Pieces included 
consist of two six-color display pieces. 


one for radiant heaters and the other 


for the fan-forced models, window PACKED IN DISPLAY CARTON 

streamers, tell and sell retail sales The wire of 1000 uses! 18-19-20 gauge it 

guides handout folders and price tags. handy 50-ft. rolls. Zinc-coated to prevent rust 

T , ° . : ‘ Colorful display carton builds extra 

The entire campaign is laid out in an you. Write for information. 

attractive two-color portfolio. Same gauge wire also available with black 
annealed finish; coated with rus nhibitor. 


Plain carton. 





‘Miraclene’ SPRING STEEL MUSIC WIRE 


Viracle Adhesives Corp.. New York 
City, offers a waterless hand cleaner, 
“Miraclene,” a white, milky blend of 
cleaning agents, lanolin and vegetable 
oils, which cuts paint. oil, grease, glues, 
tar, ditto ink, carbon paper and_ the 
like from the hands. To use, 





erel , 
: 6 pp Non-snarling—-easy to work; lays flat 
pour on and wipe off, and the dirt | High tensile strength carbon steel drawt 


sys . x ac ameters—.010 20 
comes with it. Miraclene has an almond exact diameter 10 to .12¢ 


odor, is said to contain no grit and 
leaves skin soft. Available in 6 oz. and 
| pt. bottles. 


PEKIN SPECIALTY CO. 
PEKIN, ILLINOIS 
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C&L 
LOW 
PRICED 
**800"’ 
BLOW TORCH 


Has specially designed 
high grade single needle 
bronze burner, producing 
hot blue 6” flame. Quart 
size, heavy gauge polished 
cartridge brass tank. Top 
filler, quick acting automatic 
pump. Interlocking safety 
fittings. Full C&L quality 
in a simplified torch design. 






Sold through leading jobbers everywhere 


CLAYTON & LAMBERT MFG. CO. 


1718 DIXIE HIGHWAY e LOUISVILLE 10, KY. 









The MOST WANTED SIZES 
—Quick Fingertip Selection! 





No. 137 
Nut Driver 
set in 
Non- Tipping 
Stand 





You Bet It’s 


In a snapzy ted wrinkle finish metal set that 


Selling! 


catches the buying ind keeps tne quality 


Xcr ELITE nut drivers ready for instant use, tt's 
already a “hot” selling item! But listen to thi 
the No. 137 has Four RrGuLtar Nut Drive 
Sizes, 3/16”, 1/4”, 5/16”, 11/32” and 3/8” 
Prus HoLiow : ry Sizes 1/2” and 9/16” 
Blades are top quality tool steel. The handles, 
genuine XCELITI Better get the full story 
NOW, and not miss the profits! WRITE 


PARK METALWARE CO., INC. 
Dept. G., Orchard Park e New York 


* Originators — Not Imitators 


WEA Toole PREFERRED BY EXPERTS 


First to un pla 
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REMOVABLE HARDENED STEEL 
PIPE JAWS — HARDENED OFF 
PART OF VIS s c.¢ STEEL JAW 
INSERTS 
4 
STEEL HANDLE 
AND SCREW 
COTS: 
= TION ; - 
sy NW 
vr ox bes 
MEER) EEL 
ELECTRICALLY _— mY peiait, so 
WELDED ENDS + 
MACHINIST'S Swive f 


TYPE SWIVEL — 


DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 


. 74 Murray St. 34 N. Clinton St. 
Sales Offices: New York City Chicago. Ml. 


Also manufacturers of Grinding Wheel Dressers & Cutters 


PRACTICAL « CONVENIENT 


*PRECISION 
BRAND 





PACKAGED 
SHIM 





SHIM STOCK 
BRASS OR STEEL 
Handy — convenient — 
user simply snips off 
needed length. Single 
rolls 6” x100” in all 
popular thicknesses. Cel- 
lophane wrapped for 


protection. 12” x 120” 
rolls available in steel 
only 





ASSORTED SHIM STOCK 
BRASS — STEEL 


Four most-used thicknesse pack 
aged in one dispense carton tor 
easy use. Each roll is 6 x 50’ a 


total of 1200 sq. inches per pack 
age. Cellophane wrapped, in ease! 
type display dispensers to get sales 
attention. 





*Reg. U. S. Pat. Of 


PACKAGE GOODS DIVISION 


PRECISION STEEL WAREHOUSE, INC. 


4417 W. Kinzie St. Chicago 24 
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No more fussing with bolts 
and gadgets ... no more 
rehandling and re-adjusting 
for true, accurate mitres. 








Check these Features: 


V One hand operation. 


Vv Change cutting angle without 
releasing saw or work. 


V Self-indexing for 9, 22.5, 30, 
36, and 45 degree cutting 
angles in both directions. 


V Positive lock provided for all 
other angles. 


Vv Light, weight 7 lIbs., easily 
handled. Constructed of alu- 
minum, with high grade, tool 
steel wearing surfaces. 


RETAIL PRICE $] 495 


Wl Chetd ee Paul Co. 242 E. FIFTH ST 


ST. PAUL 1, MINN 
*Reg. U.S. Pot. OF. 


DURATITE 


Fills Faster — Smoother! 


THAT'S WHY CUSTOMERS 
LIKE IT BETTER! 


Just press the convenient 
finger tip control key for quick 
adjustment to any standard 
angle of right or left mitre. 

Mitre Matic is a winner in 
profits because this appealing 
mitre unit will move fast from 
your stock at a good profit on 
each for you! 














Order Mitre Matic from your 
jobber. If he does not carry, 
write: 


















When you see how much faster and easier 
Duratite is to work — fills holes in wood, metal 
or plastic in just one application, dries with only 
1% shrinkage, stays in, can be cut, sawed or 
sanded to a smooth surface — you'll stock and 
recommend it. Complete line of sizes. Try it 
at our expense. Nationally Advertised! 


WEBB PRODUCTS COMPANY 
238 South G Street ¢ San Bernardino, California 


Acreman, Ltd., Vancouver & Toront», Canada 





Jeffrey - 
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WOOD DOUGH AND SURFACING PUTTY 








WHAT’S NEW 


Portable Electric 
Hand Lamp 


U-C Lite Mig. Co., 1050 W. Hub 
bard St., Chicago 22, Ill., offers a port 





able electric hand lamp with built-in 


charger. Features of this big beam 





rechargeable 


spillproof 


lamp include 
battery with acidproof plastic case that 
With usual storage bat- 
battery 
to five 


does not leak. 


tery attention, maker claims 
will have life of 
Incorporated in the battery it- 


indicator 


from three 
years. 
self is a_ three-ball 
hat eliminates guesswork on the con- 
lition of the battery and does away 


charge 


with hydrometer tests. Battery and 
charger are packed in an 18 gag 
welded steel case. Finished with an 


acidproof baked enamel. Chrome plated 
carrying handle with “D” 
rings for shoulder carrying strap. Lamp 


equipped 
head is six in. in diameter and of 
chrome plated 20 gage steel with triple 
silvered reflector. 


Metal Cutting Electrode 


Eutectic Welding Alloys 
Worth St., New York City 


diameter 


Corp., 40 
13, is mak- 
ing a_ smaller metalcutting 
electrode for cutting all sheet metals, 
the 3/32 in. diameter Cuttrode. May 
stainless. bronze, nickel, 
For cutting cast 
bronze, aluminum and 


be used for 
and copper cutting. 
iron, stainless, 
other metals it is available in sizes % in.: 
for medium thick cutting, 3/16 in.: for 
chamfering and cutting heavy cast iron: 
Y, in. for extremely heavy parts. In 
size 3/32 in. unit may be used with 
guide or rule on thin sheet for even 


straight cuts of knife-like precision, 


says maker. 


eu 
—/d 









HARDWARE AGE, NOVEMBER 18, 


1948 





® Here 
practice 
owner ¢ 
Early A 
he can | 
ator tot 
Colonia 
type an 
The ans 


Get | 
illustra 
of the { 
Ornam 
house . 


First tc 
distrib 
now . . 
a disp! 
these 


HARDY 





at 


W. Hub 
S a port 
built-in 


ig beam 





argeable 
ase that 
age hat- 

battery 
to five 
ttery it- 
ndicator 
he con- 
S away 
ry and 
8 gage 
with an 
> plated 
h “DP 
le Lamp 
and of 
h triple 


le 


rp., 40 
is mak- 
cutting 
metals, 
May 
nickel, 
ig cast 
m and 
VW in.: 
n.: for 
t iron 
ts. In 
1 with 
r 6even 


‘cision, 





1948 





Announcing a complete line of 
BLACK ORNAMENTAL HARDWARE 


by Stanley 


® Here’s appeal and good, hard 
practical sense for every home 
owner and home builder. With this 
Early American inspired hardware 
he can give a smart, interior decor- 
ator touch to Cape Cod and Dutch 
Colonials, modern, Spanish ranch 
type and many other style homes. 
The answer to many home modern- 





4 BLAS K 

ay ARDWARE 
JRNAMENTAL Hi 

. hy (SAME) 





izations ... new cabinets, rumpus 
rooms, dens, the extra room in the 
attic, summer cottages. The unique 
hardware “accent” for both painted 
and natural wood surfaces. Easy to 
install, even for a week-end handy- 
man, and surprisingly low-priced. 
Good news for your customers... 
good business for you. 


Sturdy, attractive display board 


Here’s all the selling you’ve got to 
do... just put this smart looking 
display board showing representa- 
tive items in the line where your 
customers can’t miss it. It’s attrac- 
tive. It starts home owners plan- 
ning, spending. 


- . . and this idea book for your customers 


Get a supply of these generously 
illustrated books that picture some 
of the possibilities of Stanley Black / 
Ornamental Hardware all over the / 
house .. . all types of interiors. 


Call your distributor now 


First to show, first to sell. Get your 
distributor working for you right 
now ... rushing you out a stock, 
a display board and a supply of 
these imagination-stirring books. 


Sell architects and builders. Don’t 
miss the profit possibilities of 
Stanley Black Ornamental Hard- 
ware. The Stanley Works, Hard- 
ware Division, New Britain, Conn. 





[ STANLEY | 





Reg. U.S. Pat. Off. 


HARDWARE + HAND TOOLS * ELECTRIC TOOLS 
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Your distributor will show you 
the complete line of new Black 


Ornamental 
Stanley. 


Hardware by 











Order NOW for prompt 
SPRING delivery 


HODGMAN 
BOOT FOOT 


WADERS 


No. 304 
WADEWELL 


BOOT FOOT 
WADERS 


are made of extra strong doubled fabric triply 
reinforced at seams. All seams stitched, ce- 
mented and strapped. Special rubber coated 
fabric at inseams and crotch to prevent chaf- 
ing. Both feet of sturdy construction, with 
cleated soles, molded heels, and hard toe caps 
to prevent bruises. Boots fashioned on foot 
shaped | st ‘or real walking comfort. Roomy 
inside pocket. Drawstring and suspender but- 
tons. Entire wader vulcanized as a unit after 
making. 


HODGMAN 


RUBBER COMPANY 
FRAMINGHAM, MASS. 


261 Fifth Ave. 15 North Jefferson St. 121 Second St. 
New York, N. Y. Chicago, III. San Francisco, Cal. 












LANTERNS 


ORDER FROM Your sopBeR EMBURY MFG. CO., WARSAW, N.Y. 
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WHAT'S NEW 


Plastic Watering Cans 


Styson Art Products Co., 485 Lexing- 
ton Ave., New York City 17, has an- 
nounced the availability of all-plastic 





apartment size watering cans. Fastidious 





homemakers will like these gaily colored 
aids to good homemaking. The long, 
eracefully formed spout lets her get 


water in all the out-of-the-way places on 
any plant without a drop on the furni- 
ture or floors. Attractive enough to be 
used as ornaments when not in use; they 
could also be used as containers for 
plantings. The colors are deep green 
hody with dusty rose spout, handle, top, 
and base, or dusty rose body with deep 
yreen spout, handle, top, and base. Sug- 
cested to retail at $1.50. 


Marathon Display Board 


Marathon Line Co., Homer, N. ‘Y.., 
is offering an attractive display board 
in full color to aid the dealers in pre- 
senting the new  Lustron packages. 
Boards are available in reasonable 
quantities to any wholesalers upon re- 
quest, the only expense being to cover 
the lines when ordered complete. 


Spinning Line 
Rain-Beau 


Mass., offers a heavier weight spinning 


Products Co., Canton, 


line made with tests of 12, 15 and 18 
Ibs. Surfspin will adapt tackle to surf- 
casting for heavy stripers and casting in 
Northern waters for the heavier game 
fish. Surfspin is made by the stretch 
control process that eliminates fish-los- 





ing Nylon stretch, says maker. Pack- 
ages are illustrated with a life-like full 
color reproduction of a hooked and 
fighting game fish, indicative of the type 
line in the package. 







Put this in 
your Christmas 
vindow! 














Makes both work and piay 
Easier ... for Father, Mother, Sister, Brother 


Electrically drills (up to 4” 1 
steel), sands, carves, grinds, clezcns end 4. DRitt 
polishes wood, metals or plastics. Every 
home needs these electric tools for re- A 
pairing, building, finishing and general \ 
maintenance, for polishiny furniture SANDER 


cars, etc. It makes ‘‘impossible’’ jobs; <s 
OS) 


easy; tedious work fun ond rfrovides 


hobbies for all. BUFFER 
SPEEDWAY MANUFACTURING CO. Py 
1836 S. 52nd Ave., Cicero, iil 
GRINDER 





Solder wise, 
Profit wise. These 
all purpose irens 
provide complete 
job coverage. Con- 
sumer confidence helps 
sell these irons for you 


Oe aS ee 2 OS 
INC. 





WORKS 


oln Ave Chicago 13.4! 
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Western Holly 
Gas Ranges 


Western Stove Co., Inc., 8536 Hoys 
st.. Culver City, Cal., introduces the 
Western-Holly Continental line of gas 
ranges. Basic models in the 43. series 
ire a 4-burner divided-top range, a 4-in- 








line burner arrangement with front 


work space and a 6 burner range. Basic 
t burner divided top model, D-475-L is 
equipped with high barbecue broyl 
oven, 18 in. baking oven, low broiler 
and fully automatic controls. Built-in 
light and convenience outlet is standard 
in it as in all other models. To this 
hasic model may be added a concealed 
griddle, automatic cooking lock, Tele- 
chron signal clock, oven windows and 
lights, singly or in combinations. Grid- 
dle is available only with 4 burner 
divided top model, both 4 in line and 
6 burner tops are available with choice 
of other features. Prices of extras are 
constant for all models. Customer can 
design the ranges that fits her require- 
ments with many or as few accessories 
as she needs. Tempa-plates which make 
any pan a heavy bottom cooking unit 
for top burner use and which give even 
heat distribution are standard equip- 
ment. Featured is one piece top con- 
struction. One piece oven construction, 
Nichrome radiant grids in barbecue 
broyl oven, and porcelain enamel sur- 
faces throughout. 


Johnson Floor 
Care Booklet 


S. C. Johnson & Son, Inc., Racine, 
Wis., is offering a booklet entitled, 
“How to Care for Your Floors,” a prac- 
tical step by step guide to the Johnson 
system of floor maintenance. Includes 
how to do it suggestions for each type 
of floor in common use. If linoleum 
care is a problem, page eight pre- 
sents in words and pictures the step-by 
step way to finish a linoleum floor. 
Other pazes include information on rub- 
ber, asphalt tile, wood, cork, concrete, 
terrazzo, and gymnasium floors. Also 
features are some “Do’s” and “Don'ts” 
of daily and weekly floor care. 








Visit 
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MELL-HOFFMANN 








? 





@ This Mell-Hoffmann No. 720 Dispenser for waxed paper* and paper 
towels* is a real home necessity with sell-on-sight appeal. Has strong 
all-steel construction with fully enclosed compartment... two-tone color 
combination consists of brilliant red cover and white body. Enamel finish 
is infra red baked after assembly; no raw edges to rust. Compartment 
cover forms cutting blade for waxed paper; spring arms hold paper towel- 
ing firmly and with constant tension to prevent free-rolling. Size of 
dispenser: 1214” x 3” x 63”. Key-hole slots in rear panel make wall 
mounting easy. Get details, too, on other Mell-Hoffmann paper dispensers 
..-including de luxe combination model and models complete with 
smart 6-jar and 7-jar spice sets! Your jobber will also tell you about 
Mell-Hoffmann kitchen sets, towel shelves, etc. 


* Not included. 
SEE YOUR JOBBER 


Mig 


BOOTH 700 @ NATIONAL HOUSEWARES SHOW (CHICAGO) 














Owen Pattern & Foundry Co., 710 W H A s S NE W Shaver ‘Travel Kit 


W. 22nd St., Norfolk. Va., offers a 


deep throat precision band saw which 





Schick Inc., Stamford, Conn., is of- 
fering a “Travel Kit” containing the 


frame to prevent vibration. Each wheel : ‘ , : 
new Schick Super, with cord, plastic 


is mounted on two sealed precision bear- 
ings. Saw tension is spring cushioned 
on the third wheel. Blade speed is 
3.200 ft. per minute. Saw occupies a 
floor space of 22 in. by 42 in. and weighs 
132 Ibs. Bench model weighs 103 Ibs. 
’y H. P. 1750 rpm motor. 
Floor model suggested to retail tox 
$335 less motor, the bench model tor 
$297 and the motor for $35.50. 


Powered by 


Frozen Foods 
Packages Catalog 


1. E. Macadam & Co., Inc., 95 Lex- 
ington Ave., Brooklyn 5, N. Y., has pre- 





features a die-cast aluminum housing pared the “Frozen Foods Packages Cata- 

enclosing all moving parts except the log” which contains information and 

cutting edge at point of work; an 18% prices on the merchandise of almost all 

in. throat from blade to frame; an ad- the manufacturers in the field as well as ring and cleaning brush: nylon tufted 
justable positive-lock tilt table which its own special offerings for better pack- hairbrush with lucite back: full size 
will permit angle cuts up to 30 deg. on aging, preserving, and merchandising of lucite comb; all metal framed glass 
frame side and 45 deg. outside without frozen foods. Guide includes data on mirror with easel back: chrome finish 
reversing layout and the saw’s ability to boxes, bags, cans containers, jars, trays container for toothbrush and toothpaste 
cut wood up to 8 in. in thickness, non- plates, paper, cellophane, pliofilm, foil and triple-cut nail file. Leather case 
ferrous metals up to 242 in. and plastic and cotton-mesh wrappings, twine and has a zipper closure on three sides and 
materials. Blade, running in an en- tapes, marketing and sealing equipment; is lined in tan herringbone luggage 
closed channel is mounted on_ three freezing aids and preservations, carton cloth. Suggested retail selling price is 
wheels, set 1 in. from torque line of the fillers, paper cutters. $32.50 including tax. 





BUREAU UAAWERS 


WERE MEANT FOR CLOTHES 


Many people still insist on bureaus as “hiding places” 
for family valuables. A hurried thief might miss 
the loot — but fire leaves nothing to chance. 


SELL PROTECTION TO YOUR CUSTOMERS— MAKE A GENEROUS PROFIT. 


Sel PROTECTALL SAFES 


Retail hardware stores everywhere sell Protectall Safes 
for modern protection of insurance papers, accounts, 
bonds, mortgages, deeds, cash, jewels and valuables. 


IMPORTANT!) === 


UNDERWRITERS’ LABORATORIES "C" LABEL 
tested to withstand 1700° F. for one hour. 





| 
















Famous locks resist burglary. Eight sizes. Three color 
finishes. Economically Priced — Easy to Sell and Handle. 







PROTECTALL MFG. CORP. 
938 So. Salina St., Syracuse, New York 


id A 
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LOWE BROTHERS STYLE-TESTED* PAINTS 
simplify your selling—satisfy your customers 


“Cats and dogs” went out the door when 
Lowe Brothers Style-Tested Paints came in! 
The direct result—a brand new margin of 
sales appeal for this famous paint line. 
Dealers are enjoying more. faster and easier 
sales of all Lowe Brothers products! 


5 





Style [oited 


PLAX 


(universal finish for all enameling) 
adds new brilliance to your wonder Style-Tested Plax is building record profits 
° ° + for Lowe Brothers dealerships far and wide! 

paint profit picture ! 


... And Plax is just one finish in this quality-made 
paint line that’s filled with products your customers 
need and will buy—Style-Tested products that have 
all the features your customers want in finishes today. 
In other words, the Lowe Brothers line is your assur- 
ance of the kind of paint stock that moves in volume 
and moves profitably! Write, phone or wire today for 


Day after day Style-Tested Plax is painting a more bril- 
liant sales and profit picture. More and more consumers 
are hearing about Plax—trying it—-buying more! 
Why? Simple! Plax hides expertly-—— renews furniture 
and woodwork with just one coat! Withstands many 
strong stains and acids! Excellent for both interior 
and exterior use! It’s beautiful—but tough! Little THE LOWE BROTHERS COMPANY ¢ DAYTON 2, OHIO 


complete agency details. 


Powerful sales helps and consistent ad- 
vertising backs Lowe Brothers producfs 


Tome Breve |\ 
a 


eh P 
—- 
% 
jong Bow 1 Lowe Brothers products are supported by 
Sat Ten) 


\ 
V3 fe the kind of sales helps that pay off! Among 


=. = Zh them are colorful, action-provoking dis- 





~~ plays and literature that tersely tell power 
ful sales stories. These, and many other helps, plus a 
consistent program of hard hitting ads, build extra 
store traflic and protits for every Lowe Brothers dealer. 
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Sell 


“YANKEE” Handyman 


and Accessory Pak 


and 


—make a friend 


@ Let a hard - pressed 
week-end mechanic rest 
his eyes on this combina- 
tion and you’ve made a 
quick-profit sale plus a 
long-time friend. All 
he’s got to do is PUSH 
... to drill a hole, coun- 
tersink it and drive or 
draw a screw. The quick- 
return spring of the 
“Yankee” No. 133H re- 
turns the handle after 
every stroke. He can put 
this Handyman on the 
job, push it through and 
get back to the Sunday 
paper. That’s something 
to buy . . . something to 


sell. 


YANKEE TOOLS NOW PART OF 


Reg. US. Por. Off. 
THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 


No. 330H Accessory 
Pak . . . contains three 
drills, countersink and 
extra bit for small 
screws, to make the 
Handyman Driver more 
useful. 


NEW USES FOR 
YANKEE 
ANDYMAN 


SCREW DRIVERS 





PRmttD © ELA COPVEMET (86) RORTE 80S GFE CO. PemsBrLrR 
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No. 133H 
Handyman Spi- 
ral Screw Driver 
with quick-return 
spring. Equipped 
with one 4” bit. 


| 


WHAT'S NEW 








New Finish for 
Asbestos Shingles 


“Shingle-Seal”, a product developed 
exclusively as a decorative, weatherproof 
finish for asbestos siding and shingles 


a a ts ae 





is now being marketed by the Dewatex 
Corp., 42nd St. and 
8. Recom- 


mended by company for painting, pre- 


Vanufacturing 
Dyer Avenue, New York 


serving, protecting and decorating as- 
bestos siding and shingles, both old 
an(| new, exterior and interior. It is 
claimed to be resistant to atmospheric 
conditions, coating the surface to which 
it is applied with a lustrous, wate! 
proof finish of exceptional durability. 
Available in three colors, bright white, 
oyster white and stone gray, and can 
be applied by brush or spray. One 
gallon said to cover 450 sq. ft., the cost 
of $6.95 per gallon includes the primer, 
paint and sealer which are all embed- 
mixed for 


ded into one and_ ready 


‘mmediate use. 


F & W Indoor Fluorescent 
Lighted Sign 


Flint & Walling Mig. Co., Inc.. Ken- 
dallville, Ind., is offering an indoor 
fluorescent lighted sign featuring an un- 
breakable plastic panel with yellow em- 
bossed letters on a blue background. 
Blue metal case with extruded alumi- 
num strips may be suspended or set. 


It is lighted by a fluorescent tube with 
reflector and gives a sharp neon effect 





which can easily be read from an angle 
due to the embossing, says maker. Signs 
are offered to F & W dealers at com- 


pany cost. 


Weed Sprayer 


Jerome Simer Co., 422 Stinson Blvd.. 
Minneapolis 13, Minn., offers a weed 
sprayer assembly containing all neces 
sary working parts for the farmer who 
wants to make his own tractor-mounted 
weed and insect sprayer. Maker claims 
it may be assembled in two hours. Each 
paddle pump for 


contains a Simer 


power take-off mounting on jeep or 
tractor. Necessary nozzles, hose adap 
tors, U-bolts, ete., come with each as 
sembly. Choice of 5 gal. per acre or 
10 gal. per acre nozzles is offered. Largs 
clear drawings and simple instructions 
written in plain language make assem 
bly easy. Nozzle in assembly 105, rec 
ommended where water is scarce, de 
livers 5 gals. of spray per acre, while 
those in 110 deliver 10 gals. per acre 
at the same speed, recommended for 


general use. 


'No-Sag’ Latch, Lock 


Easy to install, adaptable to doors 
opening from either right or left, a new 
latch and lock combination piece is be 
ing produced by the F. D. Kees Mfg. 
Co., Beatrice, Neb. The no-sag latch 





and lock is equally effective for en- 
trance to chicken brooder 
houses, corn cribs, grain bins and all 


houses, 


doors and gates not requiring heavy 
Made ol 


spring steel and cadmium plated for 


duty latches, says maker. 


extra strength and rust protection. Said 
to latch hold doors firmly in place. It is 
reported to eliminate rebounds when 
doors are slammed, keeping the doors 
from escaping the latch, minimizing the 
amount of flies and insects which could 
pass through entry way. Among the 
easy-installation features of the latch is 
a friction washer on the night lock 
causing it to work equally well on the 
bottom or the top of the main latch. 
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Cutlery is Packaged to 


Carvel Hall Steak Knives 
are a sight sale to any housewife. 
They’re so beautiful they'll go well 
with her finest silver. ..enhance the 
most smartly appointed table . . . so 
practical they'll fill a great need with 
meat courses. As a gift item they're 


gaining popularity every day, at- 


tractively packed in plastic cases of 


six or eight, fitting into compelling 
counter displays. National adver- 
tising in Good Housekeeping and 
Better Homes § Gardens has started 
a growing demand that you can cash 
in on. Carvel Hall Steak Knives 


are a good bet to build your profits. 


HARDWARE AGE, NOVEMBER 18, 


Kitchen Cleaverettes with 
mirror-polished blades and colorful 
plastic handles catch any feminine 
eye. Fine steel blade, keen, long- 
lasting edge butchers fowl, fish or 
meat, minces vegetables, tenderizes 
meats. Packaged in new, colorful, 


sales-making display carton. 


DeLuxe Cleavers do many 
household jobs but are larger and 
heavier than Cleaver- 
ettes. They're attrac- 
tively packaged to sell 

.and when shown on 


your counters. aisle 


CHAS. D. 





tables or in your windows, they 
move quickly to satisfied customers. 
Write today for details on all three of 


these fast-selling Briddell products. 





See Your Jobber for 


the Briddell Line 
Steak Knives + Butcher Knives + 
Cleavers * Boning Knives + Ice 
Picks * Ice Chippers + Oyster 
Knives « Clam Knives + Awls 
* Scimiter Knives + Corn Knives 
* Machetes + Oyster Tongs + 
Clam Rakes 


Briddell 


INCORPORATED 
CRISFIELD, MARYLAND 











ine Duality 4, wllery 
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G-E Table Model 
Radio-Phono 


4 table model radio phonograph 
equipped with an automatic record 


player and the G-E electronic reproducer 


is suggested to retail in the east for 
$99.95. Mahogany cabinet with full- 
length lid is trimmed with a distinctive 
metal grille which forms the entire 
front. Controls are beneath lid. Pow- 
ered by five tubes in addition to rectifier, 
receiver has a 5% in. Alnico 5 G-E 
loudspeaker and built-in Beam-A-Scope 
antenna. Will play automatically twelve 
10 in. or 10, 12 in. records. Single con- 
trol includes a start stop switch and a 
means by which record can be rejected 
after it has started to play. General 
Electric Co., Syracuse, N. Y. 


“RED _. 
R oT 
HOUSEWARE 
MARKET 





WHAT’S NEW 


Worcester Windsor 
Lawn Mower 


Worcester Lawn Mower Co., Chico- 
pee Falls, Mass., offers its 1949 line 
of Worcester mowers, all four models 
of which feature lightweight, compact- 
ness, easy maneuverability, and simpli- 
fied adjustments. Illustrated is the 
popularly priced model, the Windsor. 
Equipped with five blades, riveted to 
three steel cutter heads, one piece stee] 
shock resistant underknife. Has ball 








bearings, spring adjusted cones. The 
mower has closed wheels and rubber 
cushioned tires. Sta-Temp hardened 
steel blades and underknife. Oil-treated 





hardwood roller with adjustable brack- tube, 10 in. semi-pneumatic tires, cast 
ets. Selected hardwood varnished han- wheels, steel hub caps. Handle of tubu- 
dle, 16 in. wide. Power Master is lar steel, rubber grips. Hi-cut roller 
equipped with a large diameter, sec- eatin WE ae TR te dis. Stoas 
tional three-piece roller, cutting width ss cay 

% I _ model 600 has “Lynite” side plates, 


18 in., height from * to 2% in. Master 
model 550 has 6 in. reel, five heat- 
treated blades riveted to four steel cut- 
ter heads. A rigid one-piece cutter bat 
knife of Sta-Temp hardened - steel. 
streamlined iron side plates, threaded 
tie rod, reinforced with seamless steel enamel finish, harmonizing colors. 


automotive type ball bearings, felt seal, 
metal retainer, rubber grips on handle 
and aluminum shield. Snap on hub 
caps, height of cut from % to 2% in. 
Oversize rubber covered roller. Baked 





‘The Talk 
of the Country’ 


Din -c&» SINK GUARD 





HERE'S the best . . . the LOWEST priced unit on ff \ Min. LIST $f 19 
- 


the market today! It sells itself and resells fast — 


“ CHECK THESE PRICE 


have the aluminum to back your orders. ‘ina: 
and we y : ? Drain-it”’ FEATURES In Western States... .$1.29 


TAUB'S “Drain-it’ SINK GUARD is a beautifully 


"ADDS BEAUTY A few ‘Top Men'’ on full 


styled durable sink guard of sturdy aluminum, —always sanitary and clean. time basis will be given 


consideration to handle this 


deeply channelled for rapid drainage. FOR CLEANING VEGETABLES. consideration to handle this 
ADDED PROFITS for you IF you carry the sensa- FOR STACKING DISHES. merchandise 


tional “Drain-it”’. 


If your jobber cannot supply you, write us his name 


TODAY. 


"SAVES DRAINBOARD SURFACE. 
"NEVER RUSTS. 


, eee DELIVERY! , 











PRODUCT 


ALBERT TAUB & CO. ¢idvecano! ou: 
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TRIED 
and TRUE! 





93-03 SUTPHIN BOULEVARD ( 


IT MITERS 


MY FATHER'S 


IT BEVELS 


MITER BOX 





IT CUTS COMPOUND MITERS 


SPECIFICATIONS AND FEATURES (Model C): 


reading. 


THE PATENTRY 


*T.M. Reg. Pats. 
opyriaght 1948 By The 


Pend. 


COMPANY, 


Pateutry 


1. Two pivots for every conceivable type of simple 9. Adjustable saw guide for saws of varying thick- 
miter, bevel and compound miter. nesses ) 

2. Weight: Approximately 25 lbs. ea 

3. Materials: Finest gray iron, cold rolled steel and 10. Replaceable plywood table board. 
aluminum alloy. 11. Depth gauge for use with miter box saw. 

4. Table size: 18” x 5%” covering approximately 100 12. Cuts stock up to 5” thick and of any width at all 
sq. in. of table area. : miter settings. 

5. Two large adjustable dials for accurate setting and 13. Fair Trade Retail Price fixed at $27.75 in all states 


having Fair Trade Laws. 


6. Quick-locking and quick-releasing clamps on both 14. Lifetime guaranty against defective materials and 
pivots. workmanship. 

. Two malleable iron C-type work holding clamps. 15. Highest grade 24-inch miter box saw available in 

8. Suitable for both miter box and hand saws. limited quantities. 


Inc. 


Made in U. A 


Company 


JAMAICA 2, N. Y. 


DUO-PIVOT* 








lo 


gag 


RINGING UP GENERAL | 
XMAS SALES 


So — 


\ 


- 


oN 


<= ee 


3 MODELS - 3 WINNERS 
Time-Tested ¢ Sales Proven 


ERE they are... 
GENERAL Slicer for every kitchen slicing job . 


the outstanding houseware gifts for '48 ...a 
. and for every 


MODEL 300—Chip-resistant porcenamel 

fully equipped with food thickness gauge 
spur food clamp, stain-proof rotary knife 
specially gift wrapped for Christmas. A 
popular retailer at 


Le $42.5 


THE DELUXE “CHROME 400°’—Stream 
lined and plated in beautiful chrome! 
Has all slicing and safety features of 
bigger machines. Specially Gift Wrapped 


\y 
KY 











size kitchen. Every housewife from ccast to coast weats one . . . dealers for Christmas. Retails for 
from coast to coast acclaim them. Nationally advertised as a kitchen $ 95 
“must to more than 20,000.000 potential buyers the country over . . 19: 


each of the three General Home Slicing Machines has found immedibte 
consumer acceptance . . . and is reaping a rich harvest of extra sales 
and profits to dealers! That is what we mean when we say that the 
General is time-tested, sales-proven . . . a “natural to be your most 
sensational houseware gift seller this Christmas season . . . and all 


Y through the year! 


4% Over One Million GENERALS Now in Use! 


MODEL 319—White porcenamel finish 
has professional slicing and safety fea 
tures comparable to any machine within 
a hundred dollars of its price! For larger 
homes and small shops. Retails for 


ax $94 


jReleme-y-)'ha, mr ia- me Saa 3-8 
Brooklyn 11, N.Y. 


GENERAL SLICING MACHINE CO., INC. 
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Fog Fighters 


Gits Molding Corp... 4600 West Hu 
ron St., Chicago 44, LIL, has develope 


Fog Fighters, a pair of amber colores 








These 
° e float 
ales Lome Faster with [his 3s 
2 in. 
[ B i] a sma 
a ~ C “Wse-ct- Yourself” isplay balan 
for th 
{ ™ Your customers get interested the moment they see the LaBelle Doorknob unbreakable plastic headlight covers t is un 
Lock in this counter display. And they're sold when they begin working the each of which is attached a small rub fone 
non-jamming knob with the tumbler cylinder lock built into it. Your sales ber suction cup. Device is easil: — 
story is on one compact display piece — how LaBelle ends the need for pressed on to each of the headlight poche 
lockplates and old-fashioned keyholes; how it spins when locked; how it modernizes old | when dangerous driving conditions are odie 
doors and makes brand-new ones even better looking. Order this new, self-selling hardware encountered. \s it cuts down light holds 
staple from your jobber. Display unit at no extra charge on initial order for one dozen, product must he removed when fog which 
. rans Se ey passed. ee a re eat 
tall for $1.65 per set, and are package: . 

LaBelle Industries, Inc. in an individual multi-colored box fii pete 
©CCONOMOWOC + WISCONSIN. WP to the 
; Packa 





'W hip-R-W ell’ printe 


Thomas J. Hehite Plastics Co., 781 





Weaver, St. Louis, Mo.. has designed a 
plastic egg-beater with rate pl el Pie | 
closed gears to prevent pinched finger Hol 
Known as “Whip-R-Well” it is sug Rd zr 
vested to retail for 81.98. a 
which 
beans, 
National Pattern Axe featur 
. ” ie m 
Fayette R. Plumb, Inc., 4837 Jan a rfl 
. . os 
St., Philadelphia. Pa.. offers an ax ae 
which is said to incorporate the pre! af 
stickin 
erences of all single bit patterns fron 
> create 
various sections of the country. Axe t a fi 
availeble in six sizes with heads wei: = 
‘ , ss . ate forme: 
ing from 1° Ibs. to 4! Ibs.. each head ; 
is ava 
made of one piece special analy-i- 
: from | 
steel. National axe features the chara 
about 


Kitchen Scale with easy- 
to-read airplane 
type dial. 


teristic Plumb black head andr 


Spe 


Now available for the hardware 


and house furnishing trade. Chi 
This favorite household scale is Lawre 
designed for the modern kit- the sp 
chen. Finely finished in white the t 


enamel, black trimmed, silver 
and white dial, with large easy- 





clamp 


Capacity 25 lbs. by ounces. 








to-read numerals and ounce Glass covered dial, stainless steel bezel. j pie 
graduations. The Silver Clipper Platform 514” square. Packed one to a cor- and i 
is very attractive when included rugated carton. Weight packed 5 Ibs. Case handle. Fioor stand, four colored up and ¢ 
as part of a streamlined kitchen of eight 40 Ibs. $75 right corrugated piece holds a full dis keeps 
set-up or displayed alone. EBC CREM ise seceessen play of six axes. Back panel, 30 it Acts 
high, illustrates the four features of th half 1 

axe. Reported to fall true, has driving flared 

HANSON SCALE CO a8 Wows his Sere0t) chicas 22; tWineis head, power is centered behind driving rolled 
«ESTABLISHED 1888 edge and the axe has a shearing cul ind f 
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‘Freddy Fish’ | ATTENTION: RETAILERS! New Space-Saving 


Van Sciver Products Co., 219 N. 
Broad St., Philadelphia 7, Pa., is mak- ROVER DISPLAY RACK 

























aN ee ° ~ +. ° ° . 

ing Freddy Fish, toy consisting of three 

. zs < F 
different brightly colored plastic fish. i, ~ Bd) 
wait 

West Hu 
developed ° 
r colores Now You Can Build 


a Dog Furnishing Business 
with a Minimum Wall 
Space of 35 Inches Square 


ROVER—the greatest name in Dog 
Furnishings—has designed this sturdy 
attractive DISPLAY RACK to fit a mini 
mum amount of space with a maximum 
number of Dog Furnishing items. Can 
be made into a floor display if de 
sired. The entire ossortmert is made 
up of popular-priced items, displayed 
on hooks—all numbered for easy han 
diing. A suggested retail price for 
each item is included with every ROVER 
DISPLAY RACK 


Send your order today for the Deluxe 
Assortment for 128.95 (suggested retai 
price—229.15) or the Standard Assort 
ment for 89.39 (suggested retail price— 
163.16) and you will receive the beau 
tifully designed ROVER DISPLAY RACK 





These fish are so designed that they 


float upright and swim like real fish, 
says maker. It is about 2'» in. long. 
2 in. high, and % in. wide. Each has 
a small metal insert in his mouth to 
balance him and act as attracting power 
for the magnet. It is said that the fish 
is unbreakable, non-toxic and non in- 





‘Overs tt 

ee flammable. Freddy Fish game is sup- ee of chores! t0Dey tMonep-Sock 
s easils plied with a 12 in, red lacquered birch Guarantee if not satisfied! 

witicoten rod and equal length of permanent dyed sad ieee 

ions are green cotton line; a closed hook ot SEND , 

a ital spring steel cadmium plated which BROCHURE! 

hen fo holds a large piece of magnetic bait. 

-= ts which is made of Alnico permanent 

ackaved magnet alloy. When magnet is held BRUSHES & 
gy still under water it attracts fish from SPECIALTIES 


2 or 3 in. away and makes him swim 


MANUFACTURING CO 
43-01 QUEENS BOULEVARD, LONG ISLAND CITY 4, WN. Y. 


to the bait, snap at it and hold tight 
Packaged in a folding display box 
printed in three colors. 
































‘ ait , —* : - ee 
0., iBls ! cx : 2 Hl id ‘$ 
are ; | | ee 
rs e Pie Pan : 7 
a Holzit Pie Pan Co., 259 Monterrey P Y . 
Rd., South Pasadena, Cal., offers a pan 
which can be used to fry chops, bake a | a 
beans, casserole and other uses. Pan 2 
features an outer trough into which the 
— pie maker puts a quarter in. of water. 
Ps : Overflows run into this trough where | = 
e pre the water prevents the overflow from 
i sticking and burning. Slight steam Ms : 
“a created said to prevent crust from burn- . 
eed ing. Pan is made from heavy gage press- os This new CC Expansive Bit with its specially engineered 
7 formed aluminum under pre-heat. Pan , cutting blade sets a new standard of accurate, fast, clean, 
irs - is available in sets of six or individual Po smooth cutting in hard or soft wood 
Peete from 6 to 10 in. in diameter to retail at f ; FULLY GUARANTEED 
i oat about 95 cents per pan. tea" CUTS EASIER. Simplified design; tilted blade; no center lip 
CHROME VANADIUM STEEL BLADES. Holds sharp cutting 
edge longer. 
0 ALL CHROMED BODY. No rust: looks better: lasts longer. 
Speedy Flaring Tool B : 5 7 SmeK, ACCURATE ADJUSTMENT. Positive lock; no blade 
slippage. 
Chicago Specialty Mig. Co., 2954 W. : . SELF-CLEARING LEAD SCREW. Constant feed; no loading. 
Lawrence Ave., Chicago 25, IIL. offers . ‘y 
the speedy flaring tool which eliminates \ CC EXPANSIVE BIT SPECIFICATIONS 
ang cay ageing agger ) mane car [mee saa 
clamps. Place any of the soft type tub : . \| 250 | sa thork| ty" | 8t89 
ing up to “4 in. size in the sizing bar “ ; @ —— 2" to 
‘ig and insert against stops which line uy 1 ry mer a 
dup and center the tubing. Cam action lever : zoo — . 
I] «is keeps tubing in a firm flaring position. MADE BY THE MANUFACTURERS — 4 2st B®, my ie — 
a0 i Acts as a brace against the body. A OF CLARK CUTTING TOOLS Short Blade A" oa 
of the half turn of the crank and tubing is Long Blade 1A" to 75 
riving flared. Made of case hardened, cold | @ ae 
riving rolled steel with high carbon steel cam | 
cul and flaring point. 
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WHAT'S NEW 





The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 








SELLS | Camfield Automatic Toaster 
* Camfield Mfg. Co., Grand Haven, 


Mich., is introducing its automatic pop- 
up toaster with Equa-Therm, heat com- 
pensating silent toast timer. Color | 
selector for light medium or dark toast. 







“just PRESS 
INTO PLACE 
wmpo0ons ANO OUT 
Mastic weather so step gap? 
ks. 
cordstays pliable progres 
Te = drotts. cold 
nd dirt. In- 
fol out. to Geet Sores @ wormer 
! healthier home. 





or cartons. Cost low 








a 
Sells in cellophane 
| 
N yre-heating necessé vy as the Equa- 
packets ee 29¢ | Therm se for pee Hh hag tage | 


- well as voltage. Instant finger tip re- 
Sells in cartons lease in toast control handle. Oven 
type construction holds leat inside to | 

keep toast warm and crisp. Equipped 


(pkg. of 5 packets) $1.35 | with hinged crumb tray which easily 


(Far West slightly higher) snaps open for cleaning out loose 





@ METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 


crumbs in bottom of toaster. Operates 
on ac or de automatically. Has lustrous 








: : 
mirror-chrome finish processed specially | 


to retain its shine. Automatic shut off 
when not toasting permits unit to be 
plugged in at all times without wasting 
current. U.A.L. flexible cord perma- 
nently attached to toaster base. Fair 





traded retail price, $22. 


Rubber Floor Tile 


Fremont Rubber Co., 291 McPher- 
son Highway, Fremont, Ohio, offers 
a feature development in its rubber 
tile which affords greater flexibility 
in designing patterns. Now  avail- 
able are 9 in. by 9 in. tiles which have 
been die cut so that the center may be 








removed and a 6 in. by 6 in. tile of an- 
other color inserted. Fremont tile is 








iT BENDS , 





Here’s a real stopper! Die-cut available in 11 mableized fade-resistani 95%, OF 
hole accurately shows cus- colors which go all the way through A te 
tomers how much heat is lost the tile, hence can’t show wear. The LL CORD 
é 2 colors include cream, green, blue, SET TROUBLES 
when windows are not tightly Amevicon Resnty, grey, light-arey- A BIG VOLUME, FAST MOVING Power- 
fitted or sealed with Strip-Seal! black, coral, burnt walnut, scotch plaid, ’ LONG PROFIT SPECIALTY! Pow 
This attractive counter display coal frost and ebony. Sweeping or light eines Ce. <= es. ies 
is available to dealers by requi- mopping keeps it clean. It is reported oat of clocks Wen, eEatnates onrd rub 
sition direct from the factory. to be soft and resilient to walk on, wa a gg td sage Ginees ub 
lessens fatigue and suppressess sound. quality cord. Two smartly styled Cuttinc 
Improve customer service — It withstands heavy traffic and affords | = ae enn sem aol tee A bie 
glaze with Mastic-Glaze great resistance to denting, scuffing, it; women who try it will love it. ok 
UT-1149 | acid, grease and oil, says maker. FREE DISPLAY CARD Wheels 
Holds one WRIST ACTION Weight 


Fire-resistant, and slip-resistant. Fre- f 
: : set, and illustrates unique my 
mont tiles are uniformly 1/9 in. or | swivel action. See your job- 


3/16 in. thick and come in accurately | ber or write direct for com- 


elete details and prices. 


INANUFACTURING late) cut 444 in., 6 in., 9 in., and 12 in. 
4 | DAVIS Mfg. Company 











144 in. wide and sheet border stock 


squares, with feature strips 1% in. 
CLEVELAND 4, OHIO 





PLANO 1, ILLINOIS 


36 in. by 45 in. 
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A GREAT NEW NAME... 












A GREAT NEW LINE OF 
METALLIC PAINTS & POWDERS 


>GER eat he name “CHAMPION” was deliberately selected to symbolize the outstanding 
a5 2d performance of this new line of metallic paints and powders. True “Champions” in 
;, every sense of the word—the perfected products of experience and research! Depend 
EXtERion cHROM! on “Champion” to offer the best in finishes for every purpose, and maintain a quality 

5 CO. $0 sone axumanwure #0! which builds good-will. Champion challenges comparison! 


A few select territories available. Inquiries invited. 


tor CHAMPION BRONZE POWDER & PAINT CO., CHICAGO 12, ILL. 








FARM and RANCH Mowers 
_ THE COMPLETE LINE IN ‘49 






ny 
A MODEL RT-30 MODEL RT-10 MODEL R-20 . 
$99.50 $109.50 $124.50 


1H.P. 2 Cycle 1.2 H.P. 4 Cycle 

> FOB KANSAS CITY, MO. FOB KANSAS CITY, MO 

BLES THESE MOWERS ARE DESIGNED ESPECIALLY FOR FARM IMPLEMENT AND HARDWARE DISTRIBUTORS 

iG Power—MODEL RT-10 has rugged 4 cycle Clinton engine which has proven Power i cycle air-cooled engine driving both reel end wheels through V belt and 
itself for dependability and MODEL RT-30 is powered with a 2 cycle roller chain ¥ ; , 
Power Products engine designed to give outstanding performance along Clutch— Full t { t t 

Stes. with ite compect declan, end ease of stastine 2 ha dpe oem with finger tip control, everythir controlled througt 

from Drive—MODEL RT-10 has friction drive, made of long lasting treated Rugged Serviceability the MODEL R-20 weighs less than 100 Ibs. Built to 

cord rubber, which absorbs shock and assures years of service. MODEL RT-30 last by using steel side plates tied together with extra heavy cutter bar and 

vires, has direct drive with specially designed rubber cushions built directly int« specially designed brush bar 

ines? sub-shaft Precision Ground Ball Bearings Dowie shiehiel grease packed precisior 
” o . ground ball bearings assure k life These bearings are designed to se out 

tyled Cutting Height and Width— noth mowers have 17 inch cutting blad Meee ee oe Cee ee 

g iirt and keep lubrication in 

xe made of carbon steel and adjust in height from 1 to 3 inches Ease of Adjustment —Quickly obtained through positive lockir 2m 

< : z A ‘ 1e+ ough positive locking cams 
e it. Adjustable Handles = The adjustable handles make these mowers comfortable Cutting Width and Height Has full 20 inch cut, adjustable n height frow 
° o anyone regardless of height % to 2% inches 
be Zt Wheels —Rall bearing for some exsy operation Strenp. ates Setter Ser The cutter bar is mate from hurdened tool steel 
a ae = : ies einforces 1 grey ron casting secured with large rivets to prevent movement 
a Weight MODEL KT-10 weighs 70 Ibs., complete, while the RT-30 weig Rugged Reel Five heat treated tool steel blades secured with large rivet 

nly 42 Ibs to alloy steel spiders. The reel is ground om its bearings to mvricro-tolerance 





Distributor and Dealer Franchises are still available in some territories — address all inquiries to 


3907 BROADWAY 
FARM AND RANCH, INC. KANSAS CITY, MISSOURI 
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Only 

AIR EXPRESS 
gives you all 

these advantag 


A combination you don’t get 








with other air-shipping methods 


Special pick-up and delivery at no extra cost. Your 
shipments are picked up promptly when you call; 


fast delivery to consignee’s door. 


You get a receipt for every shipment, and delivery is 
proved by signature of consignee. One-carrier re- 
® sponsibility. Complete security. 


Assured protection, too—valuation coverage up to 
$50 without extra charge; 10 cents for each additional 
he $100 or fraction thereof. 


These advantages, plus 21 others, make Air Express the 
best and fastest way to ship. Your shipments go on every 
flight of the Scheduled Airlines — repair parts, equipment, 
finished items keep moving to where they’re needed. Reach 
any U.S. point in hours. Phone local Air Express Division, 
Railway Express Agency, for fast shipping action. Specify 
“Air Express’’ on orders for quickest delivery! 


FACTS on low Air Express rates 


22 lbs. machine parts goes 700 miles for $4.73. 

10 lbs. printed matter goes 1000 miles for $3.31. 
30-lb. carton of new fashions goes 500 miles for $4.61. 
Same day delivery in all these cases if you ship early. 








GETS THERE FIRST 










Rates include pick-up and delivery door 
to door in all principal towns and cities 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES of THE U.S. 





HAT’S NEW 


Ray-O-Vac Wall, 
Counter Display 


Ray-O-Vac Co., Madison 10, Wis 
offers the M-215 wall or counter met 





chandising display which measures 





10% in. wide, 154% in. high and 3 in. 
deep for wall use and 5% in. deep for 
counter use. Merchandiser is equipped 
with a battery tester, and is easy dis 


pensing and quick loading. 


W eather-Tite 
Letter Box Plates 


Weather-tightness in letter box plate 
is obtained by Ives interlocking of flap 
and frame. Spring augments gravity to 
in sure tightly closed position. Opening 
conforms to postal regulations. While 
the opening is 7” x 142”, its compact 
appearance makes it ideal for practically 
all applications. Rugged construction 
all parts made of solid brass or bronze, 
frame and flap of 1/16” wrought stock 
available in all standard finishes. H. B 
Ives Co., 5 Artizen St.. New Haven 8 


Conn, 


Bricklayer's Trowel 


John Stortz & Son, Ine Philadel 
phia 6, Pa.. offers bricklayer’s trowel 
with a blade of high carbon tool ste¢ 


harened and tempered to resisi hat 


knocks and shock in use Blade is tes 
ible, ground and finely polishe d a 
bevel edge for ease in cutting brick 


Metal capping on handle end permit 
tapping brick work when setting brick 
in mortar. Handle tang held and ex 


nds through smoothly finished fer 


ruled hardware handle. Handle 542 in 
long has high offset shank, 1 in. high 
Trowel is reported to be pertectly bal 
anced preventing undur train and 
fatigue. ILlustrated is the London nar 


row heel, 450-B, 104s in. blade, 44s in 


wide. Two other models available. 
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ae | "SAFETY 
ae FIREPLACE CURTAINS SINCE 


1849 





APARTMENT 
Door KNOCKERS 




















» for 
pped 
iis 
4 ‘ HIGHLY POLISHED 
IT’S THE ORIGINAL... 
Not every flexible screen is a Flexscreen—but PACKED IN ATTRACTIVE 
it’s Flexscreen your customers know and want. GIFT BOXES WHEN 
Fifteen years of consistent, hard-hitting na- 
tional advertising, plus the praise of enthusi- SO ORDERED 
“ep astic owners, have created a market that in- 
) si sists on the original woven metal fire curtain 
hile — Flexsereen! _ 
u ; 14 DISTINCTIVE TYPES OF 
pac 
al & IT’S SUPERIOR... DOOR KNOCKERS 
nze, Flexscreen fabric is specially woven—at our 
lock plant—for Flexscreen alone. It’s very resili- 
ae ent—a better fabric for this specific purpose 


n 8 ... Sheer, lovely, yet absolutely spark- proof 700 ITEMS! 


. heat treated for years of service. I nipull 
-qhiel slides curtains open or closed at the : 
touch of one hand—is found only on Flex- | BU | LDERS’ HARDWARE 
screen. Fixtures are solid, attractively de- 
signed. Your customers are right in demand- 























= - agp : | WRITE NOW!! 
ul exscreen 5s powertul customer appeal and eye-catch- 

He ing display mi lead to quick, be 7 -spot selling... FOR 

rf fe quae Basen bs pret ny ad hog anges CATALOG No. 19 
- it can mean an unprecedented turnover—and big 

mit profits! 

6 Write us at 1028 North Street for our Catalog. or ask ORDER 

he our representative to eall THROUGH YOUR 
in Makers of Fresh-Aire Fireplace Units — JOBBER 

igh cATALos 

bal 

. ee ee oH PADLUGK wo HARDWARE 
ra ‘4 ase ia 68. 


Fae. eee 


NORWICH, NEW YORK 
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Hardware dealers stock- | 
ing and displaying the 
new “Fold-Flat’’ USP Rub- 
bish Burner are finding it 
is one of the biggest profit 
makers in a long, long 
time. It practically sells 
itself because customer 
can see how the new 
Quick-Burn “tunnel” 
draft construction of the 
Fold-Flat bottom enables 
air to get under rubbish 
. see why burning is 
more complete and faster 
—with no half-burned residue. 
Then too, customers like Fold-Flat 
because it opens with an easy flip of 
the finger—can be opened with a stick 
when hot or dirty. Sturdy mesh frame 
has rust resisting galvanized finish. 


























es ae 




















——s ~ ? 
Se Bs } 


QUICK-BURN 
"Tunnel” Draft 
insures complete burning 





FOLDS FLAT — SAVES STORAGE 
AND DELIVERY SPACE 


No need to tie up storage space 
with ‘‘Fold-Flat."’ It folds down to 
31% in. x 28 in. x 1% in.—easier 
to deliver, easier for customers to 
carry home. Opens to a full 28 in. 


high x 16 in. x 16 in. 

Woo | 
MMMM 
MMF 
Whit 
een 


EV, LW 






*COMPANION TO “ZIPPER TOP” 


“Zipper Top” is the unique rubbish burner that’s 
been a sensational seller all over the country. 
Push any of the top loops and they ail fold down 
to make a snug, blow-proof cover. To open, 
pull any loop and they all pop up...ready for 
more trash. Display the ‘Zipper Top’’ prom- 
inently — and watch it sell itself. 








“Fold-Flat” and “Zipper Top” Available Immediately — Order From Your Jobber Today 


UNION STEEL 
PRODUCTS COMPANY 


Albion, Michigan 
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Sheffield’s Improved | 




























The NEW MYERS 
ALL WEATHER 


| FROST-PROOF 


HYDRANT 





Here’s another famous Myers 
high-quality product for profit- 
able selling. Every Myers Water 
System customer can use one or 
more additional hydrants to 
deliver a constant supply of 
running water where he needs 
it, and in all kinds of weather. 


THE F. E. MYERS & BRO. CO. 
Dept. H-49, Ashland, Ohio 
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“FIRST AID for a 
_ Hundred Home Uses” 


A light colored thick, 
paste-like material that 
handles as easily as putty. 
When dry, it hardens into 
wood, with practically no 
shrinkage. A quick way to 
repair cracks, holes and 
chipped surfaces. Availa- 
ble in tubes as well as 
1/4 lb. and 1 Ib. cans. 














CLEVELAND 6, 


OuH!I<O 
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You'll Sell More 


ee eee ee 


BRITE-BORE 





Gun cleaning 


RODS 


asl and 
\;] ~~ BRUSHES 


| a because 


MORE people are reading BRITE-BORE ads: 
! Four million readers of national outdoor maga- 
ay zines see our ads each month. 


AL 


MORE gun owners are discovering BRITE-BORE 
ADVANTAGES: 
Sturdy Duralumin Rods, all equipped with the 
Safety Stop for extra protection, 
diameter Brushes specially designed to meet 
all cleaning needs for all types of firearms. 








precision 














MORE customers are asking for BRITE-BORE 
BRUSHES AND RODS. 


New and exclusive features, precision design, fine quality 
and durability, make BRITE-BORE gun cleaning brushes and 
rods the best tools for gun bore cleaning on the market today 


THE MILL-ROSE COMPANY 


1935 East 59th Street ° Cleveland 3, Ohio 











THE “5OO-MILE” SKATE IS A 















@ You'll like the sleek lines and fine 
construction of the “500-Mile” roller 
skate. What’s more, your customers 
will go for this sensational skate .. . 
it’s the fastest made and is actually 
(or 500 

You’re 


guaranteed for one year 
miles) of the toughest use. 
assured of customer satisfaction from 
felt ankle pads to tempered steel 
wheels and double row ball bearings. 
Write today for full details. 


500-MILE ROLLER SKATE 
HUSTLER CORPORATION, STERLING, ILL. 
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TRY 
TRYON 
FIRST 


Stocks Need Replenishing? 
Here is thi 


in sporting goods 


~ 
TSHER 
Kinet " 


+3 







to make this 
another sporting 
goods Christmas 


TS : 
oe y 
MoS 
| aS: , 
l sites 
‘ ok ; 


va 
Kntresier / 
noms 








If you are going to make this another sporting goods Christmas— 
and cash-in on the tremendous popularity of sporting goods for 
gifts—you'll find the Edw. K. Tryon Co. in a particularly fine posi- 
tion to help you meet your requirements for merchandise, to 
hurriedly replenish your stocks for the intensive pre-Christmas 
selling period 


GFISHER 


FISHING TACKLE 


‘pwn ADELPHIA. pea 


Ki 


will meet your requirements for quality merchandise—to delight 
your customers—at a profit mark-up to make your cash register 
happy. 

RODS—REELS—BAITS—PLUGS—FLIES— and other fishing acces- 


sories—always in demand 


Uae 






f All Sorte 





ATHLETIC GOODS 


which for quality materials and expert workmanship are hard to 
excell—and at prices that will please both you and your customers 


Golf © Tennis ® Baseball © Football © Basketball © Badmin- 
ton © Ski and Ice Skating Outfits ® Toboggans ® Fencing and 
Archery Goods © Sleds * Bicycles © Wheel Goods * Toys 


Write for our new toy catalog 


Be Sure to Visit Our 
Special Convention Exhibits 


ATLANTIC CITY 
Chelsea Hotel JANUARY 29 to FEB. 4 


During the N.S.G.A. Convention 







BOSTON 

Statler Hotel FEB. 22-23-24 
New England Hardware Dealers Association 

BALTIMORE 


5th Reg. Armory FEB. 28 to MAR. 3 
Pennsylvania and Atlantic Seaboard Hardware 
Association 











EDW. K. TRYON CO. 


PHILADELPHIA 5, PA 


65-819 ARCH ST., 


Est 181) 
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Read it in HARDWARE 








EWS OF 





HARDWARE AGE FOR 





J. C. BERTHIAUME 
CENTRAL WESTERN DIST. 
MGR. NICHOLSON FILE 
Nicholson File Co.. 
R. 1... has announced the appoint- 
ment of J. Clifford Berthiaume as 


Providence, 





J. CLIFFORD BERTHIAUME 


district manager of the central 
western territory including Chi 
cago, Minneapolis. St. Louis, 
Kansas City and Denver. Mr. 
Berthiaume joined the Nicholson 
organization in 1936. Following 


an intensive period of training 
in the Nicholson factory at Provi- 
dence, he was appointed a service 
New 
York City and then for nine years 
Detroit. In 1946, Mr. Ber 


thiaume was made a sales repre 


engineer, serving first) in 


headquarters — in 
Minneapolis. Working under Mr. 
Berthiaume’s supervision are 
Frank Reeney, George H. Mont- 
Chester \. 


sentative, with 


vomery, Jr... and 


lawton. 


A. L. ATKINSON RETIRES 
AS MGR. VACUUM DIV. 
FOR GENERAL ELECTRIC 


The ol ¥ & \t- 
kinson as manager the Gen 
eral Electric vacuum cleaner divi 


retirement 


of 


sion was announced recently. A 
veteran of 42 years with General 
Electric Co., Bridgeport, Conn., 
Mr. Atkinson 


is a well-known 

figure in the vacuum cleaner in- 
dustry. 

Mr. Atkinson joined the com- 


Schenectady, 
later 


in 


pany in 1906 
J ; draftsman, 


7. 2 2 
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in 


witched to production engin 
« and then entered public 
1922) he was) transferred 


In 


l\ 


Bridgeport and three vears late 


was named head of the publi 
section here. Five vears later 
became iivertising manager, 


aver of General Electric 


cle 


In 1928 li 


e Was app 


‘aner sales and exe 
ief intervals has be 
with the vacuum 


lustry since that time. 


Me 


inagel of the (, 


ynted nm 


vacl 
ept for 
en conn 
( le ner 
He bere 
k Vael 


clegner division in 1945 


City 
he 


man 
mum 
tw 
eel 
in 
ithe 


un 


When the General Electric 
Premier and industrial cleanse 
divisions were consolidated ast 
fall, Mr. Atkinson was name 
manager of the new division. 


R. G. BULL TO DIRECT 
SHERWIN-WILLIAMS’ 
NO. ATLANTIC AREA 


Phe appointment of Richard 
G. Bull as director of the North 
\tlantic region with headquar 
ters in’ Newark. N. J.. of The 
Sherwin-Williams Co... Cleveland. 
Ohio, has been announced. 

Mr. Bulls new position place 
him in charge of all of the com 
pany s sales operations in the 
North Atlantic states. He is fill 
ing a vacancy caused by the sud 
den death of A. W. Baedet 


in 


W 


New 


illiams in Februar 


York City, Oct. 7 
Mr. Bull started with Sherwin 


vy. 1938, 


in 


the technical service department 


in Cleveland. The following year 


he 


became ordet cl 


RICHARD G. 


erk 





BULL 


the 


maintenance sales division and i 
Seplember, 1939, is transierr 
to the North Central  Distric 
pigment chemicals and colo 
sales division. 

He was promoted in 1945 
issistant to My J. Fortier, vice 
pwesident ind general manayet 
Six months later s named 
export manager at Newark. 
Since October. 1946. he has been 


director ot foreign sales New 
irk, 

pany s 
He will 


these activities in 


duties 


handling al ol the com 


loreign export 


continue lo stipervise 


new 


ELECT G. W. CHAPMAN 
YALE & TOWNE MFG. CO. 
DIRECTOR 


W. 
president in finance 
of The Yale & ‘Towne Mig. Co.. 
New York City. has been elected 
the 


Gilbert Chapman vice 
charge of 


a member ol heard 


rectors, If was announced recent 
ly by Joseph A. Horne, 


chairman 


of the 


MARKET FORGE APPOINTS 
N. Y. DISTRICT MGR. 


Robert P. Rudy 
been appointed district managet 
the New York area for the 
Market Forge Co... Everett, Mlass. 
He 


has recently 


has 


most recently been asso 
ciated with a New York mill 
supply house as sales engineer 
Prior to that he was staff as 
sistant to contract and service 


and spare parts manager of the 
Wright Aeronautical Corp., Pat 
erson, N. J. His offices are at the 
Materials Handling 
5630, Grand Central 


Division. 


Ver 


Room 


minal Bldg... New York City 17 
and from this location he will 
supervise all sales for the Nev 
York area. 


CENTRAL STATES CLUB 
11th MEETING, DINNER 
PARTY, LASALLE HOTEL 


The Central States Hardware 
Club, Ine., Suite 359, LaSalle 
Hotel, Chicago, will have its 11th 
annual meeting and dinner party 
it the LaSalle Hotel, Chicago, 
Grand Ballroom, during the Na- 
tional Housewares Show, on Jan. 
17, 1949. 


HARDWARE 


DuUsiNness, 


iddition to his 


ithe building products field. 


PISTORIUS SALES MGR., 
HEATER DIV. INLAND 
STEEL CONTAINER 


Jose ph R Pistorius has 
manager of 


livision (New Or 


appointed 
the heater 
leans. La.) of the 


Container 





PISTORIUS 


J. R 


Mr. 
ciated 
New Orleans plant in September 
1940. He worked first in the fa 
turned his 


Pistorius became — asso 


with the company at its 


tory othce and then 


attention to sales. In 1943 he went 
into the United States Navy and 


became a navy carrier fightet 
pilot. 

After returning to the company 
upon his discharge he was ap 
pointed to the sales staff at the 
New Orleans plant and covered 
the surrounding territory until his 
recent assignment was announced 
the 


by company. 


G. E. TOMB BECOMES 
MANAGER OF SALES 
TEL-O-POST DIV. 


Gordon E. 
heen appointed manager of sales, 
Brainard Steel Co., Warren, Ohio. 
Tel-O-Post his 
position, he will be responsible 
the of Tel-O-Posts as 
well as other items produced fo 
His 


headquarters will be at the home 


Tomb has recently 


division. In new 


for sale 


rh 
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BELKNAP HDWE. 
ANNOUNCES TWO DIST. 

SALES MGRS. 
Belknap Hardware & Mfg. 
lll E. Main St..- Louisville, Ky... 


holesalers, has the 


Co. 


Loin ed 





RICHARD B. BONDURANT 


Richard B. Bon 


as sales manager of the 


appointment ol 
durant 
western division and Otis T. Keel 
ing as sales manager of the south 
Also the 
vancement of Charles VM. Smith 


from assistant manager of catalog 


eastern division. ad- 


ind printing department to man 
ager of the catalog and adverti- 
ing department was reported. 


Mr. Keeling the 


joined com- 
pany in 1934 and two years later 
traveled in North Carolina and 
Virginia. Mr. Bondurant. started 





OTIS. T. 


KEELING 


HARDWARE AGE, NOVEMBER 


Hardware whole 


1929 


in 1923 with the 


salers, traveled in 
1948. he was 


and in 
Virginia. In June. 


transferred to the 





COOLERATOR APPOINTS 
FOUR DISTRICT MGRS. 
William ©. 

manager for the 

Duluth, 


appointment of 


Conley, Ir. sale 


Coolerator 


recently announced thy 


Thomas H.R 
~ alti 


is district manager in 


He will direct the sales 
Coolerator refrigerators and tan 
ily-size home freezers in Wash 


ington, Oregon, Utah, Idaho 


Montana, western Wyoming and 
eastern Nevada 

Mr. Ryan has had over thir 
teen years experience in th 


wholesale and retail field 
the Mr 
the appl 

Marshall 
Nelson of 
other 


Prior to war, Ryai 


was associated with 
departments — of 
Frederick 
Mr. 


ance activities include such posi 


ance 
Field's 


Seattle. 


Ryan’ appli 


tions as general sales manage! 


for a commercial and home 


freezer manufacturer, and West 
Coast sales manager for Pres 
teline appliances. 

Also reported was the appoint 


K. Willard as dis 


trict sales manager for the Cool! 


ment of John 
erator Co.. Duluth. in the Cleve 
land territory. 

the Cleveland 
area, Mr. Willard’s sales activity 
for 
family-size freezers 
Michigan 


Pennsylvania. 


In addition to 


Coolerator refrigerators and 


will include 


eastern and western 

Having operated his own ap 
pliance business in the Cleveland 
1923, Mr. 
Willard brings to the company a 


region as early as 
background of seasoned electrical 
appliance experience. 
Wayne Wicklund 
district manager 
St. Paul 


tered in St. 


named 
for the 
territory. Headquar 
Paul, Mr. Wicklund 
work with Coolerator dis- 
tributors in North Dakota, 

Headquartered in St. Paul, Mr. 
Wicklund will work with Cooler 
ator distributors in North Dakota. 
Upper Wisconsin, Mich 
igan, Minnesota. lowa, Nebraska. 
and South Dakota 

Emil 


Was 


will 


Upper 


Rasa was made Coole 


18, 19484 


itor district) sales manager 
Ne Ww York. 

In addition to his New York 
wtivities, Mr. Rasa will direct 
the sales of Coolerator refrige 
ators and family-size freezers it 
Eastern Pennsvivania and South 
ern Connecticut 

Vir. Rasa has nearly 20 vear- 

ience In the clectrica | 
ince marketing held or over |, 
vears he was associate ithe the 
Westinghouse Electric Supoly ¢ 
ofl New York n varie osition 

More recently Mir Ras 
national advertising manavet ! 
the Jackson Mi Co. of Brookly: 
and, until his appointment 
Coolerator, was sale promothar 
manager for the Times Appli 
ance Coo,, Ne \“ York 


WITZLEBEN, VICE PRES., 
GEN. SALES MANAGER 
OF TRIMZ COMPANY 


Arthur Tl. Witzleben. J 
wen recently app 


presice nt and general sales man 
ager of Trimz Company, Ine., 

division of United Wallpaper 
Hh. it) was ar 
nounced by William HH. Yate 

president. Mr. Witzleben was for 
executive stall ol 


New York City 


Inc.. Chicago, 


merly on the 


Gimbel Bros. in 


HARDWARE GRADS 
FORM ASSOCIATION 


United Hard 
(ssn... composed 
hari 
ware course given at the College 
of the City of New 
further 


\ new group, 


ware Retailing 


of graduates of the retail 


York, has 
the ad 
knowledge among 
the 


heen formed to 
vancement of 
the hardware trade. It is 
this 


change product information and 


purpose of group to ex 
have prominent hardware indus 


try men address the members 
regularly. 

The meeting ol 
the group held Dee. 6, 
1948, at 8:00 p.m. at the City Col 
lege Midtown Business Center. 
130 W. 50th St., New York City 
All hardware men are invited to 
attend, Further information may 
be obtained from Edwin Springer 


206 Reid Ave., Brooklyn 21, New 
York: tel 5-1870. 


next regular 


will be 


GLenmore 





CECIL PHILLIPS MADE 
ASS’T. SALES MANAGER 
HAMILTON MFG. CORP. 
Cecil Phillips has recently bee 
named assistant sales 
Hamilton Mie. Corp.. 


nanager ol 


(Columbus 





CECIL 


PHILLIPS 


Ind. He joined Hamilton's as a 
special sales promotional man 
prior to assuming his new duties 


wiated with 
Co. tor 


formerly 


He Wills 
Cummins Diesel Fngine 
the past 13 years and acted in the 
capacity of assistant southeastern 


region sales manage 


NAME ASS’T SALES MGR. 
OF DUPONT SEMESAN DIV. 
Wilmington, 
Del., has announced the appoint 
Howard A. Weibel as 


manager of the 


The du Pont Co.. 


ment of 
assistant sales 
section, which is 


the 
interest in seed disinfectants and 


“Semesan” 
responsible for company 
turf fungicides. 


Mi Weibel 


san” organization in 


joined the “Seme 
1940 as a 
technical the 
western states. From 1942 to 1946 


salesman covering 


he served in the Army as a cap 


tain of Field Artillery, with 20 
months of active service in 
Europe. After his discharge, Mi 
Weibel was a “Semesan” sales 
man in the Central-West, and 
then in California, until he was 
brought to the home office on his 
promotion to assistant sales man 
ager. 
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GORDON L. McDOWELL 


G. L. MCDOWELL MADE 
WOODBOSS SALES MGR. 


The appointment of Gordon L. 
McDowell as salesmanager for 
Woodboss, Inc., 2712 N. Missis- 
sippi Avenue, Portland, Ore., was 
announced recently. 

Mr. McDowell first entered the 
prefabricated housing business, in 
which he was engaged for several 
years. 

He will be in complete charge 
of Woodboss sales nationally. His 
first assignment will be a coast- 
to-coast trip, during which he will 
call on present Woodboss dealers 
and appoint new ones. 


Before assuming his duties 2: 





WALTER R. FOSS, president of The Wooster Brush Company, Wooster, Ohio, announces 
that eight additional employees of the 98-year old Wooster Brush Company are now 
eligible for membership in the Wooster Brush “25-Year Service Club.” 
this club have been employed and served continuously with Wooster Brush for 25 years 
At a special dinner tendered all employees by the company, Mr. 
sented gold watches to cach of the eight new members, in token of their long and con- 
This is an annual event with Wooster Brush and its employees; and 
Mr. Foss explained that there are now 57 living members of the company’s 25-Year Club 
—with an average of 30.54 years’ service, or a total of 
Individual service of these club members range from 25 to 55 years. 


or longer. 


scientious service. 


entire group. 


| salesmanager, Mr. McDowell 
| studied at the factory the manu- 
| facture of the Woodboss one-man 
power chain saw, and spent sev- 


| 
| eral months in the woods observ- 
| ing the performance of the saw. 


CROSLEY COMPLETES 
PLANS FOR INSTALLMENT 


| SALES OF ITS PRODUCTS 


Crosley Division of Avco Mfg. 
Cincinnati, 
nounced the completion of a na- 


| Corp., recently an- 


tional arrangement with Com- 
|mercial Credit Co., 


|} installment sales of its products 


covering 
| through Crosley dealers. 
| Crosley manufactures house- 
| hold refrigerators, freezer units 
|and ranges as well as radio and 
| television receivers. Commercial 
| Credit Co., 


| “ 
Baltimore, 


with headquarters in 


will serve Crosley 


dealers and their customers 


through its financing subsidiary, 


| Commercial Credit Corp., which | 
300 | 


|has local offices at 
strategic 
country. 

In making 


Nn, &. 


nearly 


points throughout the 


the announcement, 


| 


manager of Crosley, commented: | 
|The plans offered through this | 


service are complete, sound, and 
| flexible and, we believe, will be 
much more attractive to Crosley 
dealers and customers than gen- 


eral financing plans now in use.” 
Wareheim, president of | 


a 
Commercial Credit Co., said, “We 
are pleased to offer our nation- 
wide financing facilities to Cros- 


Macdonald, general sales | 


ley dealers, many of whom have 
been valued customers of ours for | 
years. In selecting our service 
| Crosley adds its name to a grow- 
ing list of some 275 outstanding 
manufacturers in various fields 
we are fortunate to have as spon- 
sors of our financing service.” 


R. M. TUCKER NAMED 
MGR. RUSSELL & ERWIN 
NEW YORK OFFICE 

R. M. Tucker 
pointed manager of the New York 
Russell & Erwin Divi- 


American Hardware 


has been ap- 


office for 


The 


sion, 





R. M. TUCKER 

| Corp., New Britain, Conn. J. VP. 
Donovan, former manager, has re- 
signed his position. 


All members of 


oss pre- 


1937 years’ service for the 


The new members of-the 25 year service club are left to right: Walter R. Foss, president; 
Frank Swinehart; Robert Hall; Hazel Badger; Harry Barnard; Helen Rouhier; Charles 
Wepler; Russell Robinson and Clifford P. Foss, vice-president. 
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LAINSON 


HAL 


HAL LAINSON HEADS 
NEBRASKA MFR’S GROUP 


The new president of the As 
sociated Industries of Nebraska 
is Hal Lainson, vice-president of 
the Dutton-Lainson Co., Hastings, 
Neb., hardware wholesaler. 

The association, now in its 36th 
vear, is composed of heads of the 
various manufacturers in the 
state. Mr. 
president of the group, is one of 
the to be elected 


io its presidency. 


Lainson, former vice- 


youngest men 


WM. W. ACUFF, REYNOLDS 
METALS REGION MGR. 
The William 

W. Acuff as regional manager for 

Building 


appointment of 


the eastern region, 
Products Division of Reynolds 
Metals Co.. Louisville. Ky., was 
announced recenily. Mr. Acuff’s 
office is at 19 East i7th Street, 
New York City. 

Before joining the Reynolds 


organization, Mr. Acuff was presi 


dent of Robert Hetherington & 
Son, Sharon Hill, Penn. From 
1924 to 1945 he was with Keas- 
bey & Mattison, Ambler, Penn. 


acting as industrial sales mana- 


ger, promotion sales manager, 


and advertising manager. 


W. L. WALKER SALES MGR. 
AGRICULTURAL EQUIP. 
DIV. DAYTON RUBBER 
William L. Walker 


appointed sales manager of the 


peen 


has 


agricultural original equipment 
division of Dayton Rubber (o., 


Dayton, Ohio, according to a re 
cent announcement. He succeeds 
Ward M. 
signed recently. 

Mr. Walker has heen associated 


with Dayton Rubber for the pas! 


Vanderpool who re 


1] years in a sales service engl 
neering capacity. In his new posi 
tion his headquarters will be in 
Chicago in the company office at 
1009 West Washington Boulevard 
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What's the Bike Population 


in your Neighborhood ? 
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.ADS 
SROUP 

the As- 
Vebraska 
ident of 
lastings, 
“Tr. 

its 36th 
ls of the P ‘ 

in the He's figuring out how many of the new YALE Ziplocks 
ier vice- 
s one of | will be given in the neighborhood. 

elected 

xe Th . ; . ‘ 
“ c Ziplock is the new bicycle padlock that zéps to fit. 

_— “ ~ Wherever we've introduced it, sales have been (to be 
MGR. r a conservative) sensational. 

William J - 

ager {o i ws . , 
Building ~ ~ Now we have enough Ziplocks for the entire country. 
ge “ < It’s the first time that Ziplocks have been available for 
7 “ a the Christmas trade—so stock up and send for your free 
M eel, } 
| r E Ziplock window banner and newspaper mat. 
eynolds ao z 
as presi- - = 

yto & — — 
ee ; THE YALE & TOWNE MANUFACTURING COMPANY 
pes: STAMFORD, CONN. 
; mana- 
lanager, 
, MGR. 
UIP. 
3BER 


is been 
of the 
upment 
er (.0., 
lo a re- 
ucceeds 
vho re: 


sociated 






he past 222 ZIPLOCK 
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840 SUPER PIN-TUMBLER PADLOCK 
Another Fine Christmes Gift 
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HERE’S WHY 


ITS PROFITABLE! 


NATIONAL LOCK 


CABINET HARDWARE 


N 61-200 


ee 


N 61-048 


N 58-239 ¢ 
capella N6t-225 


Throughout the nation, aggres- 


sive hardware merchants are 
reporting outstanding profits 
from the sale of NATIONAL 
LOCK Cabinet 


In store after store it is con- 


THE NAME 
8 Bale é 


Hardware. 


sidered an important source 


of revenue the year round. 





Order an 


, anne 5 
UNLIMITED 


Ask your jobber. 


adequate stock. Then use 
the effective counter display 
boards, newspaper mats 
and other profitable sales 
tools. Ask, too, about 
Bolts, Locks 


Sash Hardware. 


= CONVENIENTLY 
_ PACKAGED! 


ia 


Screws and 


hc 


and fine 


ai 
2 ee 


435-5 


es 


MARKUP IS 
EXCELLENT! 









DISTINCTIVE HARDWARE 
ALL FROM ] SOURCE 


IN. NATIONAL LOCK COMPANY 


ROCKFORD e« ILLINOIS 
Ihe. oD MERCHANT SALES DIVISION 
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TED NEMES 


TED NEMES APPOINTED 
MID-ATLANTIC MGR. 
FEDDERS-QUIGAN CORP. 


E. A. Bonneville, 
of 2g l nit Air Conditioner Divi- 
sion, Fedders Quigan Corp., Buf- 
falo, * 


sales manager 


has announced the 


gional manager for the Middle | 
. : 
| Atlantic States territory. 


Mr. Nemes was formerly 
ciated with the York Corporation, 
York, Pa. He will make his 

| headquarters at 1554 Old Farm 
| Lane. York, Pa. 

His territory includes: Eastern 
| Pennsylvania, Southern New Jer- 
sey, Maryland, Delaware, West 
Virginia, Virginia and Kentucky. 


asso- 


- 
RICE, BRANCH MGR. 
| NEW ORLEANS INLAND | 
| STEEL CONTAINER PLANT | 


| The appointment of Norman 
1D. Rice as branch manager of 
the Inland Steel Container Co., 
| New Orleans plant, has been an- 
| nounced by John T. Gossett, vice- 
president. 

| Mr. Rice became a plant ap- 
| prentice at Inland Steel in 1939 
land was Inland 
Steel where 


transferred to 
1940 


Container in 











NORMAN D. RICE 


HARDWARE 


appointment of Ted Nemes as re- | 


he worked on the designing of 
new equipment and arrangement 
of plant facilities. He 
a naval officer during the war 
and upon his return to the com. 
pany in 1946 he 
design and development of a new 
product, the Comforteer Gas 
Heater. In 1947 he became sales 
manager of the Comforteer heater 


served as 


pioneered the 





| division of the container com 


| pany. 


CHICAGO PAINT CLUB 
HOSTS TO VISITING 
REPRESENTATIVES 
| The Paint Salesmen’s Club of 
| Chicago entertained visiting sales 
|}men and their 
| parts of the country who are in 
| attendance at the 
| the National Paint, 
Lacquer Association and the Na 
tional Paint and Wallpaper Deal 
ers Association. 
On Sunday, 
| was served at the Hotel Sherma 


wives from all 


conventions ol 
Varnish and 





Nov. 7 a lunch 
| at 12:30 noon. 

Among the guests 
|were: J. E. Healey 
| newly installed 
Elmer Dreckman of Chicago, new 
vice-president of the National 
Paint Salesmen’s Association. 
General Battley and Lawrence 
Kiefer of the National Paint, 
Varnish & Lacquer Association, 
Edgar Koretz of the National 
Paint & Wallpaper Dealers As- 
sociation also attended. 

A short but interesting prograni 
was prepared under the chair 
manship of Arthur H. Schroeder 


attending 
of Boston, 
president, and 





W. G. McDONALD NEW 
PROTECTALL SALESMAN 
IN NEW ENGLAND 


William Glenn McDonald of 
Hamden, Conn., has been named 
New England representative of 


the Protectall Mfg. Corp., Syra- 
cuse, N. Y. He succeeds Gilbert 
H. Block, who had handled this 
territory. 

Mr. McDonald was _ formerly 
with the Parker Pen Co. as 4 
supervisor of sales programs and 
as a sales trainer in the New En- 
gland and Mid-Atlantic states 
Part of his job was to set up sale 
presentations of new commoiities 


| BARRON THROCKMORTON 


ELECTS SECRETARY 
TREASURER 
Barron K. Throckmorton & 
Co., Inc., manufacturers’ agents. 
17 E. 42nd St., New York City, 
has announced the election 0 
Robert L. Schoelle as treasurer 


| and Joseph G. Linington as se 


retary. 
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INDEPENDENT CORDAGE | gravel stops. Orders for 
FORMS NEW PAPER DIV. | items are now being scheduled 


Ne for early delivery.” 
{ new paper division has been 
formed by the Independent Cord- 
ave Co., distributors of twines, 
ropes and yarns, 397 Washington 
St.. New York City 15. This was 
announced recently. The new 
paper division will feature a com- 
plete line of paper, board, and 
paper products and will be 
headed by A. Ury. This new ad- 
dition was designed to give cus- 
tomers better service. 
M. H. Rodnick will continue 


with the firm as vice-president. 


In addition, Mr. Reynolds re- 
vealed that after January 1, 1949, 
these items will be stocked by a 
nation-wide distributer organiza- 
tion with warehouses in approxi- 
mately 50 of the largest cities in 
the United States. These items 
will thus be available for imme- 
| diate shipment from stock. Too, 
the line is to be extended to 
cover many other items such as 
door jambs and related shapes. 





| HARMIC MFG. NAMES 
- TWO SALES AGENTS 


these | 





lhe appointment of two sales | 


REYNOLDS INTRODUCES 
LINE OF STANDARD 
ARCHITECTURAL SHAPES | irons and blow torches and solder 


| has been announced by M. A. 
Silverman, sales manager of Har- 


the 
Harmic line of electric soldering 


representatives to handle 


Reynolds has entered the archi- 
tectural field with a complete line 


: mic Mfg. Co., 20 Vernon St., 
of standard shapes in extruded , 2 
luminum, it was revealed by Somerville €3, Mass. 
a 9 as ) , . . 
3 “ Me . . Walter F. Nelson Sales Agen y, 
David P. Reynolds, vice president, ; 
eal les divici R id Atlanta, Ga., will handle West 
ge sales division, Reyno ree ie ‘ : : ‘ 
me""S | Virginia, Virginia, North Caro- 


Metals Co., Louisville. In mak- 
ing the announcement, he said, 
“Standard architectural shapes 
now available include thresholds; 
window sills, jambs, mouldings 
and stools: handrails with balus- 


lina, South Carolina, Tennessee, 
Alabama, Mississippi, Florida 
and Georgia. 

In Montana, Idaho, Wyoming, 
Utah, Colorado, New Mexico and 
El Paso, Texas, will be Roy J. 
ters and finishing shapes; base | Holsclaw of Denver, Col., and his 


mouldings; copings; facia and | organization. 











D. A. Mitchell, left, president of Dexter Lock Canada, 
Ltd., presents to Lou Dexter, president of National Brass 
Co., Grand Rapids, the first Dexter lock produced in the 
new Canadian plant at Guelph, Ont. ““The workmanship in 
this lock proves the Canadian plant has captured the ex- 
perience and know-how of our Grand Rapids plant that 


has been built up in the last 25 years," Mr. Dexter com- 
mented when he received the first lock. ‘The Guelph 
plant is to be congratulated on its start of full production 
of the more popular items in the Dexter line only 10 
months from the date that first plans were laid,"’ he added. 
The new organization, is strictly a Canadian operation, with 
the entire management and personnel of Canadian heritage. 
The Dexter line in Canada carries the same written lifetime 
warranty that covers the line in the United States, assuring 
satisfactory service from Dexter locks on a no-cost re- 
placement basis as long as the building in which the lock 
is installed remains standing. 
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10 Retail 
Merchandisers 
















LEN “Sete 
MORE WITH 
LESS EFFORT” 





st 








It wastes your time and often makes you break into 
stock to fish out one or two small cap or set screws 
for a customer. Let him browse and buy more! 


Allen pioneers the replacement market for Allen head 
cap screws, set screws, keys and the new market for 


key kits with ten different units... counter displays, 
boxed assortments and complete counter display 
merchandisers. Ask your Allen distributor about Allen 
retail sales aids... for ‘ 
quicker, easier, greater 
profit per square inch 
of selling space. 





or onnecticu 


. . > 
NEW YORK, CLEVELAND, DETROM, CHICAGO, LOS ANGELES 
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JOHN F. BIGELOW 


JOHN BIGELOW DIRECTS 
SALES TRAINING FOR 
MAGNAVOX RADIO DIV. 


John F. Bigelow has been ap- 
pointed director of sales training 
for the radio division of The 
Magnavox Co. 

Prior to joining Magnavox, Mr. 
Bigelow was manager of the pub- 
lications and training section of 
the Farnsworth Television & 
Radio Corp’s, service department. 
He had been with Farnsworth 
since 1943 and was engaged in 
television research and engineer- 
ing for that company during the 
war. 

He was a member of the radio 
division of the Indiana State 
Police for seven years, serving as 
chief operator of station WRNR 
three years. At present he is an 
FM and television instructor for 
the Warren Radio Co., and he 
recently completed a textbook on 
television design and mainte- 
nance to be published this winter. 


COOLERATOR INCREASES 
PRODUCTION OF FAMILY 
SIZE FREEZERS, REFRIG. 


Reversing the usual seasonal 
sales trend, the Coolerator Co., 
Duluth, has found it necessary to 
increase production of family-size 
freezers and refrigerators to meet 
the sustained demand of retailers 
for Coolerator products, Ward R. 
Schafer, vice-president and gen- 
eral manager of the firm an- 
nounced, 

As a part of this expansion 
program Coolerator has moved 
its entire accounting, sales, ad- 
vertising, engineering and service 
departments from the factory in 
west Duluth to the new Garrick 
Building in the downtown Du- 
luth business district. The new 
Coolerator Central offices will oc- 
cupy more than 10,000 square 
feet and the space vacated at the 
factory will be utilized by pro- 
duction facilities. 

Coincident to production in- 
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creases, sales manager William C. 
Conley, Jr., disclosed a stream- 
lining of the Coolerator sales ter- 
ritories. Effective Oct. 1, the 15 
sales areas established immedi- 
ately following the war were con- 
solidated into 13 more compact 
districts. This territory realign- 
ment will eliminate much travel 
for the district managers and 
permit closer distributor contact, 
Mr. Conley stated. 





J. WISS & SONS HOLDS 
100th ANNIVERSARY 
EMPLOYEE DINNER DANCE 
J. Wiss & Sons Co., 11-45 Lit- 
tleton Ave., Newark 7, N. J., re- 
cently sponsored a dinner dance 
for all its employees, their wives 
and husbands in celebration of 
the company’s 100th anniversary. 
Attended by more than 1200, it 
was held at the Mosque Theatre 
in Newark and entertainment was 
provided by six acts of vaude- 
ville and the four “Delovely” 
sisters. At that time, 117 em- 
ployees were presented with a 
watch, suitably engraved, com- 
memorating from 25 to over 50 
years of service with the com- 
pany. Fourteen employees each 
with a record of over 40 years, 
received a $100 bill in addition 
to the watch. 
CHANGE CLEVELAND 
CO-OPERATIVE STOVE 
TO GRAND INDUSTRIES 
The Cleveland Co-Operative 
Stove Co., Cleveland, has an- 
nounced that its name will here- 
after be Grand Industries, Inc. 
There will be no change in the 
method of operation of the divi- 
sions of the company which 
will be conducted under the 


following trade names as in the 
past: Cleveland Foundry Co., 
Cleveland Distributing Co., and 
Grand Home Appliance Co. The 
vitreous enameling division in the 
future will be operated under the 
trade name Grand Enameling Co. 





ALUMINUM GOODS NAMES 
TWO DIST. SALESMEN 


Aluminum Goods Mfg. Co., 
Manitowoc, Wis., has announced 
the appointments of Frank Tim- 
berlake and Samuel M. Slaton as 
sales representatives. Mr. Tim- 
berlake, who was with the retail 





FRANK TIMBERLAKE 


sales division before his present 
advancement, will cover North 
and South Carolina with head- 
quarters in Rock Hill, S. C. 
Mr. Slaton will operate from 
Jackson, Miss., covering Ala- 
bama, Mississippi, Louisiana and 
Arkansas. In addition to past 
sales experience, Mr. Slaton has 











SAMUEL M. SLATON 


had extensive field training while 
serving as contact representative 
for the Veterans Administration 
in Alabama. 
I. N. MERRITT MADE 
DIST. SALES AGENT FOR 
CONLON APPLIANCES 


Bernard J. Hank, president of 


the Conlon-Moore Corp., Chicago, 
announced recently the appoint- 


ment of I. N. Merritt, who re- 
signed after four years as 
vice-president and general man- 
ager of its Conlon division to 
be sales agent for Conlon house- 
hold washers and ironers in Illi- 
nois, Indiana and eastern Mis 
souri. Mr. Merritt has formed 
an independent marketing organi- 
zation to be known as Merchan- 
dising Specialists, Inc., which 
temporarily will make its head- 
quarters in the Conlon-Moore 
space at the American Furniture 
Mart, Chicago. 











THE DENVER POT AND KETTLE CLUB, 503 Mercantile Bldg., 


Denver, Col., recently 


celebrated its first anniversary at the same time installing its new incoming officers. Shown 
at right above is Kenneth J. Dahm, outgoing president, handing the presidential gavel to 
the new president, Don H. Sluman, D. H. Sluman & Co., far left. Looking on are, left to 
right, Cecil Boyd, Boyd Distributing Co., first vice-president; E. K. Bare, C. A. Crosta, 
Inc., recording secretary; Ralph E. Hanson, Public Service Co. of Col., corresponding sec 
retary. Not shown are Albert M. Solen, Albert M. Solen Co., second vice-president and 
George R. Woodward, George Woodward Co., treasurer. 
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Leigh BUILT-IN MAIL BOXES 


STYLED FOR GREATER BEAUTY— 
PRICED FOR VOLUME SALES 
















Here is a high quality smartly styled line of built-in mail boxes 
in two styles — for wall or door installation. They add con- 
venience, protection and beauty to any home, and the cost 
is less than the old fashioned outside hanging mail box. Indi- 


vidually packaged for over the counter sales. 


EASY TO INSTALL—LAST A LIFETIME 


Stamped of heavy gauge metal — no breakable casting. Outside door is held shut with 
spring to prevent rain leakage and rattle. Finished in dull brass enamel 


: DOOR 
\ INSTALLATION 


_—y 


Door Installation — Consist of outside mail door inside hood. Outside door can be 
had in heavy gauge steel or aluminum 


Wall Installation — Consist of outside mail door, inside door and adjustable box 
The telescoping box is adjustable for frame or brick construction 






WALL 
INSTALLATION 











A Product of HOOD FOR INSIDE OUTSIDE DOOR pre wend 
AIR CONTROL PRODUCTS, INC. 





COOPERSVILLE, LAKE ec | 





DEALERS: If you are not handling the Leigh line of metal building products write today 
for catalog and complete prices, etc. 


Ohe New Improved Adjustable 
CEILING VENTILATOR 


by Leigh | 


SPACE HEATERS, PIPELESS FURNACES, ETC., 
CAN NOW GIVE UNIFORM HEAT TO 
EVERY ROOM 


Only Leigh Adjustable Ceiling Ventilators are made with 
Uni-Grid Construction. Uni-Grid Construction means a 
stronger better looking face, plus a flat walking surface. Not 
an embossed register — Grids are full depth with heavy cross 
members. One-piece construction provides seamless corners. 
Register has new dial valve operator that ‘‘rolls'’ the valve 
open. See and examine the new Leigh Floor and Ceiling 
Register and you will agree it's the finest on the market. 


Complete ventilator consists of black Floor 
Register, White Face and telescoping metal 
box, packed in individual cartons. 
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Lose Sales because of 





the Pipe Shortage ? 








=) 


As everyone knows, there 
is an acute shortage of 
steel piping. The whole 
water system industry is 
losing sales because of 
this shortage. But alert 
Dayton dealers are find- 
ing the answer to this is 
COPPER TUBING. It is 
available nearly every- 
where. It is easier and quicker to install than 
piping, it lasts longer, its permanently smooth 
interior provides unobstructed flow and, un- 
der present conditions, it costs very little more. 

















Why not look into the copper tubing situa 
tion in your city and use 
this tubing to take advan- 
tage of the many addi- 
tional sales you can make 
of Dayton Water Systems 
and Water Softeners? 
Send for pamphlets show- 
ing the new, easy way of 
installing water systems 
with copper tubing. 

















THE 


Uke dpsioms 8 











far fan 


DAYTON PUMP & MFG. CO., DAYTON, OHIO 


The Pioneer Manufacturer of Water Systems and Water Softeners 
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PACIFIC NORTHWEST ASSN. ELECTS: at the 45th annual 
convention of the Pacific Northwest Hardware and Implement 
Assn., Oct. 24-26 at the Davenport Hotel, Spokane, Wash., 
David Lasher, Vancouver, Wash., was elected president to suc- 
ceed William H. Kabrich of Yakima. Other officers elected 
were: Harry Campbell, Coeur d'Alene, Idaho, vice-president; 
James B. Channing, Spokane, managing director (reelected); 
and the following directors, Orville Hall, Ritzville, Wash.; Ray 
Heibling, Genesee, Idaho; Wendell Hoesly, Spokane, and 
Reuben Roecks, Fairfield, Wash. 

In the photo are, left to right: David Lasher, new president; 
Harry C. Campbell, new vice-president; (standing) William 
W. Kabrich, retiring president, and James B. Channing, 
managing director. 








IGOE BROS. APPOINTED 
AMERICAN FORK & 
HO EDISTRIBUTORS 


Igoe Bros., Inc., 73 Metropoli- 
tan Ave., Brooklyn 11, N. Y., has 
announced its recent appointment 
as distributor for the products 
manufactured by the American 
Fork & Hoe Co. The products 
which will be carried in all eight 
branches of the Igoe Bros. ware- 
house system include: True | 
Temper garden tools, Bantam and | 
Dynamic shovels and spades, Lit- 
tle Giant snow tools and furnace | TELE-LOCKS 
scoops, True Temper hedge and Bert S. Keinsinger, Tele-Lock 
pruning shears, hammers, axes | Co., 222 E. 202nd St., New York 
and hatchets. Also heavy tools | City 58, has recently taken over 


Occupying a five and a half 
acre site, the new Modern factory 
| itself is 200 feet long and 60 feet 
|wide, of one-floor plan, 
offices in the front of the stru 
ture. Located on 4-lane Illinois 
Route 64, at the junction of the 
Elgin, Joliet & Eastern Railroad, 
Modern’s home 
situated for hoth truck 


with 


new is ideally 
and rail 


service. 


TELE-LOCK DISTRIBUTES 





including True Temper handle | the distribution of Tele-Locks for 
sledges. dial telephones from Stanley 
Klarman, manufacturers’ repre 

sentative. Tele-Lock Co. is the 

MODERN WATER |sole distributor for Tele-Locks 


EQUIPMENT MOVES TO |and also handles spindles, locks, 
WEST CHICAGO | lock spring assortments, knob 
For many years located in Chi- | screws, key machines, etc. 
cago, Modern Water Equipment | 
Co., recently moved to its new 
factory at West Chicago, Ill. 


GEORGE E. TUPPER 


Designed specifically for the 
production of domestic water MOVES OFFICES 


treating equipment, the new plant George E. Tupper, has an- 
provides Modern with greatly in- | nounced that he has moved from 
creased production capacity, a | his former location at 324 E. 3rd 
substantially enlarged laboratory. | St., Los Angeles 13, to 1010 W. 
and improved research and engi- | Olympic Blvd., Los Angeles 15 
neering facilities. | Cal. 
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; space by over half. It was only 


R. M. HARBSTER, PRES. 
PEERLESS MFG. CO. | five years ago that the president, 
|Benjamin Fastov, rented one 


R. M. Mexbetor soquived hn | nell loft of 2500 sq. ft. when 


eerless Mfg. Co. ~~ ; : : 
ri Me, Co, Sat, 200 | the company started in business. 


MORE> 


llth St., Reading, Pa., recently, 
after selling his interest in the 
Hardware Products Co., door 
closer manufacturers. The Peer- 


less company offers acetate coated 
galvanized screen wire under the 
trade name, “Electro-Glass,” and 
handles allied products such as 


plastic coated cloth base mate- 
rial, plastic screen wire and the 
like. 


rhe ofhcers of the company are 
Robert M. Harbster, president 


Harbster, secretary. The company 


a railroad siding adjacent, and 
ground for expansion. 


president of the Reading Hard- 


followed in his father’s footsteps. 
Robert Harbster was associated 


sion superintendent and for about 
2) years was superintendent of 
the Chantrell Hardware & Tool 
Co., Reading, after which he or- 
ganized the Hardware Products 
Co 


COLONIAL BRUSH 


EXPANDS FACTORY 
SPACE BY HALF 


owns the building it occupies with | = : 
| Carborundum Co., Niagara Falls, 


ware Co., and his father, John E., | 


and treasurer, and Margaret B. | 


It has acquired additional space 
as it expanded until Colonial now 
occupies over 25,000 sq. ft. man- 
ufacturing its present 
location. This expansion is large- 
ly due to the lifetime of experi 
ence which Mr. Fastov has had 
in all phases of the paint brush 


space at 


business. 


BOOSTERS SEE FILM 
ON GRINDING 
The film, “The First Principles 


of Grinding,” sponsored by The 


| N. Y., was exhibited, Oct. 29, to 


Mr. Harbster’s grandfather was | 


more than 40 members and 
guests of the Hardware Boosters 
at the Midston House, Madison 
Ave. 38th St., New York 


and 


| City, with John Ellebrecht, resale 


with Reading Hardware as divi- | 


| following the film. 


division of the company, answer- 
grinding, etc., 
Robert Wat- 

Div., The 


ed questions on 


son, Stanley Tools 


| Stanley Works, second vice presi- 


| sightless children 


dent of the Boosters, presided at 
the meeting. 

was made thal 
party for 
will be held 
the Midston House. 


Announcement 
the Boosters annual 


Dec. 11, at 


Satisfied Customers 


MORE 


Profits for You! 


TEMCO 


GAS HEATERS 


A SIZE AND MODEL 
FOR EVERY HEATING 
REQUIREMENT j 
from small bathroom 
models to fully automatic 
forced-air units capable 
of heating a small house. 


"LIFETIME" PORCE- 
LAIN ENAMEL FIN- 
ISH . it won't rust. 
It won't burn out. It's 
easily cleaned. It stays 
new. 


a 


rs i tah 4 ' \ 


The annual Christmas Party ol 
Bos- | the Hardware Boosters is sched- 
recent | uled for Dee. 15 at the Roosevelt 


factory | Hotel. New York City. 


Colonial Brush Mfg. Co., 
announced the 
their 


ton, has 
enlargement of 











frent 


right, 
row, are: Otis A. Brende, Havre, president; Robert Sterling, 
Ronan, vice-president; N. O. Blevins, Helena, executive secre- 
tary, and C. W. Backlin, Boseman, national councillor. Stand- 
ing are directors: G. C. Kellogg, Conrad; Lochiel Edwards, 
Malta; C. M. Wall, Helena; R. L. Robbins, Glendive, and David 


left to 


NEW MONTANA ASSN. OFFICERS: 


B. Dorward, Deer Lodge, retiring president. Directors not 
pictured are J. Willard Baldwin, Laurel; L. E. Cooper, Billings, 
and J. H. Frerich, Poplar. 

The convention in resolutions endorsed tax equality; asked 
for legislation to clarify and maintain the exempt status of 
hardware and farm equipment retailers from the wage and 
hour law. It was also recommended that dealers handling 
major appliances receive a franchise or appointment guaran- 
teeing them exclusive distribution rights in their territories so 
long as a satisfactory volume is handled. 

The Montana Hardware and Implement Assn. met in con 


vention, Oct 20-23 at Helena. 
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PROVED PERFORM- 
ANCE . . . many years 
of experience and thous- 
ands of gas heating units 
in service, stand behind 
the Temco name. 





PRICED 
AND PROFIT... 


FOR SALES 


com- 
petitive retail prices with 
greater dealer profit 
margins. 


PROMOTION MODELS 
. to stimulate sales 
and increase store traf- 


fic. 


A.G.A. APPROVED 





manufactured or lique- 


Can be used with natural, 
fied petroleum gas 


TEMCO | 


GAS 
FLOOR FURNACES 


Temco's shallow construction (only 

25/2” total depth) means easier 

and cheaper installation. All 

‘ models equipped with ‘'Lifetime’™ 

Es Porcelain Enamel heat chamber. 

TENNESSEE ENAMEL MFG, CO. 
NASHVILLE 9, rt 
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OLIN INDUSTRIES ADDS 
TWO FIELD SALESMEN 
Two new field appointments | 
have been announced by Olin In- | 
dustries, Inc., East Alton, IIL, 


| ammunition. He has had 30 years’ 


experience in the territory as- 


signed to him. 

Mr. Reedy began selling in 
1918 with the Lee-Coit & Ander- 
son Hardware Co., Omaha, Neb. 


| In 1925 he joined the sales force 





/ 


EMMETT L. HINES 


parent organization of Western 
Cartridge Co. and Winchester Re- 
peating Arms Co. 

Emmett L. Hines, district man- | 
ager of the Southern territory, 
has been assigned new firearms | 
and ammunition promotional re- | 
sponsibilities in that territory and 
William H. Reedy has been ap- 
pointed district manager to re- 
place him. 

For the past eight years, Mr. 
Reedy has been a southern rep- 
resentative with the Winchester 
and Bond Electrical Divisions of 
Olin Industries, Inc. Prior to this, 
he had been in constant contact 
with the Southern trade as trav- 
eling sales manager of hardware | 
products, including firearms and | 


of the Simmons Hardware Co., 
St. Louis, and headquartered in 
Denver, Col. During these years 


| his territory included eight Rocky 


Mountain and Southwestern 


states, 





WILLIAM REEDY 


He joined the United States 
| Radio & Television Corp. in 
1929 and contacted wholesalers 


throughout the South and South- 
west. In 1934 he rejoined the Sim- 
mons Hardware Co. as special 
representative. In 1938 he was 
appointed district sales manager 
and remained in that capacity 
with Simmons until coming to 
Winchester Repeating Arms Co. 
and Bond Electric in 1940, His 


specialty througnout these years 
has been the sale of firearms, am- 
munition and sporting goods. 


Mr. Reedy will make his new | 


headquarters at 3378 Poplar, 
Apartment 1, Memphis, Tenn. 
Mr. Hines will keep his head- 
quarters in Germantown, Tenn., 
and will operate under Mr. 
Reedy’s supervision. 


HOW TO SELL ELECTRI- 
CAL GOODS TO FARMERS 
IS CONFERENCE TOPIC 


Clif Simpson, managing di- 
| rector of the National Electrical 
Retailers Association, has been 
selected to head a panel discus- 
sion at the forthcoming National 
Farm Electrification Conference 
to be held at the Congress Hotel, 
Chicago, Nov. 17-19. Simpson’s 
panel topic is “How dealers 
should meet the electrical needs 
of farm families.” 


Twenty-three associations and 
groups are sponsoring the con- 
ference whose aim is to increase 
the use of electricity on the farm. 

Power suppliers, home eco 
nomics groups, manufacturers 
and distributors, farm press and 
radio as well as retail dealers 
will be told at the conference how 
they can meet the needs of farm 
families electrically. Successful 
methods of merchandising appli- 
ances and electrical farm equip 
ment to the farmer are also to 
be discussed. 

The chairman of the confer- 
ence will be Frank E. Watts, New 
York, Farm Journal; and the 
vice-chairman, C. C. Leiter, Ash- 
| land, O., The F. E. Myers & Bros. 


| Co. 





WALTER MORROW 
RESIGNS AS PRESIDENT 
AMERICAN RETAIL 
FEDERATION 


Walter Morrow, president of 
the American Retail Federation, 
1627 K. St., N. W., Washington, 
6, D. C., has recently been re. 
lieved of his responsibilities by 
the executive committee at his 
own request due to ill health, 
Mr. Morrow has been ordered 
to a warm climate for the win. 
ter months and later he expects 
to return to the midwest, prob- 
ably to Cleveland. Until a new 
president is named, the ARF’s 
staff and activities will be di- 
rected by Preston B. Bergin, 
assistant to the president. 

Mr. Morrow, a former news. 
paper editor with 25 years expe 
rience in the newspaper field, 
has been president since 194 
He joined the ARF in 1943 to 
direct its public relations activ 
ities. Prior to that he held a 
number of newspaper editorships 
including the Columbus Citizen, 
Akron Times Press, the Denver 
Rocky Mountain News and was 
editor-in-chief of a group of 
western and southwestern news 
papers in the Scripps-Howard 
chain. 


ROBERT WEBER HANDLES 
THOMAS C. DUNHAM’S 
ENAMEL IN OHIO, MICH. 


Robert J. Weber has recently 
been appointed manufacturers’ 
representative in the states of 
Ohio and Michigan to distribute 
the small package enamels, Stop 
Watch and Comet, for Thomas 
C. Dunham, Inc., 8-05 43rd Ave., 





Long Island City. 











yas ‘ 


In the middle of September, Rubberset Co., Newark, N. J., held a national sales meeting at the Knoll Country Club in 
Boonton, N. J., lasting for four days. Sales representatives attended from all over the country. Product and merchandis 
ing plans were discussed for the forthcoming year. The meeting, presided over by E. L. Robson, vice-president and gen- 
eral sales manager, was eminently successful, and guest speakers included H. S. Bigelow of the Sales Analysis Institute, 
L. S. Shenfield of Doherty, Clifford & Shenfield, and Lee Bristol of Bristol-Myers Co. The meeting was opened by an ad- 
dress by E. M. Jones, executive vice-president of the company, and the representatives heard from each department hea 
concerning production and promotional plans for 1949. One of the unique features of this program was a talk by W. R. 


Daggatt, Sales Manager, entitled “You're in Business,” 
self in his own territory with Rubberset’s backing. 
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THE FIRST REFRIGERATOR SALES CONFERENCE of Deepfreeze Division, Motor Products Corp., North Chicago, IIl., was 
held recently at the Moraine Hotel, Highland Park, Ill. Attending were home office officials, regional and district sales mana 
gers, product service engineers, and three former officials of the Frostair Company, now associated with Deepfreeze Division 
The Frostair Duplex Refrigerator was recently purchased by Deepfreeze Division from the General Tire & Rubber Company. 
Matters involving sales and distribution of Deepfreeze home freezers, as well as the Frostair Duplex Refrigerator, were dis 
cussed. Leading the meeting was F. F. Duggan, Deepfreeze general sales manager. First on the list of speakers was G. H 


“Rock” Smith, 


vice president 


and general manager. 


Other speakers included R. V. Newbell, advertising and sales pro 


motional manager; H. W. Whitmore, chief engineer; S. J. Seibert, product service manager; Rhea V. Shields, director of 
home economics; Frank A. Mitchell, refrigerator sales manager; Peter Lowcher, refrigerator sales specialist; and Charles 
EF. Nichols, refrigerator service manager. The latter three formerly held similar positions with the Frostair Company. 


HAGER HINGE HOLDS 
100TH YEAR SALES 
PREVIEW 


Hardware agents and represen- 
tatives from the four corners of 
the country recently previewed 
Hager’s 100th anniversary selling 

rogram in St. Louis when they 
were guests of the C. Hager & 
Sons Hinge Manufacturing Co., 
1901 Locust St., St. Louis, Mo. 

At a morning meeting in St. 
Louis’ Missouri Athletic Club, 
they witnessed the unfolding of 
a selling plan that had been de- 
signed to throw Hager Hinge sell- 
ing effort into high gear during 
the 100th year in business in 
1949. The phrase, “Everything 
Hinges on Hager,” evoked an en- 
thusiastic response from those in 
attendance when it was revealed 
that it was the selling theme of 
1 series of full page humorous- 
situation cartoon advertisements 
that have been executed by car- 
toonists from national consumer 


magazines. 
Earlier, the history of the 
building industry had _ been 


zraphically traced from 1919 to 
present day, and trends and fore- 
casts for the next 15 years were 
concretely projected into dollar 
sales volume in order to more 
thoroughly acquaint those in at- 
tendance with anticipated market 
trends, 

In an afternoon session, Louis 
\. Hager, Jr., vice-president and 
*neral manager of sales, sum- 
narized Hager manufacturing 
nd selling policies and briefly 
sutlined Hager’s contemplated 
lelivery schedules during 1949. 
Later, the group made a produc- 
tion line inspection of the Hager 
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factories and facilities to see for 
themselves and 
Hager hinges are made. 
St. Louis officials on hand in- 
cluded Archer L. Hager, presi- 
dent; Frank S. Hager, vice-presi- 
dent; Louis <A. Hager, Jr., 
vice-president and general man- 
ager of sales: J. Withnell Hager, 
secretary: Ralph J. Hager, trea- 
surer, and Charles and William 
Hager: Joseph Stevens, Hager’s 


just how where 


general manager: 
Jones, sales manager, and Paul 
Johnson, St. Louis plant superin- 
tendent. 


N. C. GREEN ORGANIZES 
SALES AGENCY 

Nat Green 
signed as president and general 
manager of the Morse Metal 
Products Co., Inc., and has 
formed the N. C. Green Sales Co.., 
1170 Broadway, New York City }, 
featuring a line of housewares. 


has recently re 


DETECTO SCALES INC. 
MOVES TO LARGER 
QUARTERS 


A. J. Jacobs, president of De 
tecto Scales, Inc., has announced 
the opening of the company’s 
new home at 540 Park Ave.., 
Brooklyn. The new six-floor plant 
with penthouse, recently modern- 
ized at a cost of $250,000, houses 
all the manufacturing and oflice 
units of Detecto that formerly 
were located in four different 
buildings. Mr. Jacobs stated that 
the consolidation of the corpora 
tion’s three divisions under one 
industrial roof will increase pro- 
duction considerably, particularly 


1948 


Charles M. | 


jin the manufacture of scales for 
and stores, as well as 
| bathroom and aluminum 
clothes hampers for the retail 
jor Situated in the Williams- 
| burg Brooklyn, the 
building’s area comprises 262,300 


* 
| industry 


scales 


section of 


square feet of floor space. 


G. H. BLOCK GIVEN NEW 
| PROTECTALL TERRITORY 


Gilbert H. Block of Brooklyn 
has been transferred by the 
Protectall Mfg. Corp., Syracuse, 
N. Y., to travel New York, New 
Jersey and Pennsylvania. He was 
| formerly representative for the 
| New England states. 





CONSTRUCT FACTORY 
BRANCH BLDG. FOR 
R. HOE SAW DIVISION 


A new factory branch building 
is now being constructed at Bir- 
mingham, Ala., for the Saw Divi 
sion of R. Hoe & Co., Inc., New 
York City, according to Daniel 
the 
company and manager of the Saw 
Division. 

The new and larger 
| Mr. Beisinger explained, will per- 
the expanded manufacture 


Beisinger, vice-president of 


quarters, 


| mit 


lef circular saws and bandsaws 


OBIT 


S. S. BURKE 
Simpson S. Burke, 53, Pacific 
Coast manager of the Martin- 





Senour Co., Chicago, died sud- 
| denly on Oct. 25, in Los Angeles. 


U. S. STEEL SUPPLY CO. 
MOVES HEADQUARTERS 


The national headquarters of 
United States Steel Supply Ce., 
warehousing subsidiary of United 
| States Steel Corp., will move to 


208 S. La Salle St. from the 
present site at 1319 Wabansia 
Ave., it has been recently an 
nounced. 

The warehousing plant and 


Chicago district operation sales 
will continue at 1319 Wabansia 
Ave., original location of the 
Ward’s Rolling Mill. Since 1901 
| the plant has operated under 
various a steel 
| house. 





names as ware 


| EMERSON RADIO NAMES 
SALES REP. 


David J. Hopkins has been re 
|cently appointed sales represen 
|tative for state of California by 
| the Emerson Radio & Phonograph 
|Corp., 111 Eighth Ave., New 
| York City, it was announced. 
| Prior to joining Emerson Ra 
dio, Mr. Hopkins was executive 
assistant to the president of En 
terprise Productions for 
| years. Before serving in the Navy 
|for four years he was affiliated 
the office of Co-Ordi 


| with 
nator of Inter-American Affairs 


three 


the 


UARY 


Mr. Burke had been with Mar 
| tin-Senour for 22 years, starting 


in 1926 as a salesman in the 
Pacific Coast district. He was 
appointed manager in 1945 
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ADVANCES 


Cold finished alloy steel products. Galvanized sheets, pipe, etc. Lead. 
Electrical wire and cable. Zinc concentrates. One model elec. refrigerator. 


DECLINES 


Silver. 


PRICES REAFFIRMED 


One line ceffee makers. 





Galvanized sheets, pipe-—Car- 
negie-Illinois Steel Corp. and National 
Tube Co., subsidiaries of United States 
Steel, on Oct. 27 announced that owing 
to the increase of one-half cent a pound 
in the price of zinc made on Oct. 23 by 
leading producers, they have of neces- 
sity made corresponding adjustments in 
the prices of galvanized sheets and 
other products coated with zinc, in ac- 
cordance with a standard formula. Since 
United States Steel subsidiaries have no 


control over the fluctuations in the mar- 
ket price of zinc, the formula provides 
for automatic increases or reductions in 
prices of zinc-coated products in keep- 
ing with the current price of the com- 
modity. Accordingly, Carnegie-IIllinois, 
effective at 12:01 a. m. Oct. 26, 1948, 
revised extras for all galvanized sheet 
products by an average of approximately 
$1.25 a ton, or about one per cent in 
the price of such products. National 
Tube announced that hase discounts on 





galvanized pipe were decreased by one- 
half point effective 12:01 a. m. Oct. 26, 
1948, the effect of this change being an 
increase of approximately $1 a ton, or 


less than one per cent in the price of 
valvanized pipe. 
* * * 
Another alloy-steel change 
Effective with shipments Oct. 20, 
Wyckoff Steel Company started billing 
its cold finished alloy steel products, to 
reflect the increased cost for alloy con- 
tent, as recently announced by principal 
producers of alloy steels. Until complete 
cost figures are determined by Wyckoff 
Steel, all its quotations for flat bar alloy 
products will be furnished “upon ap 
plication.” 
* x 
Coffee makers Cory Corp., 
Chicago, Ill., has announced that there 
will be no increase in prices on Cory 
products during the present Christmas 
season, nor at any time through the 
balance of 1948. J. S. Alsdorf, president 
of the company, pointed out however 
that it is impossible to forecast what 
action might be necessary after Jan. 1, 
because of still increasing labor and 


materials prices. 





Wholesale Hardware Inventories‘ 
By Geographic Divisions, For September, 1948 


GEOGRAPHIC 
DIVISION 
Number 
of 
Firms 

UNITED STATES TOTAL 178 
New land W 
Middle Atlantic 36 
East North Central 33 
West North Central 28 
South Atlantic... 24 
East South Central 5 
West South Centra! 13 
Mountain. .... 4 
Pacific 18 


U. S. Bureau of the Census 


a Includes 17 reports received too late to be incorporated in Census Bureau published releases. 


End of Month Inventories (Cost) 


Percent Change 


September 1948 Amount (Add 000) 

vs. 
Sept. August Sept. Sept. August 
1947 1948 1948 1947 1948 
+19 1 $107,028 | $89,679 | $108,080 
+11 0 3,319 2,977 3,309 
+14 +1 10,811 | 9,467, 10,708 
+11 = '260| 19,093 | 22, 
+24 0 | 25,641 | 20,658 | 25,535 
+39 0 | 8,469/ 6,099 8,453 
+24 +2 | 2.969 | 2:390 | 2,922 
+13 -2 | 11,734} 10,401 | 11,952 
+14 0 2,412 2,125 | 2,424 
+24 0 20,413 | 16,469 20,416 


b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quetient by the number of weeks in the month 


Sales Include direct shipments and consignment business. 
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eeks supply are lower than if based on cost of sales 


Stock-Sales-Ratios b 


Weeks’ Supply* 
of Inventory 


on Hand 
Sept. Sept. | August | Sept. Sept. 
1948 1947 1948 1948 1947 
194 177 198 11.4 10.4 
266 257 292 15.7 15.1 
165 151 173) | 9.7 8.9 
175 167 199 | 10.3 9.8 
190 161 186 11.2 9.5 
171 148 188 10.1 8.7 
139 142 139 8.2 8.4 
225 227 243 13.3 13.4 
206 201 216 12.1 11.8 
244 217 227 14.4 12.8 


Current Wholesale Trade. 


owned 8. 
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Want some extra Christmas volume? 


Here's where you can get it with the fastest 


selling electric hedge trimmer at Christ- 
mas or any time . . . Electrimmer. We've 
made up special display stands ... we'll 


supply you with folders . .. you are 
backed up by the most extensive national 
advertising campaign in the industry. . . 
and we're giving you special Christmas 
wrappers to help you build a SELLING 
ment amy, DISPLAY. Every friend of everybody who 
// has a hedge is a prospect. THIS IS ONE 
DEAL YOU CAN'T AFFORD TO MISS. And 
it will introduce your customers to SKIL Tool 
quality ... a wonderful way to pave the way 
for sales of other SKIL Tool products for 





home use. 
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Wholesale Hardware Sales° notice, we will accept fully specified have t 
i) ke orders for production that can be sched- advan 
By Geographic Divisions, for September, 1948 diel fer Glgmen Wilin 6 tOdy ee 
oo ae period at prices and terms in effect on too gr 
SALES REPORTED | SALES VEAR-TO-DATE® date of shipment. Orders which cannot sorbec 
a a & ‘i —— oe be scheduled for shipment within 6 said. 
Percent Change : . 
GEOGRAPHIC September 1948 Amount (Add 000) days, as well as orders calling for ship 
, 
DIVISION a % a Nine sine ment beyond 60 days, will be entered as 
’ 2 pee SS | from | Months | Months soon as schedules will permit, at which 
Firms Sept. | August | Sept. | Sept. | August | 9 mos. 1948 1947 : 
c 1947 948 | 1948 | 1947 | 1948 | 1947 |(Add 000)|(Add 000) time proper acknowledgment of orders Am 
or a. re ee Ee . will be made, stating terms and condi ing ne 
U. S. TOTAL 268 +9 | +3 | $71,421 | $65,454) $60,405) + 9 | $624,384 | $572,701 dees af ele? From : 
New England... 19 | +9 | +11 | 1770] 1,621! 1,604/ + 6 | 14,280| 13,485 ca compé 
Middle Atlantic. . wel 67 } + 5 +8 11,147| 10,641 10,306; + 8 | 99,170 91,998 j 
Coat Hert Generel... 41 | +7 | +3 tees 12,410 bef is 190,082 103,035 ders ¢ 
est entral....| 4 | f+ 6 — 2 y . . | + 127,578 | 116,036 . : : | 
South Allantic mre | 2 tw3 | +98 6,108 5.178 5.608 +14 | 45.901 41.225 Electrical wire, cable—United - 
st South Central. . . .| 1 +20 5 a A , , 688; +11 , 34,840 States Rubber Co., Oct. 26, ar date ¢ 
West South Central... 21 | +11 | +6 | 7,191| 6491| 6,787| +11 | 72,557| 65,381 a dix 
Mountain. .. . ; 11 | +7 | +86 1,777| 1,657; 1,680; +14 | 21,375| 18,680 nounced increases of from five to 10 no rea 
; 4 pre | F . . , 
Pacific oe | 27 11 4 11,090 | 10,020, 11,545; +8 O08 | 88,041 per cent in prices ef elecizical wire been | 
ta ae ‘ s ising 5 an wi 
U. S. Bureau of the Census Current Wholesale Trade and cable to offset the ee —_ 
a Includes 22 reports received too late to be incorporated in Census Bureau pub‘ished releases. labor and materials. The increases be maker 
b Includes reports received too late for inclusion in previous monthly totals. ‘. >2 at 
c Number does not apply in all cases to the year-to-date figures. come effective Nov. 1. Prices for cop zinc | 
per and aluminum building wire, ser raised 
vice entrance cable and non-metallic 
sheathed cable have been raised five 
Copper, copper products mediate, acute shortage of copper,” con- per cent, while prices for lead encased 
Supply and demand for copper have linues the announcement. “At the cables have been raised 10 per cent, 
been about in balance for some time, a present moment, we do not know how C. W. Higbee, manager of the wire and Eagle- 
recent bulletin of Revere Copper & much copper will be available for De- cable department, said. Copper and alu annou 
Brass, Inc., points out. “But the strike cember delivery, nor what the price of minum building wire, used to wire raised 
in the copper fields, shutting off about such copper will be. Yet, we are com- homes and industrial buildings, repre- conce! 
27 per cent of domestic production of mitted to substantial shipments for De- sent the largest volume lines. The in- new | 
copper, combined with the Government cember. We are obliged to advise that creases are the direct result of raw action 
stockpiling policy, has produced an im- effective immediately and until further materials costs which, in some cases, a half 
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One of several expanded 
variations of P & C Display Board units. 





Basic Unit of Four Standard Boards 
(Shown with 2 front boards removed) 


P & C MASTER DEALER DISPLAY BOARD SETS 


If you wish to substantially increase your tool sales, here is the answer...P&C 
Master Merchandiser Sets. These sets consist of standard P & C Display Boards, 
assembled into effective display units. Additional racks can be easily added to 
expand these displays to suit your needs. Attractive designs and provision for 
holding adequate stock make P & C Master Merchandiser Sets real “Salesdrivers’. 
Your P & C Distributor — Salesman will be happy to show you how you can 
obtain the parts for mounting the display boards at less than cost! He will also 
tell you how to get P & C Display Boards free. Write for complete information. 





é 4 P * nok “eS 
bes Wig facad ie ee ~ 


Display Board 18 - K — Screwdrivers. 
Complete assortment, both plastic and wood handle. 





“THE BEST TOOLS HAND FORGED TOOL COMPANY 


Box G, Milwaukie P.O., Portland 2, Oregon 


MONEY CAN BUY” 


4703 


HARDWA 
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ecified have tripled since before the war. These 
sched- advances, coupled with sharply higher 


Estimated Sales 
Of Wholesale Hardware Distributors* 
































60-day labor and production costs, have been 
ect on eg to allow them to be fully ab- Monthly 1939, 1941, 1946, 1947 and 1948 
rannot sort ed in selling prices, Mr. Higbee (Expressed in millions of dollars) 
‘in 60 said. — — 
» ship se * Month 1948 1947 1946 1941 1939 
red as January 170 159 113 56 39 
which Price hedging on brass lines ve ph 165 118 55 37 
. e : F arc 5 189 131 63 48 
— aren Brass Co. eons longer quot- April 214 196 144 74 47 
condi ing new business on a firm price basis. May 195 185 148 79 52 
From now on and until further notice, the June 198 172 145 78 51 
company announced, fully-specified or- — ’ = a = 4 4 
: i ugus 
. ders covering all products will be en- September 212 189 161 87 60 
Jnited tered only “subject to price in effect on 
» an date of shipment.” The company gave Total First Nine Months 1766 1598 1270 655 429 
to 10 no reason for its action, but it may have October 215 196 90 60 
wire been taken as a protective measure in November 189 176 76 54 
sts of an uncertain price situation. Brass December ee. ee 78 49 
s be makers use both copper and zinc, and Grand Total for Year 2179 1809 899 592 
- cop zinc prices, it is reminded, have bee ee eee ee 
| pei poral 5 % cout cur veand. - *Estimated by the Office of Business Economics, U. S. Department of Commerce. 
ttallic 
| five es 
cased zinc to 15% cents a pound at E. St. New York, lead users in this country 
cent, Zine concentrates affected— Louis base. *“ * * have been paying prices well above that 
> and Eagle-Picher Mining & Smelting Co. has Lead advances—On Nov. 1, the level for foreign lead. They also have 
1 alu- announced that, effective Oct. 23, it has domestic price of lead was raised two been paying as much as 24% cents per 
site raised the price of 60 per cent zinc cents to a record price of 2114 cents per pound for lead recovered from domestic 
epre- concentrates by $2 a ton, making its pound, New York, and 21.30 cents per scrap. Lead’s November 1 price boost 
e in- new buying quotation $98 a ton. This pound, St. Louis. Since July 28, when of two cents will add to the cost of mak- 
raw action also followed the recent hike of the price of domestic lead was put up ing batteries, cable covers, high-test gas- 
‘ases, a half cent a pound in prime western two cents, to 19% cents per pound, at oline, paint and many building ma- 











SACRIFICE SALE! 


10,000 FULL- SIZED COASTER WAGONS 


Immediate Delivery! 
2 5 EACH 


Any Quantity Shipped Same Day As 
F.0.B. OMAHA 








Order Received — Subject to Prior Sale 


Wagons are same as made on special con- 
tract for national distributor. Will sacrifice 
as we desperately need our spacé and manu- 
facturing facilities before first of year. Wagons 
are light-weight — durable — precision built. 
Body and wheels are made of light-weight, 


i 
| 








SETS 





..P&C 
Board strong, durable aircraft aluminum — under- 
joards, carriage of long-wearing steel. Write or wire 
dded to your order today while supply lasts. 
ision for 
porate SPECIFICATIONS 
BODY: 3334” long—16” wide—3%” deep—smooth flat edges. 
you can WHEELS: 8” diameter — laminated aluminum — riveted disc 
will also type. %” extruded rubber tires securely mounted. Polished 
steel sleeve bearings. 
rmation. UNDERCARRIAGE: Of steel — including 26” steering handle 


bar. 
FINISH: High gloss red lacquer body and wheels. White 
stencil and glistening black undercarriage. 


SHIPPING WEIGHT: Packed one to a carton K.D.—18 

pounds, 

Made by the Manofacturers 
of famous 

Tip-Top Liquid Solder & Cement 






TIP-TOP PRODUCTS CO. 
16th & Cuming Sts. - Omaha, Nebraska 
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By the 
Makers of REX PASTE 
and REX WALL SIZE 


\ 


WALLPAPER 


REMOVER 


+ WARES WITH WATER - 
+ QAR PRMETRATES AND SOFTENS PASTE © 


| e-SURRORR WAKUPRPER COMES OFF EASHLT 


+ SAFE - WRAL WOT STAIR 


® we — 


At last—an easy way to remove 


wallpaper! Rex Wallpaper Re- 








mover is sure to please your 
customers—it quickly pene- 
trates up to 3 or more layers of 
ordinary paper—loosens paste 
and gets the paper off with a 
minimum of effort. 


Plenty of profits for you, too 
— because customers will buy 
-—try—and come back for more. 
Be sure to stock this fast-selling, 
high-profit newcomer to the 


REX QUALITY LINE! 


PATENT CEREALS CO. 
GENEVA, N.Y. 


Order from 
YOUR JOBBER 
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terials. At 214% cents per pound lead 
is the most “price-inflated” of the major 
metals. Today's price is some 320 per 
cent above the 1939 average of less than 
five cents a pound. The average price 
level of all metals and metal products is 
now 83 per cent above 1939. During the 
war, the price of lead was “fixed” at 
614 cents per pound. 
7 a a 

Lead products follow — Re- 
flecting the two cents higher lead pric- 
ing, a corresponding markup was 
promptly announced in lead products. 
Full lead sheets were raised to 25% 
cents, and lead pipe to 24% cents, in 
the New York area. Lead traps and 
bends, lead oxides litharge, red lead 
and orange mineral—-advanced corre- 
spondingly, as did the “pigments,” white 
lead and blue lead. 

Oo» * - 

Commodity prices up—Whole- 
sale commodity prices rose 0.3 per cent 
during the week ended Oct. 23, to 165.3 
per cent of the 1926 average, the Bu- 
reau of Labor Statistics reported. The 
advance was due to “moderate price 
increases” for meats and livestock. The 
latest index figure is 2 per cent below 
the level of four weeks ago, but 4.6 per 
cent above the corresponding week last 
year. Special non-farm groups listed 
showed fractional changes during the 
week, led by raw materials which went 


up 0.6 per cent. 


Silver prices break—Foreign 
silver broke 144 cents to 75 cents an 
ounce in the New York market Oct. 29. 
A day earlier, the price had been re 
duced 1% cents from the year’s peak of 
77% cents an ource, at which the mar 
ket had held since Oct. 6. Silver authori 
ties ascribed the two-day drop to a 


temporary increase in silver offerings 
from abroad. They said demand fer the 
metal from silver ware makers and 
other industrial users continues around 
the high levels prevailing the greate: 
part of 1948. 


* © @ 


Copper consumers nervous 
Copper-consuming industries, also, 
are getting nervous concerning prices 
and supplies. A strike at Kennecott 
Copper Corp. has resulted in a shut 
down, which, if protracted, will result 
in a monthly loss of around 22,000 tons 
of copper. By itself this development 
is serious, but when the 10,000 tons to 
11,000 tons per month the U. S. govern 
ment wants for stockpiling, also, is con 
sidered, the supply situation becomes 
acute for American copper users. At 
least one custom smelter has increased 
its buying price for scrap, a quarter of 
a cent per pound, in an effort to attract 
supplies. As a “protective measure,” 
\merican Brass Co, announced recently 
it no Jonger was quoting new business 
on a firm price basis, but that “until 
further notice, 


fully-specified orders 











INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 18 CITIES IN THE UNITED STATES 


Sept., 1948 
compared with 
Sept., 1947 


Cities 


California—-Los Angeles .......... 

TN RORY SOS Oe 
District of Columbia—Washington. . 
ee 
Massachusetts—Boston ........... 
Michigan—Detroit .........esc00- 
Minnesota—Minneapolis ......... 
Missouri—St. Lewis 2... .eccecccve 
Nebraska—Omaha ........cccc00- 
New York—Buffalo ...........e0- 

BN MG ypc wcnlain.coneewesiewaln’ 
SE Te eee 

SF eee ee ne 

ME ea as lapacew bia sieterate 

NS SEE ELE POE 
Pennsylvania—-Philadelphia ....... 
Washington—Seattle ............. 
Wisconsin—Milwaukee ........... 


September, 1948 


Percent Change 
9 mos., 1948 

compared with 
9 mos., 1947 


Sept., 1948 
compared witli 
fug., 1948 


3 +10 + 9 
% 14 +10 
+10 — ] + 6 
- | rs + 2 
} -10 + 8 
r14 +15 + ] 
r 5 +12 rll 
r13 7 rs 
+ 8 3 +23 
r i + 3 +10 
+ 2 l + 7 
ri 7 + 6 
-2 + 6 — § 
+13 +1] +11 
10 0 —9 
eo + 4 +11 
13 7 - 3 
+39 +23 +13 


Compiled by Bureau of the Census, U. S. Department of Commerce. 

Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are 
now limited to cities and other local areas because appropriations available for 
the next fiscal year are not sufficient to develop and maintain valid data on @ 


state-by-state basis. 
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NO DUPLICATION 
t) ae) 43) 


NO OBSOLETE OR 
SLOW-MOVING NUMBERS 


There's real quality in. Metco “Balanced 


precision-made of the 
d for extra 


finest 


Wrenches .- - 
Metalite tool steel, heat-treate 


nished in gleaming, rust- 


strength and fi 


resisting nickel-chrom 
scientific 


curate broaching erare| 


ss points give greater Weld @n obi 


ment at stre 
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e. Tapered design, OC 


reinforce- 


Dispensing 
Display 
Assortment 


There’s tremendous sales power in 


this metal dispensing display rack. At- 


ively lithographed in, 3 colors. Contains 


tract 
n the most 


76 fast-moving Metco Wrenches i 
popular sizes only, From coast-to-coast hardware deal- 


ers are stepping up wrench $ 
makes self-service selling easy 


ales fast with this stream- 

lined assortment that 
YOUR YOUR 

ust $6 7 20 vour $360 your $9360 

Order today from your JOBBER or 


ETCO 


DIVISION METAL ENGINEERING COMPANY 
* CHICAGO 2 


134 NORTH LA SALLE STREET 


write to 











[ts New! /ts Different / 


FLARE NUT 


WRENCH SET 


has 40% more uses 
than ordinary sets! 






4 
* DIFFERENT 
HEADS 
EACH USED 
4 DIFFERENT 
WAYS 


aay: 


NO FUSS, NO BOTHER, NO SLIP 


Just Drop Over Nut Head 
and Feel it GRAB! 















Sensational 
“BULL-DOG GRIP” 
gives 
SAFETY, 
SPEED 





A Wrench that holds until YOU re- 
lease it! No more torn, bruised 
knuckles. Designed specifically FOR 
mechanics BY mechanics. Consists 
of 5 parts—1 handle and 4 wrench 
heads. Each of the 4 heads when 
used double, may be set in 4 differ- 
ent positions of horizontal or verti- 
cal in relation to each other. Just a 
twist of your hand and you have the 
right head for the right job. Just a 
“click” and the head is ready to work on the most stub- 
born nut or bolt. 45 degrees offset makes it easy to get a firm, 
sure grip in “hard-to-get” places. This magic wrench seems to 
fit and grip automatically, and a special non-slip design makes it al- 
most impossible to break loose from its hold. Made of tough chrome 
alloy ... exclusively treated with a “Satin-Tone” finish to resist rust 
and corrosion. 4 popular sizes, 344”-7%"”-1"-1%” ... others avail- 
able soon. Overall size 35%” - 44%” - 43%” - 454”. 


SPECIAL TOOLS FOR SPECIAL JOBS 





© Tiny Tools: For jobs requiring precision 
and skill. 

© Aviation Tools: Tested and recom- 
mended by aviation mechanics every- 
where. 

© Master Mechanics Tools. 

@ Wrench Parts. 

© End Wrenches. 


® Refrigeration Tools: Designed especially 
for the problems found in the refrigera- 
tion field. 

© Special Pliers: Large selection of pliers 
for your porticular type of job. 

© Special Socket Sets. 

@ Box Wrenches. 

© Structural Wrenches. 


FREE i.ustRATeD DESCRIPTIVE LITERATURE SENT ON REQUEST 


HINSDALE MANUFACTURING CO., Dept. —Rpa) 


1728 West Wainut St. 
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Chicago 12, Ill. 








covering all products will be entered 
only subject to price in effect on date of 
shipment.” A day later, Revere Copper 
& Brass, Inc., said it had become neces 
sary to limit its acceptance of new 
business at present prices, for produc 
tion not beyond 60 days. Also, any 
business taken to be governed by the 
amount of copper the company can pur 
chase. The demand for copper in the 
domestic market remained strong, and 
the price of domestic metal firm at 23), 
cents per pound, Connecticut Valley 
base. Foreign demand was large, but 
actual business done was scant due t 
the limited supplies available. 


> - 7 


Zinc—The domestic demand fo: 
zinc at its recently established 15% 
cents per pound level, East St. Louis. 
shows no signs of abatement. Producers, 
however, are said to be “pretty well 
sold out.” Foreign demand also is hold 
ing up and business was being done at 
a still higher price, f.o.b. Gulf of Mexic« 
ports, for foreign-origin metal. Follow 
ing the recent half-cent per pound ad- 
vance in the price of domestic zinc, 
Eagle-Picher Mining and Smelting Co.. 
effective Oct. 23, upped its buying 
price for 60 per cent zinc concentrate te 
$98 a ton. 
* - . 
A commodity “bull” market 
On Nov. 4, commodity futures scored 
their sharpest rise since May 26. Cotton 
climbed as much as $3.85 a bale; wheat 
and corn prices at Chicago staged ad- 
vances ranging up to 35% cents a bushel. 
Coffee futures soared more than a cent 
a pound, while extensive gains took 
place in butter, eggs, cocoa, wool, rub 
ber and hides. 
a e > 
Flaxseed support to be low- 
ered—Recently, the Agriculture Depart- 
ment announced that grower prices of 
1949 crop flaxseed will be supported at 
reduced levels. This year’s crop is be- 
ing supported at the base rate of $6 a 
bushel, at Minneapolis, or approxi 
mately 135 per cent of the parity price 
at the beginning of the marketing sea- 
son last July 1. The 1949 crop will be 
supported at 90 per cent of the parity 
price as of next July 1. The support 
level in terms of dollars and cents can- 
not be determined until next July 1, but 
it is possible that the parity price will 
be lower than it is now. The support 
rate would be about $3.80 on the basis 
of the current parity price. 
7 ee aa 


A Crosley “Shelvador” ad- 
vanced—The Crosley Division of Avec 
Manufacturing Corp. announced an ir 
crease in its suggested retail price of 
its S-79 Shelvador refrigerator, fron 
$219.95 to $229.95 effective Nov. 1. The 
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“increased cost of production,” 
ed the increase, said Crosley. 


prompt- 


* * + 


“Gray markets” feel _ re- 
sistance—Scattered reports, says the 
American Metal Market, seem to sug- 
gest that it isn’t as easy to sell sheets 
at 15 cents a pound and higher, in the 
gray market,” 
ago. Whether this is an indication of 
“resistance” that may grow is unan- 
swerable. But reliable reports state that 
there seems to be more of this high- 
priced tonnage “without a home.” Last 
year and early in 1948, it didn’t take 
much sales effort to move sheets regard- 


as it was several months 


less of price. 


Electrical appliances outlook 
—Predictions that a period is approach- 
ing when the electrical appliance indus- 
try will find itself faced with over- 
production, at least in some lines, are 
found in a study by the U. S. Commerce 
Department. The survey also foresees a 
decline in the number of appliance re- 
tailers. “The months ahead will find 
fading out of the picture the less effi- 
cient producers and those new manu- 
facturers who are unable to develop 
some degree of public acceptance for 
their products,” the survey also stated. 

Prepared by the Office of Domestic 
Commerce, the appliance study suggests 
that the 
as washers, refrigerators, vacuum clean- 


“name brands” of such items 


ers, toasters, irons, food mixers and 
similar products stand the best chance 
of survival. However, “it would not be 
surprising if some of the long-estab- 
lished firms that are venturing into the 
appliance business for the first time 
find the going tough and abandon their 
newly adopted side line.” The consensus 
among manufacturers and the trade is 
that there are too many dealers in the 
appliance business at present, many of 
whom have little knowledge of the line, 
and little ability to render service. 


* * * 


Furniture demand eases— 
New orders booked by furniture makers 
in September continued to reflect a 
slowing down in consumer demand, ac- 
cording to Seidman and Seidman, ac- 
countants to the industry. September 
orders were 3 per cent lower than in 
the like month last year and 2 per cent 
less than in August. It was the third 
month in which 1948 new orders were 
lower than in the corresponding months 
of 1947. For the first nine months, 1948 
orders were still 11 per cent ahead of 
1947. “However, these figures are all in 
dollars. In units it is highly probable 
that bookings were lower, in that prices 
now are substantially above those of a 
year ago,” the accountants said in their 


monthly report. “The furniture business 
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and belts—for you. 


V-Pulleys.. 
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also profit from 


More sales from less inven- 
tory with Worthington QD 
Jr. V-Pulleys with inter- 
changeable rims and hubs. 


Contact your local 
Worthington distributor 
and send the coupon for 
more information on the 
bigger profits with Worth- 
ington FHP Profit-Maker 
assortments. 





MERCHANDISING DIVISION 


The Good Right Hand. of Industry 
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Here's the PUS 


that will put over that 
profitable fractional hp business 


70 million V-belt drives in homes, stores, farms, small industrial 
plants! That means plenty of replacement business — pulleys 


With the Worthington line you have one-piece V-pulleys, 
famous QD rim-and-hub V-pulleys (easy to fit, can’t work 
loose, noiseless, trouble-free, no wobble), and Adjustable-Pitch 
.plus Worthington-Goodyear EC Cord V-belts— 
to fill the complete range of requirements. 
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and here’s what you get 


to make easy sales 





WORTHINGTON V-PULLEYS 






Profit-Maker Display Stand 
QD Jr. Display Poster 
Window Banner 


Envelope Stuffer 


WORTHINGTON oe 


The Best Noor Boy me 


WORTHINGTON- 
GOODYEAR V-BELTS 


V-Belt Wall Racks 


Window Banners, Decals, etc 
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as am ow ow ow oe @ ow @ @& -— « 
Worthington Pump and Machinery | 
Corporation ; 
MVD Sales Division, Dept. N853 
Buffalo, N. Y. l 
Please tell me how! can make higher | 
profits with Worthington FHP Profit- 
Maker. | 
Cote dece swans 
Compony...... ; 
ee oe | 
88-53 
os ae ow ow ow ow ow @ ow @ @ J 
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@ Includes Washer, Lockwasher and 
Wing Nut, 1/4" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 


by 
Sharon Boul aud Screw Lo. 


BOSTON 10, MASS. 


THE LAST WORD IN 
WIRE PRODUCTS 

















BRASS, COPPER, DARK, TINNED, 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 





STOVEPIPE WIRE 
COIL AND SPOOL 
— ASSORTMENT 
STRANDED AND 
SOLID CLOTHES 
LINE WIRE 
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STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 










BRAIDED 
PICTURE 
WIRE 











SOLD THROUGH 
JOBBERS ONLY 
ASK YOURS FOR PARTICULARS 


wit#H CONFIDENCE 


DA NCHOR 
WIRE. CORPORATION 
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is an example of conflict of opinion 


within an industry itself,” Seidman and 
Seidman reported. “Some manufacturers 
state that business was never better, and 
they produce figures which indicate that 
Others cite 


facts which indicate that they are scrap- 


orders are still going up. 
ing the bottom of the unfilled order bar- 
rel, and that 
pretty tough.” 

a a x 


conditions are getting 


Television output at new 


high A new peak in television receiver 
production was reached in September, 


88,195 
receivers, a jump of 36 per cent above 


when manufacturers assembled 
August. September’s output was 2 2/3 
times the number of sets produced in 
the like month last year. Between the 
end of the war and the start of October, 
Radio Manufacturers Association mem- 
bers produced 673,180 video sets. The 
association estimates that total industry 


output, including that of non-members, 


79¢ 


exceeded 725,000 in that period. One 


maker, Avco’s Crosley Division, says 
that its production of television sets is 
being held back by a shortage of pic- 
ture tubes. R. C. 
dent, said that Crosley output is now 


running at a rate of $2,000,000 a month, 


Cosgrove, vice-presi- 


and that it could deliver five times the 
number now produced if tubes were 
available. 
a ca 
Radio output rises again 
upward more, radio 
1,192,251 re- 


ceivers in September, according to the 


Swinging once 


manufacturers assembled 


Radio Manufacturers Association, which 
represents about 90 per cent of the 
industry. This was a jump of 37 per 
cent over the number of sets produced 
in August, but was below the 1,370,000 
sets made in September of last year, 
and even below the 1,257,000 turned out 
in Sept., 1946. 
September totaled 
1,052,933 in the 
1948. 


FM set production in 
171,753 
first nine 


units, and 
months of 


” « - 


News from paint makers— 
Sherwin-Williams Co. says sales volume 
for its fiscal year, ended Aug. 31, was 
the largest in the company’s history, ex- 
ceeding that of the preceding year by 
A. W. Steudel, president, 
to the sus- 


1.5 per cent. 


said: “This volume is due 
tained demand for the company’s paint 
products. A better supply of raw mate- 
rials has made it possible to satisfy 
more fully this demand than has been 
in quite a number of recent 
Paint makers feel that less lin- 
because of less flaxseed, is a 
for 1949, 
a highly uncertain crop, farmers usually 


another grain, such as 


the case 
years.” 

seed oil, 
“sure thing” Because flax is 
prefer to plant 
wheat, 
least triple 


unless the flaxseed price is at 


that of wheat. Next year’s 
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ALL ALUMINUM 6ftRULE 


Unconditionally 
Guaranteed 


Here is @ NEW and BET. 
TER Rule of ALL ALU- 
MINUM construction. 
Reinforced with Machine 
Brass Hinges and held 
together by Mashine 
Brass Rivets... Nu 
aoe embessed and Ine. 
uered for permanent 
Tegibility. 
Ideal for Carpenters, 
Guaranteed for a Iife- Builders, Engineers, 
time. Write for elreular Architects and Plumbers 


STELLAR TOOL & MFG. CO., one. 
93-34 170 Street, Jamaica, L. 


ORDER THROUGH 
YOUR JOBBER 





FOLDING CHAIRS 


jany styles. Upholstered & ja. 
Tobiet Armchairs — Foldiag Yonins 


PROMPT 
SHIPMENT 
ADIRONDACK 
CHAIR CO. 


1142-A BROADWAY 
NEW YORK |, N.Y. 
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-—< 
Stock and Display 
NEW Gem Jr. 


Fingernail Clipper 
ew tapered jaws 

Streamlines. ‘“‘Gem” 

quality thruout. 
Retail price mow 29: 


THE H. C. COOK CO. 
ANSONIA, CONN. 











Changes 


New products and new 


trade names are constantly 
added to the 
ings for the next Directory 
Number of HARDWARE 
AGE. 


being list- 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 

“Who 
He'll be 


in, write to the 
Makes It’ 


glad to serve you. 


Editor. 
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THE CLOSER THAT 
OPENS THE DOOR 
TO NEW PROFITS! 















The EAGLE LOCK Company 


Eagle Industries, inc., National Sales Representative 
110 North Franklin Street, Chicago 6, Illinois 





Now, for the first time, here’s a truly universal hydraulic door closer 
in one standardized package that takes care of all surface closer require- 
ments for standard interior doors. For the first time, you can really do an 
off-the-shelf door closer business without worry about applications and 
comebacks. 
Since one Eagle Door Closer answers four separate needs—right hand, left 
hand, hold open and non-hold open, without mechanical change—you no 
longer need to carry extra handed closers and extra arms. This means less 
inventory to carry and savings in shelf and storage space. What's more, the light 
weight of the Eagle Closer Conly 634 Ibs.) cuts 
handling and shipping costs substantially. 
And with one standardized package, ordering 
and billing are simplified. 
With these practical advantages, Eagle gives 
you the first colorful package geared to 
today’s merchandising. It adds up to new 
sales and profits never before within such 


easy reach. Order from your wholesaler. 


~~ 


A COMPLETE SALES 
PACKAGE with Eagle 
Door Closer, mounting 
plate, mounting template 
and both wood and machine 
screws all ready for easiest 


installation on wood 





or metal doors. 


AMERICA’S FIRST TRULY UNIVERSAL HYDRAULIC DOOR CLOSER 
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government support price is expected to 
be around $4 a bushel (this year $6). 
But the support price on wheat is ex- 
pected to make three bushels of that 
grain worth more than $6. 


* * % 


Apex Electrical Mfg. Co. 
sales—-Sales of The Apex Electrical 
Mfg. Co. for the quarter ending Sept. 
30 totaled $9,230,351, an increase of 
more than $2,000,000 over the total of 
$7,190,637 for the same period of 1947, 
C. G. Frantz, president, reported re- 
cently. 

* a a 

Gas sales—Total sales of gas 
by gas utilities to ultimate consumers 
in Sept., 1948, amounted to 2,145,464,000 
therms, an increase of 8.1 per cent over 
sales in Sept., 1947, the American Gas 
Association reported recently. For the 
12 months ending Sept. 30, 1948, total 
sales of gas were 31,162,817,000 therms, 
a gain of 8.9 per cent over the com- 
parable period a year ago. The asso- 
ciation’s index of gas sales at the end 
of Sept., 1948, stood at 197.6 per cent of 
the 1935-1939 average. Natural gas sales 
in Sept., 1948, totaled 1,938,878,000 
therms, a rise of 9.4 per cent over the 
like month in 1947, 

* * * 

Vacuum cleaners — Factory 
sales of standard-size household vacuum 
cleaners continued to advance in Sep- 
tember, totalling 276,137 units or an 
increase of 16.4 per cent over 237,202 
in August, which in turn was 6.6 per 
cent more than 222,478 reported in 
July, according to industry-wide figures 
announced by C. G. Frantz, secretary- 
treasurer of the Vacuum Cleaner Manu- 
facturers’ Association. September sales, 
down 15.5 per cent from 326,882 in 
Sept., 1947, brought the total for the 
nine months of 1948 to 2,507,334, or 
within 7.7 per cent of equalling 2,718,- 
417 cleaners sold in the same period 
of 1947, the industry’s all-time high 
year. 

a * a 

Farm prices drop—Reductions 
in prices of corn, meat animals and 
butterfat in the month ended Oct. 15 
brought the sharpest drop in farmers’ 

“prices-received” index, since early this 
year, as reported by the Bureau of Agri- 
cultural Economics. The net drop in 
prices for feed gains was 44 points, to 
204 per cent of the 1909-1914 average, 
123 points below a year ago. The month 
saw a continuation of the downward 
trend in the index for meat animals, 
which dropped 9 per cent during the 
month to 373 per cent of the 1909-14 
average. This was 11 per cent below 
the record high of 417 per cent reached 
in July, but still 62 per cent above the 


peak reached after the World War I. 
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B.A.E. reported declines during the 
month in prices received for dairy prod- 
ucts, established a mid-October index of 
289 per cent of the 1909-14 average. 
At this time of the year, these prices 
ordinarily rise. The farmers’ “prices- 
paid” index, including interest and 
taxes, slipped off to 249 per cent (of 
1909-14), a point below a month earlier 
but still 10 points higher than Oct. 15, 
1947. The current level would still be 
only two points under the peak reached 
this August. 
* ak we 

Lumbermen worried—Sagging 
lumber sales have ‘West-Coast mill men 
“more than worried.” Production of 
162 western mills totaled 94.7 million 
board feet in the week ended Oct. 16. 
But sales of these mills in the same 
week were only 79.1 million board feet. 
This production-above-sales pattern has 
existed since July 24, but the latest 
week showed the widest unfavorable 
spread to date. Prices are steadily 
slipping. Northwest Douglas fir two-by- 
fours (No. 2 grade, or better) that sold 
for $72 a thousand feet just two months 
ago at wholesale now average around 
$60, with some mills “scratching” to get 
$58. And some small producers who 
have had to dump at any price are sell- 
ing as low as $45. Northwest mill men 
call green lumber “a glut on the mar- 
ket.” The only item still maintaining a 
firm price is “clear” finished lumber, 
made from knot-free logs. These are 
still expensive, with plywood makers 


competing for them hotly. West coast 
mill inventories, steadily rising, are now 
41 per cent above a year ago. New 
housing started in the nation in Septem- 
ber totaled 81,000 units. September 
“starts” last year totaled 93,800 units. 
The peak for this year was 99,400 units. 
Each month since has seen a decline. 


* - bd 


Air express—Shipments han- 
dled in nationwide service increased 
10.4 per cent in the first nine months of 
this year, the Air Express Division of 
Railway Express Agency reported. A 
total of 2,964,115 
handled during the nine-month period 
for the nation’s scheduled, certificated 
airlines, compared with 2,682,958 ship- 


shipments were 


ments in the similar 1947 period. Sep- 
tember’s air express shipments amounted 
to 324,738, a gain of 10.1 per cent over 
Sept., 1947, while gross revenue of the 
month’s traffic was up 20.4 over the 
similar 1947 month, the agency said. 


* * * 


Construction figures en- 
couraging — New construction put in 
place in October was valued at $1,704 
million, the Commerce Department re- 
ported. This was a seasonal drop of 
only 4 per cent from the record Septem- 
ber volume, but was 14 per cent above 
the October, 1947, total. The value of 
new construction put in place during 
the first 10 months of 1948 was $14.7 
billion, up 31 per cent from a year ago. 
Reporting solely on residential building, 
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Ask Your Jobber For These Quick-Selling 


QUALITY TOOLS AT POPULAR PRICES 
THAT WIN INSTANT ACCLAIM 


" Model B-105 


Sliding Bevel. 


“Model G-115 
Jobber’s Drill Gage. 


Combination Square 
with level and scriber. 


Model S-107 


*10"” Adjustable Bench 
Level. 


Uf 
re, 
Model M-119 
Vise Type “Mitre Box. 


—~ 


*Universal Hand Drill 
Positioned at any angle. 


Pot Pending U 


\ re : 3 
Model BD-124 Bi 


Vo og 
~~ Model P-121 
All Steel Unbreakable 
Non-Adjustable Block 
Plane. ny 


as 4 A ae 

T# 

“Model AP-120 
*All Steel Unbreakable 
Adjustable Block Plane. 





—_ 


Ay. 2 

"Model HP-125 
*All Steel Unbreakable 
Hobby Block Plane. 


Model HM-131 
Hobby Try Mitre Square 
with sturdy plastic 


fay t o 


* 6) 
Model RL 113-2 
New 6 ft. Aluminum 
Folding Rule. Satin Fin- 
ish, Black Numbers on 
Both Sides. 





Model L-111 
*Adjustable Level Jr. 
Carpenter Square and 
2 vial spirit level. 


Model C-102 
Try & Mitre Square with 


Model P-108 
*Protractor & Drill Gage 
4 tools in 1. 


Model D-106 
*Handy Home Tool 
6 tools in 1. 


SA 


WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


TWIX MANUFACTURING COMPANY, INC. 


40-09 21st STREET, LONG ISLAND CITY 1, 
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FRONT DOOR SET, 
#400A WITH 
H-59S HANDLE 


The natural brilliance of 
highly polished solid 
brass, coupled with ex- 
quisite design and flaw 
proof manufacture make 
the KWIKSET lock the 
leader in the field of 
Contract Hardware. 


400A—5 pin tumbler 
cylinder entry lockset 
with wrought solid brass 
trim, equipped with H59S 
solid brass pressure cast 
front door grip. 






Instantly reversible 
cylinder for right or left 
hand doors. 


A Gateway Product 


PETKO INDUSTRIES INC. 


1107 EAST EIGHTH STREET, LOS ANGELES, CALIF. 
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Smart hardware dealers know that well-priced mer- 
chandise makes greater sales. That's why they use 
Listo Pencils for pricing. Listo makes a strong, clear Extra heavy 
mark on anything ...Glass, Metal, Cellophane, Wood, Seats that 
Porcelain or an other surface. Listo is alw ays ready dea’t b k 
to use. The leads don’t break. No wasted stubs, and — 
it’s quick and easy to change leads. Listo is the fastest in 6 cotors 
way of pricing. BLACK RED 
-..- SEE YOUR JOBBER, STATIONER OR PAPER SUPPLIER BLUE GREEN 
LISTO PENCIL CORP., ALAMEDA, CALIF. BROWN YELLOW 


MARKING 
PENCIL 


WRITES o» Glass * WRITES ON metal * WRITES ON Obaphat! 
Glass 





The builders’ 
hardware with a 
National reputation! 


N the farm, in the home, the office 
and the factory you will find 
National hardware on the job—and 
serving well too. 
Years of manufacturing experience is | 
back of the many fine products em- 
braced in the complete National line. 


The trend of styles and requirements of 
buildings of today and tomorrow have Now’s the time to sell the Ta-pat-CO 
served as a guide to our skilled de- | Eskimo Parka—for extra winter profits. 


. 2 " It’s quality-built throughout, with water- 
signers in developing the most modern repellent army duck covering and 100% 


ideas in mechanical actions. Simplicity, | wool blanket lining. Heavy duty zipper 
anti-friction and trouble-free depend- | front makes plenty of friends. Lining is 
ability are but a few of the built-in fec- | bright red, with outer covering in choice 


tures of National hardware. of red, blue or outdoor green. 

é é Add to your cold-weather profits by 
Your trade will appreciate the attrac- selling this popular parka. Your jobber 
tive protective finishes on the hardware | can supply you immediately. 


and the care used in their packaging. 


The AMERICAN PAD & TEXTILE CO. 
MANUFACTURING CO. GREENFIELD, OHIO 
STERLING * ILLINOIS ANADIAN BRANCH M 


‘. ONAL NATIONAL 

















the National Association of Home Build 
ers says that more than 729,500 family 
units are under construction, and that 
home building for the first nine months 
of 1948 was 18 per cent ahead of the 
record figures in the corresponding 
period last year. The Association esti- 
mates that, since the end of the war, 
about 2.5 million units—enough to house 
about 10 million persons—have been 
built. The medium price paid fer new 
houses in 1947 was between $7,500 and 
$8,500, the Association said, while used 
dwellings sold for between $5,000 and 
$6,000. Families with incomes of $2,999 
or less purchased 40 per cent 
homes for sale in 1947. 


” * * 


Car-loadings below year ago 
Rail freight loadings for the week ended 
Oct. 23 rose slightly above the previous 
week, but lagged behind the volume 
for the similar 1947 week. The decline 
from a year ago contiaued the trend 
which has been in evidence throughout 
the 1948 fall shipping season, normally 
the peak period of the year. The Oct. 
23 week’s loadings totaled 927,532 cars. 
This was 13,700 above the previous 
week, but was 27,095 cars, or 2.8 per 
cent, below the corresponding week of 
1947. 


* 


September sales showings 
Manufacturers’ sales set a new record in 
dollar volume during September at $18.7 
billion. The gain over August was 
greater than seasonal, the Commerce 
Department reported. August sales. 
totaling $18.1 billion, had equaled the 
previous peak in dollar volume, reached 
in Oct., 1947. The book value of manu 
facturers’ inventories on Sept. 30 held 
around the $30.5 billion level of a month 
earlier. September sales of 2,935 whole 
salers totaled $575,864,000, up 9 per 
cent, over a like month last year and an 
increase of 6 per cent from August this 
year, said the Department. Also mov 
ing upward, retail store sales reached 
$10,975 million in September. This was 
a jump of 3 per cent from August and 
was 7 per cent above September last 
year. 

* 


And a few October reports 

Sales of Montgomery Ward in October 
totaled $131,302,035, a 3.3 per cent gait 
over the same month last year. For the 
nine months ended Oct. 31, sales were 
$965,776,217, an increase of 8.7 per cent. 
Sales for Sears, Roebuck & Co. for Octo 
ber totaled $221,967,544, an increase o! 
7.8 per cent, compared with the same 
period last year. Among “variety” 
chains, reporting early, was S. S. 
Kresge, whose October sales totaled 
$24,885,427, a gain of 6.2 per cent 

the 1947 month. 


192 HARDWARE AGE, NOVEMBER 18, 1948 








Ste 
Al 


he | 
tion 
is afhl 
to 24% 
have b 
versior 
that c 
finishe 
availal 
of stee 
it also 
which 
have a 
results 
down 
Fort 
hrms 
capaci! 
itv. T 
But th 
ders 0 
them. 
marke 
In t 
conve! 
do not 
mick 1 
thing 
thing 
It mes 
tomer, 
more : 
and n 
consur 
Stee 
strong 
ening 
are mi 
ufactu 
ing so 
down 
produ 
The 
appro: 
a tonn 
up ha 
capaci 
Ger 
the [ 
enoug 
has ha 
ig ar 
this e 
tons a 
orders 
r€ ache 
either 
it is ¢ 
tape 


nh son 


HARD 





me Build. 


00 family Steel Conversion — | 
and that A Hypo for Industry ——_— A 








Pare: And Consumer 

a Oo e 

ae pe Iron Age, a Chilton publica- ‘ 

tion esti. tion with which HARDWARE AGE | the new Stevens Aristocrat 
the war, is affiliated, estimates that close | 

h to house to 244 million tons of steel ingots | ~ re) 3 5 @) To r p ed o L ev el 
ave been have been channeled into the con- | ; 

I for new version race this year. This means | 

7,900 and that close to 1,750,000 tons of | Po et stevens ue egigae 

hile used 


finished steel will have been made 














pees available this year by the effort 
“ot a of steel industry customers. And 

it also means that the steel firms 

which are converting the steel as 7” ; ger ; 

have as a dividend the scrap which veiw addition to the quality Stevens line is the No. 350 Aristocrat 
year ago results from breaking the ingots —a deluxe Torpedo Level for those discriminating customers who 
ek ended down into finished steel. take pride in fine tools. 
hyp ’ Fortunately for customers, steel The 350 has one level, one plumb and a 45° vial. It is finished 
e decline firms often have — finishing in walnut . . . dipped, varnished and polished. Aluminum top plate 
he trend capaany than steelmaking capac- extends full length of level . . . protects against damage and wear... . 
rouchout itv. That’s why they can convert. | s oil 
nenmelly But they look the conversion or- assures long life accuracy. oTEVEN, 
The Oct. ders over good before they take Weight per doz., 21, Ibs. Retail @~o ° ° 
O32 cars. them. They are afraid of gray | price, $1.35 each. Since “Eyer? 1913 
previous market implications. 


phearhay: In their effort to be quiet about THE 7 A. STEVENS LEVEL COMPANY 


conversion deals steel people often 


do not realize that here is a gim- NEWTON FALLS. OHIO 
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mick which means more of every- 




















wings thing for everyone. It is the one 
record in thing that shows extra enterprise. 
at $18.; It means more steel for the cus- 
_ tomer, more use of idle capacity, 
ommerce : : 
a more scrap for the converting mill 
st sales, 
and more end products for the 
aled the 
caidas consumer. 
aad Steel demand is strong—so 
30 held strong that no one sees any weak- 
° . | aoa 2 x° > _ 
a month ening in the steel market yet. There | Fast Eye Single or Double Pulleys 
5 whole are murmurs that finished or man- and Blocks are available in a 
» 9 per ufactured products are not mov- : . : 
rand an . P “) at variety of styles and sizes for rope 
ames ing so fast. An attempt to nail this 
gust this : : diameters from 5/32” to 3/4”. 
down to specific companies and 
sO mov- | - ae ae ~ 
oie products leads nowhere. | The W-C line of Heavy and Shelf 


The steel ingot rate this week 
ae all approached an all-time high from 
ber last a tonnage standpoint. The rate is 
up half a point to 99 per cent of 


Hardware also includes such items 
as Drop Forged Shackles, Wire 
Rope Sockets, Connecting Links, 


Turnbuckles, Thimbles, Hooks, 


This was 





capacity. 
German scrap is coming to 








ports— : : Eye Bolts and Ring Bolts. 
Deter the United States—but not fast ; 

nt gain enough. The mere mention of it 

For the has had some effect on prices here. 

es were sig amounts will eventually reach 

er cent. this country. But of the 435,000 

or Octo- tons already contracted for on old 


rease 0! orders only 100,000 tons have WILCOX, CRITTENDEN & CO.., INC. 


e same . ° 
<fiague reached mills here. The balance is 
Variety 



































Ss S. either in transit (60,000 tons) or *°4 CENTURY OF DEPENDABILITY” 
itil it is snarled in international red — ere — . -TAWN CONNECTICL 
er tape—or boiling in steel furnaces 77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
in some other country. —_— ~ — 
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Coming Conventions 
And Events 


Corrected Each Issue According to Latest Data 


Ace Stores, 25th annual meeting 
and exhibit, Jan. 24-26, 1949, at the 
Hotel Sherman, Chicago. Sponsored by 
Ace Hardware Corp., 1319 S. Michigan 
Ave., Chicago 5, Ill. E. G. Lindquist, 
vice-president and secretary. 

American Hardware Supply Co. 
annual meeting and exhibit, Jan. 24-26, 
1949, at company headquarters, 41-43 
Terminal Way, South Side, Pittsburgh 
19, Pa. Annual banquet will be held 
Wednesday night, Jan. 26, at the Wil- 
liam Penn Hotel. 

American Toy Fair, March 7-18, 
1949, with temporary displays at Hotels 
New Yorker and McAlpin, New York 
City, in addition to displays at 200 Fifth 
Ave., and other permanent showrooms. 
Sponsored by Toy Manufacturers of the 
U.S.A., Inc., 200 Fifth Ave., New York 
City. H. D. Clark is secretary. 

Arkansas Retail Hdwe. and Imple- 
ment Assn., convention and_ exhibit, 
Feb. 14-16, 1949, at the Hotel Lafayette, 
Little Rock. A. W. Porter, LaFayette 
Hotel, Little Rock, is executive secre- 
tary. 

Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
1949, at the Santa Barbara Biltmore 
Hotel, Santa Barbara, Calif. Convention 
chairman, George H. Slater, 712 So. 
Olive St., Los Angeles 14. 

Bicycle Institute of America, an- 
nual convention, March 28-April 1, 1949, 
at the Boca Raton Hotel, Boca Raton, 
Fla. Association headquarters, Room 
1215, 10 Rockefeller Plaza, New York. 
10, N. Y. 

Builders’ Hardware, Regional Con- 
ference of the National Contract Hard- 
ware Assn. and the American Society of 
Architectural Hardware Consultants, 
April 13-15, 1949, at the Arizona Bilt- 
more Hotel, Phoenix, Ariz. Victor H. 
Nelson, Foxworth-McCalla Lumber Co., 
Phoenix, Ariz., is chairman of the 
meeting. 

California Retail Hardware Assn., 
annual convention, Feb. 14-16, 1949, at 
San Francisco. LeRoy Smith, Room 262, 
Western Merchandise Mart, 1355 Mar- 
ket St., San Francisco, is secretary. 

California Gift Show, Jan. 23-28, 
1949, in Los Angeles, Cal., at the Brack 
Shops, Merchandise Mart, Alexandria 
Hotel, and individual showrooms. 

Coast-to-Coast Stores annual meet- 
ing, Feb. 6-9, 1949, at the Nicollet Ho- 
tel, Minneapolis, Minn. “Mastercraft” 
meeting, April 24-26, 1949, also at the 





Nicollet Hotel. Sponsored by Coast-to- 


Coast Stores Central Organization, Inc., 
29-43 Main St., S.E., Minneapolis 14, 
Minn. York Langton, trade extension 
manager. 

Connecticut Hardware Assn., annual 
convention, Jan. 25-26, 1949, at the 
Stratfield Hotel, Bridgeport, Conn. Ned 
Russell, Harris Hdwe., Southport, Conn., 
secretary. 

Franklin Hdwe. and Supply Co., 
annual convention and exhibit, Feb. 2-3, 


) 


1949, at the company quarters, 918-928 
N. Delaware Ave., Philadelphia 23, Pa. 
F. Leon Herron is executive vice-presi- 
dent of the company. 

Home Show, third annual Home 
Show of St. Louis, Feb. 12-20, 1949, at 
the Kiel Auditorium. Sponsored by the 
Home Builders Assn. of Greater St. 
Louis. Details available by writing to 
1624 Delmar Blvd., St. Louis, Mo. 

Housewares and Appliance Show, 
Jan. 13-20, 1949, at the Navy Pier, 
Chicago, Ill. Sponsored by the National 
Houseware Manufacturers’ Assn., 1402 
Merchandise Mart, 222 No. Bank Drive, 
Chicago 54. A. W. Buddenberg is exec- 
utive secretary. 

Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-24, 1949, at 
The Hotel Sherman, Chicago, William 
F. Ewart, 1194 Merchandise Mart, Chi- 
cago, is association secretary. 

Indiana Retail Hardware Assn., con- 
vention and exhibit, Feb. 15-17, 1949, at 
Indianapolis. Convention and exhibit at 
Murat Temple: hotel headquarters, Lin- 
coln Hotel. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis, is association 
secretary. 

Institute of Cooking and Heating 
Appliance Mfrs., convention and ex- 
hibit, Dec. 6-8, 1949, at the Netherland- 
Plaza Hotel, Cincinnati, Ohio. Samuel 
Dunckel, Shoreham Hotel, Washington, 
D. C., is managing director. 

Iowa Retail Hardware Assn., conven- 
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JERSEY 
SHOE LASTS AND STANDS 


The lasts are the latest 
style toe. One last espe- 
cially for ladies shoes. 
Also extra heel to repair 
all sizes of heels. Made 
strong and practical. 
14" and 20" Stands. 


=f 





THE POPULAR "STAR HEEL PLATES" 
ALWAYS IN DEMAND AND PROFITABLE 
FOR YOU TO HANDLE. MADE IN SIZES 
000 TO 6. ORDER YOUR SUPPLY TODAY. 





STAR HEEL PLATE CO. 


NEWARK, NEW JERSEY 

















Now the largest distributor 
of many lines on the West Coast, 

the U.S. Hardware & Paper Co. 
offers dealers in So. California, 
Arizona and Nevada the greatest 
Profit Opportunities in 1949... 

Our total resources are keyed to 
a policy of helping our Dealers sell. 


In the past year, this policy has 
been proven and improved... Make 


UNITED STATES HARDWARE & PAPER CO. 


Established 1927, Los Angeles, Calif. 
So. California's Leading Housewares’ Distributor 
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TUBE CAKE PAN 
9g" x4" 





' 20 CAKE Pau 7#O 


Attention Wholesalers Everywhere:—We are back in service 
with a bigger and better line than ever! Wire or write at once 
for particulars. Export business, Bakery trade jobbers solicited. 


THE MALCO COMPANY 


962 VINE STREET 








Brand new, with strong 
“buy” appeal. Does triple 








i] sterilized in boiling water. 


bs Each two-piece unit indi- 
E:| vidually boxed. Two dozen 5 
ss] to a case. Retails about y= a 





duty in the kitchen. Mea- 
sures from ‘%, to 1 cup, 
measures from 1 to 8 
liquid ounces and sepa- 
rates yolks from egg 
white. Square-shaped, 
modern design cup pours 
7} without dripping from any 
‘] corner. Made of crystal- 
Polystyrene. Egg 
separator top, also of 
Polystyrene, comes as- 
j sorted red, blue and white. 
j Both pieces can be dip- 





=] thirty-five cents “SS | 





Write for cata- 
log sheets and 
prices on the 
complete line of 
Shel-Glo Plastic 
Housewares. 
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Advanced Design 
aims for 
popularity unlimited! 


GREAT NECK features a 
revolutionary maximum- 
grip screw driver that will 
go over BIG. Let your ex- 
perience check these quali- 
ties: Guaranteed eye- 
appeal in the richly col- 
ored unbreakable plastic 
handle (non-explosive, 
non-absorbent to grease or 
oils). Entire blade is of 
hardened and oil tempered 
quality alloy tool steel, 
highly mirror-polished. Bit 
is precision-ground to exact 
size. Blade is deeply em- 
bedded and _ twistproof. 
Here’s a beautiful engi- 
neered tool to show off on 
your counters! 


PACKED 1 DOZ. PER BOX 
“Zuality in every tool” 












































% _— 

wr. 

Blade|Blade| Per 

No. Length Dia. Doz. 
G47 4” | “a” |2 ~~ «Ibs 
G57 5” Va” 2a Ibs 
G67 6” | fn” | 3% Ibs, 
G87 8” | %e” | 5a ibs! 
'G107 10” | %” | 62 Ibs. 
G48 4” | V4” | 212 Ibs 
joss 6” ts” a Ibs, 
\Gse 8” | %” | 6 Ibs 








Nationally Advertised Products 


*G-48, G-68, G-88 
are square blades 


SEE YOUR JOBBER 





GOES/{A | 


Q 

N 

6 
Way 





GREAT NECK SAW 


MFRS., INC., 


Mineola, N. Y. 








tion and exhibit, Feb. 8-11, 1949, at Des 
Moines. Hotel headquarters, Hotel 
Savery; exhibit, Coliseum. Philip R. 
Jacobson, Mason City, Iowa, is secretary. 

Kentucky Retail Hardware Assn., 
convention and exhibit, Jan. 18-20, 1949, 
at the Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louisville, 
is secretary-treasurer. 

Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
1949, at the Hotel Jung, New Orleans, 
La. Secretary for both associations is 
David O. Mansfield, 226 S. State St., 
Rm. 10, Jackson, Miss. 

Marshall-Wells Associate Stores 
Congresses sponsored by the Marshall- 
Wells Co., Duluth 1, Minn., as follows: 
March 7-9, 1949, at Duluth; March 14- 
15, 1949, at Billings, Mont.; March 21- 
23, 1949, at Portland, Ore.; March 28-29, 
1949, at Spokane, Wash. 

Michigan Retail Assn., 
convention and exhibit, Jan. 25-27, 1949, 
at Detroit. Hotel headquarters, Statler: 
Harold W. 
Bldg., 


Hardware 


exhibit, Convention Hall. 
Schumaker, 1112 Olds 
Lansing 8, is secretary. 
Mill Supply Regional Meetings, 
sponsored by the American Supply and 


Tower 


Machinery Manufacturers’ Assn., Inc., 
1108 Clark Bldg., Pittsburgh, Pa., as 
follows: Jan. 13, 1949, Edgewater Gulf 
Hotel, Biloxi, Miss. 

Minnesota Assn., 
convention and exhibit, Jan. 18-20, 1949, 
Hotel 
Curtis Hotel; exhibit, Minneapolis Au- 
J. Christopher, Nicollet at 


24th, Minneapolis, is association secre- 


Retail Hardware 


at Minneapolis. headquarters, 


ditorium. C, 


tary. 

Mississippi Retail Hardware Assn. 
and Louisiana Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
1949, at the Hotel Jung, New Orleans, 
La. Secretary for: both associations is 
David O. Mansfield, 226 S. State St., 
Rm. 10, Jackson, Miss. 

Missouri Retail Hardware Assn., con 
vention and exhibit, March 8-10, 1949, 
at the Jefferson Hotel, St. Louis. Louis 
(:. Kreh, 1189 Arcade Bldg., St. Louis, is 
association secretary. 

Mountain States Hardware and Im- 
plement Assn., convention, Jan. 12-13, 
1949, at the Cosmopolitan Hotel, Den- 
ver, Colo. Mrs. Margaret A. Bartlett, 637 
Pine St.. Boulder, Colo., is secretary. 

Nebraska Retail 
convention and exhibit, Feb. 15-17, 1949. 


at Omaha. Headquarters, Paxton Hotel: 


Hardware Assn.. 


exhibit, Auditorium. C. A. McCoy, 325 
Insurancé Bldg., Lincoln 8, is secretary. 
New England Dealers 
Assn., convention and exhibit, Feb. 22- 
24, 1949, at the Statler Hotel, Boston, 
Mass. Russell R. Mueller, 185 Dart- 


mouth St., Boston 16, is secretary. 


Hardware 


HARDWARE AGE, NOVEMBER 18, 


New York State Retail Hardware 
Assn., convention and exhibit, Feb. 
15-17, 1949, at Buffalo. Convention head- 
quarters at Hotel Statler; exhibit at 
Municipal Auditorium. Nicholas H. 
Kiley, 509 Hills Bldg., Syracuse 2, is 
secretary. 

North Coast Retail Hardware Assn., 
convention, Feb. 13-15, 1949, at Seattle, 
Wash. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Sec. 

North Dakota Retail 


Assn., convention and exhibit, March 


Hardware 


22-24, 1949, at Fargo. Headquarters, 
Gardner Hotel; exhibit, Auditorium. 
Miss Clarine Sherwood, 24 Clifford 


Bldg., Grand Forks, is secretary. 

Northern Wholesale Hardware 
Co., annual dealer meeting will be held 
in February, 1949, at company head- 
quarters, 805 N. W. Glisan St., Portland 
9, Ore. Thomas L. Willis, president. 

Ohio Hardware Assn., convention and 
exhibit, Feb. 8-10, 1949, at Cleveland, 
Ohio. Headquarters, Statler Hotel; ex- 
hibit, Public Auditorium. John P. Conk- 
lin, 198 So. High St., 
secretary. 

Oklahoma Hardware and Implement 
Assn., convention and exhibit, Feb. 1-3, 
1949, at Oklahoma City. 
and exhibit at Municipal Auditorium. 
Robert K. Thomas, 711 Wright Bldg.. 
Oklahoma City 2, is secretary. 

Panhandle Hardware and Implement 
Assn., convention, Feb. 13-15, 1949, at 
Mrs. C. L. Thompson. 


Columbus, is 


Headquarters 


Amarillo, Tex. 
Canyon, Tex., executive secretary. 
Pennsylvania and Atlantic Sea- 
board Hdwe. Assn., convention and 
exhibit, Feb. 28-March 3, 1949, at Bal 
timore. Hotel headquarters, Lord Bal 
timore; exhibit 5th Regiment Armory. 
W. Glenn Pearce, 400 No. Broad St., 
Philadelphia 30, Pa., secretary. 
Southern California Retail Hard- 
ware Assn., convention and exhibit, Feb. 
22-24, 1949, at Long Beach. 
ters, Wilton Hotel; exhibit, Municipal 
Auditorium. A. C. Kammeier, 416 W. 
8th St., Los Angeles 14, is secretary. 
South Dakota Retail 
\ssn., convention and exhibit, March 
15-17, 1949, at Sioux Falls, S. D. Head 
exhibit, Coli 


Headquar- 


Hardware 


quarters, Cataract Hotel: 
seum. F. J. Hodoval, Ft. Pierre, se: 
retary. 

Tennessee Retail Hardware Assn., 
convention, Feb, 21-22, 1949, at the Ho 
tel Peabody, Memphis. Morris Jones, 
P. O. Box 784, Nashville, is secretary. 

Texas 
Assn., convention and exhibit, Feb. 7-9, 
1949, at Dallas. Hotel headquarters, 
Baker Hotel; exhibit, Adolphus and 
Baker Hotels. R. M. Souder, 814-15 


Texas Bank Bldg., Dallas, is association 


Hardware and Implement 


secretary. 
Triple Mill Supply convention, 
April 25-27, 1949, at Cleveland, Ohio. 
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BETTER MADE BRIGHT WIRE GOODS 
AND HARDWARE SPECIALTIES 


“STANDARD PACK" includes bright wire items stocked 
in all sizes. 

“UNIT PACK" includes all fast moving items either 
carded, boxed, in envelopes or bundles. Best for dis- 
play and quick sale with added profit. 

“HARDWARE SPECIALTIES” all boxed in appealing 
display cortons include storm sash, screen door hard- 
ware, saw horse brackets and many home needs. 

“MAKE YOUR OWN" line of construction sets packed 
in display cartons includes many workroom and back- 
yard needs. 








We manufacture and stock, Gate hooks, Cup hooks, Screw hooks, 
Hammock hooks, Clothes hooks, Clothes line hooks, Ceiling 
hooks, Curtain rod hooks, Cabinet hooks, 'S" hooks, Screw hooks, 
Screw eyes, Eye bolts, Turnbuckles, Corrugated fasteners, Screen 
door springs, braces, handles. Storm sash operators, and hang- 
ers, Pole line hardware, Saw horse brackets and many other 
items too numerous to mention. 











S peass Cup Hoots 2 
- nee he °  \dededal 
CHAS. 0. LARSON CO. © STERLING, ILLINOIS 


See your jobber or write direct to 














use Duros “ONE-TWO PLAN’ 
and MULTIPLY tool profits . 


ML... buy tools where they can get what they want. (1) Therefore 
Duro’s top-profit dealers offer the Complete Duro line. (2) Sales- 
wise dealers also know that a tool wel! displayed is nine-tenths sold; 

they put the handsome Duro Display Boards to work creating fast 
turnover on the most-wanted Duro items. 

Full line, and display boards—they’re The ‘One-Two Plan,’ 
the profit formula that Works, as Duro’s top-profit dealers 
know! Why not discuss multiplied tool profit with your 

Duro Distributor? He has helped others to get it, he 
can help you. DURO METAL PRODUCTS CoO., 
2649 North Kildare Avenue, Chicago 39, Illinois. 


Start by Writing for the Big Free Duro Catalog of Sales Opportunities ~~ 


DORO-CEIROME WOOLS 


Sigs ER oN ae Ft _— 
Ser a VK 


@eeeeveeeeeeeeeoeeeeee 







a” 
“ij 


——S 
+ You'll Sell Sets as well as Single 
: Tools Under the “One-Two Plan” 


Duro always has featured planned sales 
—Matched sets and complete tool sets 
Shown is 34-piece Duro-Chrome Socket 
Set. Has "HOT BROACHED” Sockets, for 
accuracy, and for 25 per cent extra 
strength. 
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” PUMP LEATHERS 





Size-marked at the factory, all Simplex 
pump leathers are pre-stamped to help you. 


They save the time of measuring each 
pump leather for size. Simplex size mark- 
ings are pressed into the leather, can’t be 
rubbed off through handling or use. 

In pump leathers make yours “Simplex.” 

Ask your jobber or write us 
for price list. 


MAN UFACTURIN G 


AUBURN, 











TRAINED HANDS 
KNOW TRUE QUALITY 





... the TRUE QUALITY OF 
PACIFIC BUILDERS HARDWARE 


Sliding Door Pull . . . Priced to 
sell .. . 34” flush face fits all 
doors ... fully enclosed case of 
die cast Zamack. 


WRITE FOR FOLDER 
COVERING COMPLETE LINE 











PACIFIC BRASS & HARDWARE 
MANUFACTURING CO. 
1126 Chico Ave., El Monte, Calif. 


Warehouses in New York, Boston, Chicago 





198 


Conference booth program at Cleveland 


Auditorium. Sponsoring associations 


are: American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secretary- 
treasurer, Henry R. Rinehart, 505 Arch 
St., Philadelphia 6; Southern Supply & 
Machinery Distributors’ Assn., secretary- 
treasurer, E. L. Pugh, 712 Volunteer 
Bldg., Atlanta 3, Ga. 

Virginia Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-24, 1949, at 
Roanoke, Headquarters, Hotel Roanoke; 
Auditorium. 


exhibit, American Legion 


G. T. Omohundro, Jr., Scottsville, sec- 

retary. 
Western = Retail 

Hardware Assn., convention and ex- 


hilit. Jan. 18-20, 1949, at Kansas City, 


Implement and 


Mo. Headquarters, Hotel President; ex- 
hibit, Municipal Auditorium. William 
J. Shaw, 224 Rialto Bldg., Kansas City 
6, is secretary. 

West Virginia Hardware Assn., con 
vention and exhibit, Feb. 17-19, 1949, 
at the Hotel West Virginian, Bluefield. 
James C. Fielding, 1628 McClung St., 
Charleston 2, is association secretary. 

Wisco annual merchandising schoo 
and sales show, Jan. 10-12, 1949, at com 
pany headquarters, 15 So. Brearly St., 
Madison, Wis. 


Hardware Co. 


Sponsored by the Wisco 


Assn., 
convention and exhibit, Feb. 1-3, 1949, 
at Milwaukee. Headquarters, Hotel 
Schroeder; Milwaukee Audi 
torium. H. A. Lewis, Stevens Point 


Wis., is secretary. 


Wisconsin Retail Hardware 


exhibit, 


Inside Story Training for Retail Salesmen 


ELLING the product-back-of- 

the-product is the objective of 
a new United States Steel sales 
program which will give retail 
salesmen the inside story of the 
steel used in producing many of 
the household articles they sell to 
the public. 

To accomplish this, 15 pocket- 
size sales training booklets are 
being prepared for use in retail 
sales training classes in stores 
throughout the country. The first 
four of the series are now being 
released to interested merchandis- 
ers by Carnegie-Illinois Steel Cor- 
poration, United States Steel sub- 
sidiary, on a periodic schedule. 

Designed for sales classes in 
the hardware, major appliance, 
houseware and furniture depart- 
ments of both large and small 
stores, it is expected by the use of 
the booklets to train the salesmen 
to tell the public about the unseen 
qualities of the steel, in addition 
to other advantages of the par- 
ticular product. 


Contents 


Included in the series of book- 
lets will be the inside stories of 
stainless steel and porcelain enam- 
el as used in refrigerators, wash- 
ers, and kitchenware; how and 
why alloy steel is used in tools, 
hardware and household equip- 
ment; spring wire for bed springs, 
mattresses and furniture, and nu- 


merous other equally interesting 
discussions of steel, its types and 
uses. 

The first four booklets in the 


series are: 


No. 1—The Inside Story of 
Steel 

No.2—The Inside Story of 
Stainless Steel 

No. 3—-The Inside Story of 


How Stainless Steel Is Used 
No. 4—The Inside Story of Por- 


celain Enamel 


Non-Technical 


The booklets are non-technical 
in character, and include easily 
understood answers to questions 
frequently asked by customers. 
They develop new and interesting 
sales points designed to increase 
the efficiency of sales personnel 
and stimulate their interest in the 
products they sell. They tell in 
simple language what makes stain- 
less steel stainless, why one steel 
is better than another for a spe 
cific purpose, the difference be- 
tween porcelain enamel and _ th 
other enamel finishes, how much 
steel is used in the average hom 
and why steel products should b 
bought, to mention only a few of 
the subjects which are discussed. 

Further details about the pro- 
gram and material are available 
on application to United States 
Steel Corporation Subsidiaries, 565 
Frick Building Annex, Pitts- 
burgh 30, Pa. 
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MORE BRUSHES—MORE SANDPAPER—MORE TOOLS and SUPPLIES! 


It's a Promise! You can share in 
extra heavy profits now being made on 
home building and modernization jobs 
by owning and renting out this new 
Lincoln Speed-O-Lite 7” Sander. Cus- 
tomers eagerly PAY UP TO $5 PER 


DAY in rentals alone. 







Besides, each rental customer 
invariably buys paint, varnish, 
filler, brushes, sandpaper, tools 
and supplies to keep your cash 
register ringing up MORE 
PROFITABLE SALES. 


Install This New Lincoln 


SPEED-O-LITE 7” 


Hi-Speed Rental Sander 


Take advantage of Lincoln's 
Easy Payment Plan which en- Write for Proof of the Big Money 
ables you to retire your invest- Making Power of Speed-O-Lite 7°’ 


ment out of increased profits. Time-Payments to Suit Your Needs. 


Representatives in All Principal Cities 


FLOOR MACHINERY COMPANY, Inc 
World's Manufacturer of the Most Comolete Line of Floor 


1252 WEST VAN BUREN ST CHICAGO 7, ILLINOIS 


* Equi nt 








Fast Moving Favorites 


for Winter Decorating 
TIGER GRIP 


Linoleum Cement 


For floors or walls, all thickness- 
es of linoleum. Easy to spread 
quickly and uniformly because 
it’s tacky but not gummy or 
lumpy. No presetting — no of- 
fensive odor. Can be applied 
ape fast—it’s easy to clean up when 
— the job is done. 





“IGERGRIP 


gy F, 











WATERPROOF 
UNOLEUM 


Consumers Waterproof Cement 


The perfect companion to Tiger Grip Paste — for 
closing seams, sink tops. Ideal for bath, lavatories, 
rathskellers, etc. 


SCENT Paint Deodorant 


Makes painting more pleasant—useful anytime 
but indispensable for interior decorating during 
winter months when doors and windows cannot be 
opened. One bottle deodorizes a gallon of paint. 


Order From Your Wholesaler. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. 








ST. LOUIS 6, MO. 
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GOLDBLATT 
TROWELS 


st Choice 


of Plasterers and 
Cement Finishers 













COMPLETE 
LINE OF 
FIRST 
QUALITY 
TOOLS For 
ALL MASONRY 
TRADES 


IMMEDIATE 
DELIVERY 


ILLUSTRATED 
CATALOG 
MAILED ON 
REQUEST 


ATTRACTIVE 
DEALER 
DISCOUNTS 




















































WATS mare ecc erTeasD 


Nationally haoaetiaeal Since 1885 


GOLDBLATT TOOL Co. 


1622 WALNUT STREET 
KANSAS CITY 8, MISSOURI 
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SENSATIONAL 
LOW PRICE! 


$9.50 


Model 27Ci—Two 7°’ center feed 
cast iron burners mounted on indi- 
vidual adjustable pedestals, 3 gal. 
METAL OIL CONTAINER of rust-re- 
sisting terne plate with ROCHES. 
TER magnetic gauge finished in 
beautiful white FLEX-O-LAC Forged 
brass one-piece, leak-proof meter- 
ing valve. 





 wnoow snus GEE Sponge Line 
and SQUEEGEE 











There’s a Minute Mop fast-seller to speed eve lie 
hold cleaning job. Women want and BUY the pot 














dow Brush and Squeegee. Toi-La-Kleen, and the 
Deluxe Model 27VT—Two 7°’ heavy gauge steel leak-proof burners. famous standard a oan Mop rene Seateds 
Porcelain finish—cleans easier—lights faster. 6°’ high stainless also the new Jumbo Minute Mop for large floor 
steel perforated shells. Oil sump and floor base finished $ 00 All made of Du-Pont Cellulose Sponge. Write or pl 
0 Se, Se TINE, 6 0.6 0:6:0.6:0.00'0 6.0:0.0:0.00.06.08 08 12- your jobber today +: 2 
Other models available Write for Catalog Dealer Inquiries Invited 


ean ON OIL BURNER PRODUCTS, INC. 


1439 PARK ST. HARTFORD. CONN. M l N UTE MOP (0. CHICAGO. eg , = 























K-D #90 Nailpuller is only 12” long 

Drive Jaws . Small enough to carry in your 
under nailhead pocket! Pulls up to tenpenny nails 
easily. Counteracting jaws, rustproof 
finish. Packed 6 to carton with at- 
tractive counter sales display. Easy 
to sell. Order now. 


, 


K-D Mfg. Co., Lancaster, Pa. 
Write for Catalog 


K-D TOOLS 










THE FLETCHER “ENAMEL COMPANY 
DUNBAR. WEST VIRGINIA 
14-117 Merchandise Mart 200 Fifth Avenue 
CHICAGO, ILLINOIS NEW YORK, NEW YORK 





THE BETTER : 


plGceR $ VALUE @ AAHIIL.-- 


JUICER — A aided Line of Openers 


OPENS ALL CANS 
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= 
Individually and Attractively Boxed 
PIVOT BASE “KWICKY-ER" Cahil FIVE-WAY "Quintuplet"* 
All-in- Alumi jui ivot Races th h fruit — i : 
Sade on sdiber aw whith ples py yn ee gh Ag mgs Model 205 (illustrated above): Wall type, 
table without marring of scratch- clean. drops out of the way when not in use, 
ing. e ° . 
BIGGER DOLLAR VALUE opens tin cans of any size or shape—milk 
sige hypewendat ee ee = ome fe too; friction top and anchor top jars; 
Gets ALL the juice—no bitter peel the money. cans foo; Tfrictio Pp P | ; 
oil. Strains coarse pulp and seeds Priced for “KWICKY-ER" sales pierces milk cans; and can be used as 


- no holes to clog pouring. 


EASIER b, screw driver. Guaranteed 5 Years. 
Three strokes of the handle usu- on *Trademark Reg. U. S. Pat. Off. 


ally extracts all the juice. Easy to 


_— Write for complete information CAHIL MANUFACTURING co. 


Manufactured by 
QUAM-NICHOLS COMPANY 500 West 52nd Street, New York 19, N. Y. 
33rd Place and Cottage Grove, Chicago 16, Ill. 
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Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
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DEAD EYE DICK says: 


Only $.50—that’s the suggested retail price of 
Kilgore’s new HAWKEYE cap pistol. It's a 
post war engineered 50-shot repeater using Kil- 
gore No. 150 Perforated Roll Caps. Mechanism 
uses a 6-point star wheel to move caps into firing 
position. Amazingly positive action—no slip- 
ping. Very easy trigger pull. Pocket size—only 
4%4” long. Pocket-weight due to die east ex- 
terior. Plenty of eye-appeal “engraving”. Chro- 
mate plated—Kilgore’s new process that looks a 
lot like regular chromium. It’s a honey all ways 
—and at this very low price it will certainly be 






a volume seller. 


THE KILGORE MANUFACTURING CO. 


WESTERVILLE, OHIO 























penseeneusannsssensenaasneeuenensuneenens Police Departments Throughout the U. s. recognize the 


PEERLESS HANDCUFFS 


as the best Handcuff made 


weicnt 10 ounces 


BUILD SALES BECAUSE 
THEY SHOOT ACCURATELY 


H & R "Series Fifty" Rifles with 


Exclusive ''Bull's-Eye'’ Broach Rifling 
H & R SERIES FIFTY 


LEATHERNECK — Model 150 — Semi-automatic — Retail $49.50 
SPORTSTER — Model 250 — Bolt Action Repeater — Retail $29.95 
PAL — Model 550 — Single Shot Bolt Action — Retail $19.95 


Enjoy greater profits on every H & R sale with the H & R Direct-to- 
Dealer Sales Plan that puts middleman profits in your pocket. 


HARRINGTON & RICHARDSON ARMS CO. 


335 Park Avenue, Worcester 2, Mass. 


| 
\ 


PEERLESS HANDCUFF CO. 
SPRINGFIELD, MASS. 
There is no satisfactory substitute 
for a Peerless Handcuff 
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fhe Easy Wag-- 
FOLD-A-WAY 

UTILITY BASKET 


The Marsh4ll Utility Basket, available to 
all dealers, is designed to meet the needs 


NS 























of every customer . . . for the home, 
office, garage, hallway, attic . . . every- 
where! 
Popular 1-F hook assort- . 1 ] — > 
ment contains 100 as- aS | I || I all in 
sorted Kirby, Cincinnati Stacks Papers Th - | 
Bass and Carlisle hooks, eee I | | | | 1 
' | | iH b i} | 
sizes 2/0 to 8. Retails at {ji alo I 5 | 
it 60c. Order today. =, iS | i == =) | 
eS des FF SA : 
“ | Sa aS ee 
’ Stock these sharp, tough, American-Made Hooks in the = x 4 “Sk Sj _— 
we, many styles, sizes and finishes available and be ready for ‘ =~ ‘ , , 
ilk as Slide Bundle Out Sturdy, heavy gauge wire. Lightweight 
‘ every hook demand. The line is complete, turnover fast, _ No Lifting . weighs less than 24 ounces. Folds 
ars; profit high. Millions of hooks carried in stock for prompt easily for storing and holds 25 pounds of 
as . . paper when full. Finished in gleaming 
shipment. Nickel. 12” wide, 18” long, 10” high. 
\ WRITE TODAY FOR Pree CATALOGS I Order Today—tThey Sell Fast! 


Bundle 





22 Webster Avenue Bridgeport 7, Conn 


Bil DeWitt ow. ote Marshall Mz. Ca. 





211 CLARK ST. AUBURN, N.Y. 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 


/ cwfibD wre un | 














Your best customer 


¢ The man with an inquisitive, exploring, inventive mind. 

¢ The man who uses his head and hands to create and improve. 

© The man who never forgets that it takes good tools and hard- 
ware to do a good job. 

¢ The man who keeps coming back to buy something new he 
needs for a building or repair job. 


The 4% MILLION readers of Popular Mechanics are men 
just like that. And every month we’re using a full page 
in color to remind them that BRANDED tools and hard- 
ware — bought at the HARDWARE store—are BEST. 


Watch for these ads in every issue of 


* MARSHALLTOWN, IOWA 








f 

















@ presentation 
© promotion 
®@ distribution 
® sales 





Tru-Test is helping other manufacturers 
with this important work. It can help 
you, too. Now is the time to investigate. 
Write today. 

Division of 


TRU-TEST onxes & COMPANY 


650 SOUTH CLARK STREET ¢ CHICAGO 5, ILLINOIS 
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—— ROPE - BINDER TWINE Rn PiyMouTH SERS mass — 
™ A MAee THE ROPE YOU CAN TRUST BECAUSE IT IS ENGINEERED FOR YOUR JOB 









PAINT Co 


NDITIONER 
? 





RadDeovil Y 
THE LEADER SINCE 1872 — 
Red Devil Glass Cutters ond other glaziers’, 
painters’ tools and machines are designed to the 
times—there’s no substitute for quality 


Send for Catalog 19 
RED DEVIL TOOLS. Irvington 11, N.J.,U.S.A. 


SCRAPER 


ROLLER 
sTiprce® 











‘Simplify Your Stock Taking with the 
HARDWARE AGE WHITE INVENTORY SHEETS 


You can make your annual inventory taking an easief, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 

From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of white paper, this means you really get 400 pages of inventory 
record sheets. Each side of the sheet has room for 28 items. 
Your $1.25 investment provides inventory space for 11.200 items. 

During the past years. thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple. convenient 


ind handy to use. The WHITE INVENTORY SHEETS are 


the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 

These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 

Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 

Wake your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


ee) ls THIS 0 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Gentlemen: 
Here is my $ Please send me 
charge). Also send me Binders (50¢ each). 
NAME NE OT eRe ee ee ey ere ft 
secon 2 21 --aloncgite Mere-acuscasetd nds. Fett Home wa pom Heke Sawa ie 
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hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
Send these to me by return mail. 
FIRM NAME 


Seen . STATE eke 
HARDWARE AGE, NOVEMBER 18, 1948 
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UTILITY TONGS 


Ideal for handling ice cubes, 























hot foods, sterilized bottles, 
etc. Positive grip on smallest 




















objects. All steel with heavy 
nickel plate 


Ge. * oy 20 















% 
7 sete 


Nearly 70 years of 
specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 
hardle with 
absolute 
confidence. 


> ay 
6 x 


Model 76A Power King 
















“GAS-TITE” 
A thoroughly dependable power job EXPANSION 
1 . , Model 550 Deluxe 
Completely modern design, precision STOPPER 
built. Many desirable features: — Alumi- Unquestionably the ; 
num alloy castings. Tubular steel handles finest hand mower sgt 


Attractive baked enamel finish. 5-blade we have ever built dni cdiane 
ball bearing reel with take-up for wear Light, modern, 
n° pit Pl 8 : : smooth running vents gasleakage. 
20" cut, adjustable for height Positive Popularly priced. In- 
clutch. Highly reliable power unit. Rug- vestigate this excel- 


ged tires. Weight 87 Ibs. lent selling item 


information on request. Write today! 
































“GAS-TITE” DISPLAY CARD 

its over bottle neck, s 12 st ers. 

SIF MANUFACTURING co. ae with a of sm Praca Pate Batn ga 
Springfield, Ohio 


POWER & HAND LAWN MOWERS 3211 CARROLL AVENUE 


CHICAGO 24, ILLINOES 
World's Largest Manufacturers of Bottle Openers and Can Openers 


Peerless PRS i cai 


Accurate and Dependable 





CARPENTERS’ and MASONS’ ae aie mens wf 
LEVELS al oT Om, peo 
Known from Coast “i : end ” cae 


to Coast! 
Made of Finest Alloy Steel 
Heavy Gauge 

Correctly Tempered to With- 
stand Heavy Factory Use 
Each Blade Attractively 
Packaged & labeled 


Guaranteed, ee 4 RIP CROSS CUT 

Tested. Made from Ca ng rea & COMBINATION 

fine, seasoned woods. ry ; oe Bok gh 7 ——— 
. : bess : : is Ee ¥ From Stock, 





Packed in individual cartons. Mail & Phone 
Workmanship that has made Peerless Sell These Sows 
a leader for over 30 years. At 
: , a, COMPETITIVE 
, 4 oe oe F PRICES and 
Sold only through recognized jobbers. a 4 m ' 3 . ; Make oa 


Write for new Peerless literature. GREATER PROFIT! 


Manufacturers of 


ye : Reo me Circular Sows, Band 

. ee By Sows, H. S. Planer & 

LEVEL & TOOL . t . Rg Jointer Knives, Moulding Blanks, 

COMPANY Settee VP 27") Beveled Edge Shaper Steel, Dodo Sets 
STERLING, ILLINOIS LAFAYETTE SAW & KNIFE, INC. 





115 BANKER STREET BROOKLYN 22, N. Y. 
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Classified Aduertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 


or Your Address 








Set solid, maximum, 50 words....... $5.00 
Each additional word......... -10 
Positions Wanted 
(Special Rate) set solid, maximum, 
SO WOKS .. .cccccccccccccceccoes $2.00 
Each additional word......... 05 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders. not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














[ Help Wanted 


Sales Representatives Wanted | 





EXPERIENCED CONTRACT HARDWARE 


MAN TO TAKE COMPLETE CHARGE of 
Builders Hardware Department for a growing 
builders supply house in Upstate New York 
Duties consist of taking hardware quantities from 
plans, calling on architects, buying, etc. We are 
exclusive jobbers for one of the four top major 
lines. Salary, expenses and bonus. Opportunity 
unlimited Write with confidence as our em 
ployees know of this ad. Address Box M-590, 
care of Harpware Ace, 100 East 42nd St., New 


von 17, XN. Y 





|Sales Representatives Wanted | 





SALESMEN 
AND 


CALLING ON PLUMBING 
HEATING CONTRACTORS, Hardware 


Accounts and Building Contractors. Fast Selling 
Line, Top Quality Brass Items—Plumbing Spe- 
cialties and Supplies. Well established firm. Com 
mission basis Give full information in reply. 
Parliament Products, Inc., 475—-5th Ave., New 
York 17, N. Y 

SELL HAND AND POWER LAWN MOW 


ERS TO DEALERS, DEPARTMENT STORES 
AND CHAINS. Drop ship from factory at low 


prices, fine quality. Midwestern shipping point 
Commission, No application considered unless it 
states exact type of trade, territory you cover 


and lines now handled. Address Box M-554, care 


of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 

MEN WANTED TO CALL ON Hardware, 
House Furnishing and Maintenance Trade with a 
complete line of Nationally Known Paint and 
Varnish Products. We are looking for men with 


a following and will make very attractive offer 
to the right parties. Our men have been advised 
of this ad. Address Box M-573, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y 





PAINT SALESMEN 


WANTED 


An established New York Paint Manufacturer 
producing a complete line of paint and var- 
nish products for the dealer trade is looking 
for top-flight, hard-hitting paint salesmen for 
the following territories: Upper New York 
State, Ohio, Indiana, Eastern Pennsylvania, 
Delaware, Maryland. 

To such men, with following among paint 
dealers and distributors, we will turn over a 
number of active accounts and pay liberal 
drawing against commission. 

Furnish complete details of experience in paint 
business, references, age, etc. All replies in 
strict confidence. 


ROBERTS PAINT CORPORATION 
515 Bryant Avenue, New York 59, N. Y. 








ae EN COVERING RETAIL HARD- 
“ARE TRADE for Old Established concern 
manufacturing butcher steels and top line of files. 


Can be handled as side line, on commission basis. 
Give full details of lines now handled and terri- 
tory. Address Box M-582, care of HarpDWARE 
Acr, 100 East 42nd St., New York 17, N. Y. 


| 
SALESMAN TO SELL MANUFACTURER’S 
| FAST 


SELLING COMPLETE LINE of 
Wooden Folding Clothes Dryers, Accordion Type, 
to jobbers, department, hardware, 
chain stores. Liberal commissions and excellent 
repeat order items. A staple side line with year 
round business. Beautycraft, Inc., 1569 Beacon 
St., Brookline, Mass. 


CUTLERY MANUFACTURER HAS KEN- 
TUCKY AND WEST VIRGINIA TERRI- 
TORIES OPEN for Salesman to sell to hardware, 
sporting goods, department stores, and drug stores 
retailers. Must have own car. Over one hundred 
accounts already established. Straight commission. 
Reply Box M-567, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 


EXPERI- 
sell well- 


HARDWARE SALESMAN. 
ENCED SALESMAN WANTED to 
known lines of Tools, Brushes, 
Sundries to Retail Hardware and 
Dealers. 
line Liberal commission 
all details in first letter. 
care of HarpWARE AGE, 100 East 
York 17, N. Y 


Automotive 


and 
Address 
42nd St., 


protection. State 
Box M-570, 
New 


YORK WHOLESALE FIRM, DIS 
T RIBU TORS for Leading Manufacturers of Tools 
ard Hardware with excellent following among 
hardware stores in Florida, has opening for two 
experienced salesmen. Good opportunity to take 
over well established route from former salesman, 
now retired. Please give background of experience 
in first letter. Address Box M-577, care of Harp- 
WARE AGE, 100 East 42nd St., New York 17, 
N. Y 


NEW 


SALESMEN WITH FOLLOWING CALLING 
ON RETAIL HARDWARE STORES. We have 
a new fast moving year round item in terrific de- 
mand. Liberal commissions. Protected territories. 
Give full particulars 
ritory covered in first letter. Address Box M-579, 
care of Harpware AGE, 100 East 42nd St., New 
York 17, N. ¥ 


furniture and | 


and Electrical | 


No objection to one non-conflicting side | 


as to lines carried and ter- | 


| SALESMAN WITH PLUMBING SUPPLIES 
EXPERIENCE to call on plumbing contractors 
| and hardware trade. Liberal drawing, against com 
| mission; part allowance for travel expenses. Rona 

Plumbing Specialty Company, 1425 Pitkin Ave 
| nue, Brooklyn 33, New York. 


SALESMEN: FAST GROWING EASTERN 
| PENNSYLVANIA PAINT MANUFACTURER 
needs Representatives in territories East of the 
Mississippi to sell competitive lines of aluminum 


paints, roof paints and paint specialties backed by 
| full line. Guaranteed territories on commissio 
kes Address Box M-578, care of HARrpWarE 
AGE, 100 East 42nd St., New York 17, N. Y 
| — - . 
PAINT BRUSH MANUFACTURER—WELI 
| ESTABLISHED with National Coverage and 
| Offering High Quality Line, has Open Territo: 


for men calling on jobber trade in paint, hard 
ware and related lines. Very profitable for mer 
| with right contacts. Address Box M-569, care of 


7 1" ARE AGE, 100 East 42nd St., New York 17, 


WANTED: SIDELINE SALESMAN CALI 
ING ON Hardware-Electric Jobbers-Dealers and 
| Large Consumers to sell a line of Wood Screws 
Machine Screws-——-Sheet Metal Screws and Stove 
| Bolts, etc. All territories open on commiss 
| basis Address Box M-584, care of HaArpwart 


| Acr; 100 East 42nd St., New York 17, N 


SMALL - TOWN 
Hardware, Appliance 


SIDELINE SALESMEN, 
COVERAGE. Houseware, 
Stores. 7%% commission. Catalog includes auto 

| matic toasters, irons, bathroom cabinets, gas and 
| electric hot plates and stoves, roller-skates, chrome 


| stools, play-pens, space-heaters, ironing boards 
| folding rulers, broilers, plastic seats, swings, 
many others. Address Box M-542, care of 
| Harpwarxe Ace, 100 East 42nd St., New Y 
7, mB. e 
ELECTRICAITI WHOLESALER DESIRES 
PART TIME SALESMAN calling on hard 
and appliance retailers for N.C., S.C., 
or Kentucky Advise lines carried, experi¢ 
etc. Jandorf Electrical 1018 ¢ 


Supply Co., 
1 


dral St., Baltimore 1, M« 





SALESMEN WANTED 


By a long established, well rated manufac- 
turer of a complete line of leather dog collars, 


harnesses, etc. Opportunity for experienced 
men calling on retail hardware and variety 
stores Protected territory: liberal com- 


mission 
Address Box M-588, 


care of HARDWARE AGE 
100 East 42nd Street, Y. 


New York 17, N. 








SALESMEN WANTED! 


Manufacturer has several territories availabie 
for salesmen calling on Hardware, Housewares 
and Plumbing Supply Jobbers, with profitable 
sideline item. Territories protected. Straight 
10% commission basis. 


Address Box M-576, care of ora. AGE 
100 East 42nd St., New York 17, N. 
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HARDWARE AGE, 


NOVEMBER 18, 1918 
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[Sales Representatives Wanted [Sales Representakines Wanted) [— Accounts Wanted ] 


WANTED — MANUFACTURER'S AGENTS 
\LLING ON BUILDERS’ HARDWARE 
N TRAC T DEALERS AND LUMBER 


\RDS to sell established line of Casement and 
Storm Sash Hardware. Much good territory open. 


ress Box M-575, care of Harpware Ace, 10( 
42nd St., New York 17, N. Y 


CABINET 
LINE. Must 


REPRESENTATIVE WANTED 

\ND BUILDERS HARDWARE 

e good following with lumber yards, hard 

accounts, etc. Popular line, competitively 

ced. Many territories open, protected areas, 
d commission. Write, 

P-G Manufacturing Co., 10857 
North Hollywood, Calif. 


Chandler Blv« 


MANUFACTURER OF UNUSUAL LINE 
OF PLASTIC MATERIALS WANTS AGENTS 
lling on Variety Chains, Hardware and Paint 
jobbers. Some desirable territory open. Ten per 
ent commission, protected territory. State area 

ved, lines handled, etc. Address Box M-572, 
re of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


WORK GLOVE SIDE LINE: 
SHORT LINE Canvas, Jersey, Leather Palm 
Gloves, popular priced for resale. Salesmen wanted 
with established following all types Retail Dealers 
Straight 5% commission. Shipped open account 
rated firms, freight allowances. Start immediately 
Write where and what sold. Parker Equipment 
Co., 785 Lyons, Irvington 11, N. J. 


WANTED—FACTORY REPRESENTATIVE 
WITH ESTABLISHED TERRITORY, to sell 
Hickory Tool Handles, with other allied lines, on 
commission basis. Write Box M-555, care of 
Harpware AGE, 100 East 42nd St., New York 
17, N. Y., giving territory you cover and all 
pertinent information. 


SALES REPRESENTATIVES—FOR MAN 
UFACTURER OF NATIONALLY ADVER 
rISED GARDEN TOOLS calling on Hardware 
and Houseware jobbers, chains, and * department 
stores. Commission basis. State territory covered 
nd lines carried. Address Box M-568, care of 
Ha RDWARE AGE, 100 East 42nd St., Nev w York 

R.. ¥. 


EXCLUSIVE TERRITORY FOR ESTAB 
LISHED SALES REPRESENTATIVES in all 
t Eastern States, from Maine to South Carolina 
\ll States open at present. We have a Roofing 

Sheet Metal Product, established and adver 
tised and a repeat number, to the trade only. 
Must have jobber following. Address Box M-585, 

of Harpware AGE, 100 East 42nd St., New 
York 17, N. Y 





MANUFACTURERS REPRESENTATIVES 
WANTED, WHO CAN AND ARE SELLING 
to Jobbers, Chains and Department Stores. We 


facture outdoor 
ng tables, glass percolators and dripolators, 


ind beach chairs. Territories are available 
{ontact immediately giving detail information 
Leonard Orman Company, 22 N. 4th St., 
delphia 6 "a. 
[ANUFACTURERS’ AGENTS CALLING 


ON DEPARTMENT, HARDWARE OR SPE 


CIALTY STORES to sell Sensational New House 


Item. New automatic indoor clothesline reel 
natural’ for a bathroom, laundry or kitchen 
First of its kind. Attractively styled and 
ged. Priced to sell—liberal commission——pro 
territory Write to National Cordomati 
Philadelphia 44, 


giving full details to | 
his 





WANTED 
MANUFACTURERS AGENTS 
To Sell Quality Hardware 
Several Good Territories Now Open 


HIGRADE INDUSTRIES CO. 


Hamden 14, New Haven, Conn. 














SALES REPRESENTATIVES WANTED 


MUST HAVE FOLLOWING AMONG HARD- 
WARE TRADE TO SELL LINE OF PAINT AND 
HOUSEHOLD BRUSHES ON 10% COMMIS- 
SION. SEVERAL TERRITORIES OPEN. WRITE 
STATING EXPERIENCE. 


CRAFTSMAN BRUSH CO. 
12 WAVERLY PLACE ‘NEW YORK 3, N. Y. 














| Accounts Wanted | 


COMPLETE | 





and indoor aluminum dryers, | 





“SLIM” GILLIARD 


Handle 


| offer you the benefits of 28 years of per- 
sonal acquaintance with and experience 
gained in calling on the hardware whole- 
salers in the Middle West and Eastern 
States as Traveling Sales Manager for Fay- 
ette R. Plumb, Inc. 

Am now representing Master Lock Co. in 
Pennsylvania, New Jersey, Delaware, Mary- 
land and Washington, D. C. and would 
like to represent a few additional lines 


L. L. E. “SLIM” GILLIARD 


214 Fairhill Avenue, Glenside, Penna. 


Can Additional Lines 











MANUFACTURERS AGENTS ealling on 
Hardware and Houseware Jobbers, Lumber and 
Building Supply Houses throughout the State of 
Texas. 30 years continued contact with the trade 
Want a Few Gaol Sines A. B. Conner & Con 
pany, 1121%4 West Cor Antonio, 


nmerce oSt., San 


OLD ESTABLISHED PACIFIC COAST 
FIRM with long-time contacts and highest repu 
tation in Housewares Field, interested in con- 
tacting Eastern or Midwest Manufacturers of 
Housewares Items who are anxious to establish 
or improve Western Distribution Aggressive 
sales setup. Modern fireproof plant with ware 
house facilities. Address Box M-559, care of 
HIarpware Ace, 100 East 42nd St., New York 
7 M.S 


MANUFACTU ‘ 
SENTING ONLY ONE NATIONALLY AD 
VERTISED LIN calling on Major Department 
Stores, Hardware and Houseware Jobbers at least 
every sixty (60) days. Have received consent of 
resent connection to carry one other Nationally 
‘Advertsied Line tting in same class of trade in 
aig Oklahoma, Louisiana, and Arkansas. Must 
be gh class line with potential commissions not 
less "th in $1,000.( monthly Bay furnish full 
details to any interested fact Address replies 
to Alvin F Myers, 5968 Ro ss Avenue, Dallas, 


Texas 


RER’S AGENT, REPRE 
E, 





MANUFACTURERS’ AGENTS 


cerenaecree COVERAGE BY 4 MEN coven 
ILL., IND., & WISCONSIN. SELLING 

HAINS AUTOMOTIVE 

ti sornee 

RDER 


Cc x 
TURERS WHO SELL OUTSIDE PRODUCTS THRU 
THEIR RETAIL DEALER ORGANIZATIONS. 
LEE E. LANE COMPANY 
624 So. Michigan Ave. Chicago, Mlinols 








SPECIALIZED, EXPERIENCED 
EXPORT MERCHANTS OFFER 
EXPORT DISTRIBUTION 
We develop and push the foreign sales of your 
product, handle all difficult paper-work, pay you cash, 
relieve you of expense and headaches. Annual turnover 

$1,500,000. References and details on inquiry. 
KURT ORBAN CO., INC. 
Exporters Purchasing Agents 
21 West Street New York, N. Y 








SOUTHEASTERN STATES 


Agents. Established 1926. 
Cover trade 4 times yearly. 
Inquiries invited. 


Manufacturer's 
Staff of 5 men 
Commission basis, 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references 











ESTABLISHED LINE WANTED FOR MAN 
UP ACTURESS REC NEeonS scase tone " 


Hardwa nd Housefur ling Jobbers in Met 
jlitan ion Yor ne ten und details on i 

quiry Address Box M-574, care of Harp RI 

Ace, 100 East nd St., Ne York 17, > \ 


ESTABLISHED MANUFACTURERS REP 
RESENTATIVE WITH SEVERAL HUN 
DRED PRODUCING CONTACTS, _ wishes 
Items including Work Glovés and Glassware, for 
department, chain, drug stores and jobbers 
the States of Michigan, Ohio and Indiana Ear! 
Morgan, 1415 Glynn Court, Detroit 6, Michigar 


DISTRIBUTOR: LOOKING FOR NEW \ 
TRACTIVE LINES. Willing to ware 5 ‘ 


(Classified Opportunities continued on page 206) 
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handise if price and product is right y x sive 
territory all of Conn. and Mass Can do g 
job with an wriginal and accepted product 
Colonial Products Co., 715 Albany Ave., Harttord 
Conn 

SALES AGENT COVERING WESTERN 
NEW YORK Wester Pennsylvania, Easter: 
Ohio and West Virginia desires line of quality 

repeat type salable to hardware 1 elect 
jobbers or mil mine supply jobber Addre 
Box M-5 care of HaArpware AG ] I 
' 1s ‘ Yor) ie 
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i Accounts Wanted 








| _ Buriness Opportunitien [Business Opportunities | 





MANUFACTURERS REPRESENTATIVE 
CONTACTING JOBBERS AND LARGE RE 
TAILERS desires Accredited Lines for St 
Louis Area including Eastern Missouri and I] 
linois from (included) South Energetic 
ind efficient coverage guaranteed Address Box 
M-583, care of Harpware Ace, 100 Ez 42nd 
St., New York 17, N. Y¥ 





ast 





INDIVIDUAL WOULD LIKE TO REPRE- 


SENT FOUR OR FIVE HARDWARE MANU- 
FACTURERS, calling on jobbers, in New Eng- | 
land, New York, New Jersey, Delaware, Pennsyl 
vania, Maryland, and Washington, D. C. New 


York City office. Commission, Address Box M-580, 





care of Harpware Ace, 100 East 42nd St., New | 
York 17, N. Y. 
LINE WANTED—FOR HIGH TYPE AG 


GRESSIVE REPRESENTATIVE covering West 
ern Penna., Ohio, W.Va., Washington, D.C., Mary- 
land and Delaware Staple Hardware Item from old 
established firm preferred. If manufacturer wishes 


smooth relationship and good servicing towards 
their accounts, address William T. Christman, 
Pyramid Dr., Apt. F-8, c/o Brentshire Village, 


Pittsburgh 27, Pa 





| —Poritions Wanted =| 


EXECUTIVE, 


substantial producer, 





SUCCESSFUL 
SALESMAN, 


VERSATILE 


merchandiser, 





thorough business knowledge, will incisively rep 
resent rated manufacturer in Metropolitan New 
York and/or New England. High income poten 
tial essential. Now employed by AAA1 Co. Avail 
able within 30 days Best references and top 
flight connections Confidential. Address Box 
M-586, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 

WANTED — POSITION WITH LARGE 
MANUFACTURER, who is interested in Ken- 
tucky, Tennessee, and So. Ill. territory, well 


all lines of the Hardware business. 
18 years’ experience on territory calling on hdwe. 
jobbers, lumber dealers and large hdw. and elec 
trical dealers, well acquainted on territory. Ad- 


dress Box 506, Paducah, Ky. 


familiar with 


EXPERIENCED HARDWARE SALESMAN 
DESIRES POSITION AS SALES REPRE- 
SENTATIVE with one major manufacturer. 
Several years have sold in Philadelphia, Eastern 
Pennsylvania, Central 
Established, know credit standing of jobbing, 
retail and department stores in this territory 
Use auto, Furnish A-1 reference. Address Box 
M-552, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 





| Bariness Opportunitiean | 








Lumber Yards, Manufacturers 


DEPLETING STOCK 


NAILS 


BRIGHT COMMON 24d to 60d. 
FINISHING NAILS. 

BLUED PLASTERBOARD I//_"x13"x19/64". 
GALVANIZED ROOFING 7/16" HEAD. 
COATED, BOX, SPECIAL NAILS. 


We Sell | Keg or a Carload. 


THE GORDON CO. 


209 Division Street New York 2, N. Y. 
GRamercy 3-3633 


Hardware, 
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and Southern New Jersey. | 





OPPORTUNTIES IN MANY COMMUN 
TIES FOR THE PURINA FRANCHASE — 
Purina Chows for livestock and poultry, sanita 
tion products, farm supplies under Checkerboard 
label, rural America’s best known trademark 
Find out what being a Purina Dealer can mean 
to you. Write Dept. C., Ralston Purina Co., 
2505 Checkerboard Square, St. Louis 2, Mo. 








Attention—Exporters & Jobbers, 
Dealers where no Jobber Representation 
WHEELBARROW 
1500 on West Coast ready for ell shipment— 
f.o.b. factory. Contractors Heavy Duty Type, all steel 
with rubber tires. Surplus Inventory. 


= LOW inca 
ders of Wheelbar 
4441 Santa 1 ro Los Angties il, 


an 5- 
Mir’s sou 2 Lasbee invited. 


Calif. 











WILL BUY ALL 
OR PART INTEREST 
IN GOING PLANT MAKING HARDWARE OR AUTONO- 
TIVE ITEMS. WE HAVE NATIONAL SALES FORCE, 
WAREHOUSING FACILITIES AND CAN HELP FINANCE. 


Address Box M-592, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














CLOSE-OUT SHEARS 
to cancelled export orders we are selling 
far below purchase price: 
Sheep Shears, Hedge Shears, Grass Shears, 
Mule Shears, Roaching Shears and Grass Hooks. 
Write for detaile to: 
ANCHOR MERCANTILE O.. INC. 
34 W. 33rd St. York I, N. Y, 


Due 


New 
Tel. CHickering 4-8760 











25,000 
8 OZ. PUSH-PULL DUST GUNS 
SURPLUS FROM DISCONTINUED LINE 


CENTRAL CHEMICAL CORPORATION 
LEBANON, PENNA. 











RERAL HARDWARE 


Doing a gross annual business of over $60,000. 
miles from a city of 80,000. Old established business, 
handling nationally advertised lines, includes appli- 


25 




















MANUFACTURING FACILITIES IN NEW 





YORK STAMPING PLANT TOOL ROOM 
polishing and assembling looking for contract work 
for fine precision instruments and parts. Box 599, 
1474 Broadway, New York 18, N. Y. 
WANTED HARDWARE STORE IN 
METROPOLITAN AREA preferably carrying 
builders hardware, Plumbing, paints, apartment 
house supplies, no housefurnishings. Write giv 
| ing full information in first letter, price, location, 
length of lease, rental, gross business, etc. Prin 
cipals only. Address Box M-581, care of Harp 


warE AGE, 100 East 42nd St., New York 17, N, Y. 





| INTERESTED IN BUYING CLOSE-OUTS.- 
DISCONTINUED LINES—Special Sale Mer- 
chandise for Cash. Manufacturers Seconds Bought 
On Contract Basis. Send samples and complete 
information. Not imterested in small quantity lots. 




















lw rite, wire, or call Melford F. Brandenburg, 
1355 Market Street, San Francisco, California 
Tel. Unl 2727 ex. 143. 
EXPERIENCED RETAIL HARDWARE 
MERCHANT AND OUTSIDE SALESMAN, 
| age 34, wishes to invest $10,000 to $15,000 for 
partnership in a going retail hardware store 
or around Newark, New JORORy for purp 
expansion. Replies strictly confidential. 
30x M-591, care of Harpware Ace, 100 
42nd St., New York 17, N. Y 
LIMITED SUPPLY. TWO FAST SELL- 
| ING PROFITABLE ASSORTMENTS, packed 
| in glass jars. Assortment of machine screws, 
| bolts, washers, nuts, two dozen jars to a carton, 
| $4.00 per dozen. Assortment of extension 
ompression springs in various sizes, one dozen 
jars to a carton, $6.50 per dozen. American 
Trading Exchange, 1211 Bedford Ave., Brooklyn, 
| N . @ 
| 
| FOR SALE—HARDWARE, PAINT, APPL I. 
| ANCES AND HOUSEWARES STORE ] 
| leading franchises, modern fixtures, lensted 
| New York State, 80 miles from New York ( 
| $50,000.00 annual gross. Approximately $ 
000.00 cash required. Address Box M-589, care of 
Harpware Ace, 100 East 42nd St., New York 
117, N. Y 
FOR SALE—HARDWARE, SPORTING 








ances eoves,, pumps, ete. Offering two story brick | | GOODS AND APPLIANCE STORE. Located in 
building on Main Street, large metal warehouse on small town in Central New Mexico, Abo 00 
one-half acre of ground, three loading docks. Address Condit. ates Rall shiek ot tanta attitan ol 
HERB TILLMAN CO. Fixtures long lease, or sell, cash or terms. Write, 
200 Landers Bldg. Springfield, Missouri Burton’s Hardware, Carrizozo, New Mexi 
a : . a nici FOR SALE, EASILY APPLIED HAIR 
CLIP to hold hair in place during and atter 
dressing Cheap manufacture from flexibl 1a 
OREGON, STORE FOR SALE. Hardware, a en oe ee, a ‘ 
; re, 4 ‘lumbing and Electric Supplies, Sport - O. Box 133, Patterson, Cal 
, Gifts, Pai nts, Farm and Building Sup- 
Est 1885, Valley Town of 5000, main | ——— . 
corn ree floors, 50 x 75, sales 150,000, will | : 
give long lease on building. This store has created A SUCCESSFUL H ARDW ARE, ELECTRI¢ 
a modest family competency, and owner is ready | AND HOUSEHOLD ried JIPMENT BUS! 
to retire. A grand opportunity for a we ilthy | NESS operating several st Western Penn 
father to place an ambitious son, as buyer should | sylvania for over 50 years de to sell because 
have a hundred thousand to properly handle, and | of age of the principal owner. Complete vy 
expand this business. We also have a_ general stock; no indebtedness; 1947 sales were over > 
Hardware Store in the City of Portland that will | 000.00. Principal — will accept mortg _on 
require app. 50,000 to handle. Details of either on | buildings, rent or sell buildings with busines Re 
request Northern Wholesale Hardware Co., | ply Box M-571, care of Haspw ARE AcE, 10 ist 
Portland, Oregon. | 42nd St., New York 17, N. Y 
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HARDWARE AGE, NOVEMBER 18, 


Designed to an- 
sewer EVERY pin- 
up and hang-up 
need. Sell them to 
your customers 

with COMPLETE 
CONFIDENCE, 

Nationally adver- 
tised. 













For HANGING WP things / 
* MOORE Piers HANGERS 

























p ACE ‘Lite-O-Glass”’ 


Trade Mark 


$7 50 


100 Lin. Ft. Rolls 


FREIGHT 
PREPAID 


Per 100 
Sq. Ft. 





A fine mesh galvanized screen wire, 
imbedded in a solid sheet of water- 
proof transparent glazed coating. May 
be cut with shears and tacked any- 
where. Available in 36” widths. 


® Insures Sunlight 
© Crystal Clear 
© Shatterproof 

© Waterproof 

@ Flexible 


ACE WINDOW SCREEN CO. 
1634 South Pulaski Rd. 
Chicago 23, Ill. 


of America 
6605 Hollywood Bivd. 
Los Angeles 28, Calif. 


711 Main St. 
Houston 2, Texas 



























---For 
fine pocket 
knives 






CAMILLUS CUTLERY — 
New York 17, N. 














YOU’LL NEVER SALE 


atthe 


MISS A 


screw - HYDRAULIC 


Jacks 


© The Most Complete Line 
since 1899 


© Nationally Advertised 
{MMEDIATE SHIPMENT 


LeEveER 





AL 
AWARDED THE GOLD eS 
E SAFETY OF JAC 
TOR THE AMERICAN museum 
TEMPLETON, KENLY & CO., 


Chicago 44, IIlinois 


1948 








Known the World Over 


WARDROBES, CHESTS, UTILITY CABINETS, AND CLOSET ACCESSORIES 
KEEP YOUR EYE ON E-Z-DO!— OVER 101 SUCCESSES NOW 


— And Wore pore On The Way! 


E-Z-DO + 261 FIFTH AVENUE + NEW YORK 
1855 Industrial Street, Los Angeles, Calif. 
1128 Merchandise Mart, Chicago, Ill. 











MOST ALL SIZES ON HAND 
Atlas Nail Co.. Ine. 


20 N. Wacker Drives: Phone ANdover 3-3068#Chicago 6. Il. 
* NOTE: WE WILL BUY YOUR SURPLUS NAILS 















YOUR 
JOBBER 
TODAY! 


@TYLED FOR BEAUTY « GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 





Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 


















HOLD-E-ZEE 


AUTOMATIC GRIP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
(hey excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out of 
way when not in use. Highest quality 
materials throughout. 


UPSON BROS., inc 


65 Broad St. 
Rochester 4, N. Y. 





























BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 


in 
/ boxes 


M. GRUMBACHER 


Send for Descriptive Folder. 
Order from your Jobber 

















CIPCO MEANS CONVENIENCE 
Packaged for easy identi- 
fication ... easy handling 
... and to stay clean until 
used. NO EXTRA COST! 
See your jobber or dealer. 










CITY PLATING & MFG. CO. 
22nd. and COLE STREETS ST. LOUIS 6, MO. 









OVER 80 YEARS' EXPERIENCE 


PRIEST’S 
CLIPPERS 


Triple plate—copper, 
nickel, finish. 
Ball bearing, easy action. 


chromium 


Over 80 years’ experience. 


ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 

















Genuine DOMES SILENCE 
Soe SeTsi8: SET TOCSE 


SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Nome “‘Oomes of Silence’ 
on eoc 


genuine 
Domes of Silence 


Rubber Cushion Glides 


For Tile, Marble, Cement and 
Noiseless. Sizes for meta 
chairs and all furniture 


Ask yeur Jobber. 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 


If he is not supplied write to 
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‘Schulles 


*Reg. U. S. Pat. 

The MODERN’ 
Precision Level 
with Pre-Adjusted 
Spirit Vials 

Schultes Spirit Vials are adjusted at Factory. 
Anyone can insert Vials on spot to accuracy of 1/10 of 1°. 
A great selling point to user! Eliminates bother of returning Levels to 


factory for repair. 
Interested in handling complete line? Write for details. 





SCHULTES LEVEL, INC 
17403 GABLE . DETROIT | ® MICHIGAN 


*PATENTED AND PATENTS PENDING 














Tools, Brooms, 
implements or any- 
thing with a handle. 


SMALL - MEDIUM - 
LARGE. 
“HOLD EVERYTHING” 


The Favorite With Home Workshop ‘‘Fans 
Just Ask Your Jobber 
PLATT CO., Fairfield, Conn. 


ADJUSTS IN A JIFFY 
ASTENS TO ANY WOODWORK 


a 


ARTHUR I. 











Kilgore’s large size GYRO- 


juices 


l’s brand new! 
SHAKER that measures .. . 
Reamer section also doubles 


mixes ... 


and strains. 


as a one ounce measure. A 4-piece unit made 
entirely of Polystyrene that can be dip-steril- 
ized in boiling water. Each complete unit indi- 
vidually packed in colorful, illustrated box. 
retait—it’s certain to be a big 


At about 75¢ 


volume seller. See Shel-glo ad on page 195. 


THE KILGORE MANUFACTURING CO. 


WESTERVILLE, OHIO 





cfab-ge 





NOW aug of your customers can 


STOP FAUCET LEAKS! 


UTIULLED, #2X Drip Stopper 





¢, 2 


Comes mounted on a card with illustrated directions 


and with 4 washers . . 
play carton. . 
Stopper. 


. in attractive self-selling dis- 
. Every home needs an O'Malley Drip 


ASK YOUR JOBBER 


7602 GREENWOOD AVE 
CHICAGO 19, ILLINOIS 


EDWARD O'MALLEY VALVE CO. 





209 
































* 
HE SOLD HIS 
GARBA-VATOR* today 


Well, maybe it's not quite that profitable. You'll readily 
admit, though, that a Garba-Vator a day, added to your present 
volume, would mean a substantial increase in business. And the 
beauty of it is . . . once it's started in a community, Garba-Vator 
fever spreads. Then everybody wants one. 


Just these two features alone make it worth your while to 
stock and sell that first order of Garba-Vators. 





The Garba-Vator is a unique, new garbage can 
rack—tip-proof, dog-proof, wind-proof and kid- 
proof. It ties in with the rodent control program 
now being vigorously promoted nationally. 











For complete sales information, sent airmail, write today. 


HIGHLAND INDUSTRIES, INC. 


2225-55 SO. DELAWARE ST. 





3 out of 5 


_homes need 





DENVER 10, COLO. 








~ACOMPLETE LINE 


OF MORTISE, " TUBULAR AND RIM LOCKSETS 


From front door to_ back, 
from cellar to garret, for com- 
plete satisfaction use depend- 
able, long-life Skillman hard- 
ware. Backed by 70 years’ ex- 
perience in the manufacturing 
of fine hardware by skilled 
craftsmen, every piece must 
meet exacting inspection before 
it leaves our plant. 

Be assured of trouble-free 
service — take advantage of 
Skillman know-how and install 


hardware that will withstand 
the test of time. 


SKILLMANE=# 


210 


= es ——— 
i ddd ddstediatidediduiina 


z In 3 sizes — each 
c= 86 with full-range 
height adjustment 
. 
ALL-STEEL , 
ADJUSTABLE DOUBLE-pinned 


for extra safety 


FLOOR JACKS jf} .......... 


and out to 
prevent rust and 


There is a tremendous market, a ‘ 
corrosion 


real profit opportunity for alert 
dealers featuring TAPCO — the } ’ 
all-steel, precision-built floor 
jack. Tapco has superior features 
and is approved for new home 
construction. 


Approved for 
new home 
construction 


Easy-to-turn 
jack handle 











pass e2eeen, 
os® 
o* 


Pd 
e Write today for full de- 
7 tails, free literature and 
name of your nearest 


LA 
di stributor. 


Write, Dept. F... 
The AKRON PRODUCTS CO. Sevi Seville, Ohio 


JUDD’S 


dependable 
Angle 
Brackets 


#631, wrought 
brass, 3 sizes 


Mending Plates 


For further details, consult your cata 





. and place your order now! 
#630, wrought 


brass, 3 sizes 


HL. COMPANY 


WALLINGFORD, CONN. 87 Chambers St., N.Y. 7 
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